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--+ ROPE IN CARTONS 


Six sizes of “American Brand” Rope are now available, packed 
in individual cartons. These sturdy, attractive containers pro- 
vide greater protection for the rope and keep it clean until used 
The cartons are easier to handle, easier to stock, and they give 
the rope more sales appeal. There are no inner lashings to be cut. The 
rope can be withdrawn without removing the coil from the carton 
Handy and it always uncoils properly—no kinking. 
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; y) for bigger Screen Cloth Sales! 


THESE LUMITE” SCREENING SALES AIDS 
4beolutely fie TO ALL LUMITE DEALERS! 





] 
NEWSPAPER MAT SERVICE 
/ Ads 1 and 2 columns wide by 
1” to 7” deep to help you tie- 
in with the biggest campaign in 
the industry. 


2 
PRICE CALCULATOR 


Quickly figures total selling 
price on any width or length 
of Lumite screening. Only 
956” x 10%2”. 


3 
WINDOW DECAL 
2-color, 5” x 6” all-purpose’ 
decal to identify your store 
as headquarters for Lumite 
screening. 


These 6 free sales aids tie you in with 


4 
ENVELOPE STUFFER 


2-color, 3” x 6” folder for use as 

bill stuffer or handout. Six pages 
of hard sell with space for your 
own name. 


5 
RADIO COMMERCIALS 
Written by top radio writers, 
these 20 and 30-second an- 
nouncements come ready for 
delivery on your local station. 


6 
SWATCH SAMPLES 


3” x 7” swatches let customers 
feel and handle Lumite screen- 
ing. Available in Chicopee 

green or Chicopee grey. 








the hardest-hitting advertising campaign 
behind any screen cloth! 


SEND FOR YOURS—TODAY! 
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ADVERTISING DEPT., LUMITE DIVISION 
Chicopee Mills, Inc., 47 Worth Street, N. Y. 13, N. Y. 
Gentlemen: Please send me free of charge the following LUMITE 
screening sales aids in the quantities indicated: 
.... Newspaper Mat Service .... Envelope Stuffer 
.... Price Calculator .... Radio Commercials 
.... Window Decal .... Swatch Samples 
[_]Chicopee Green [_]Chicopee Grey 
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3 IN 1 OUTING SET 


‘Yes, you’re in for a picnic of profits with Universal. 
Take the “Scotsman” Set — its handy plaid zippered 
case is packed with everything to make picnicking a 
real treat. There’s a quart Food Jar for ice cream 


or fried chicken, a quart Vacuum Bottle with four 
nested cups for beverages, and a 
large metal box for sandwiches, 


cake or pie and fruit. 


For faster sales .. . more satisfied 
customers . . . stock Universal 


Outing Sets and Vacuum 


Bottles. For further informa-, 


tion write us today, using 
the handy coupon. 





Motor Luncheon Set 
with “Shur-Grip” 
Vacuum Bottles 


A complete service for 4 in a 
compact carrying case. Two 
quart-size Vacuum Bottles, 
knives, forks, spoons, cups, 
plates, salt, pepper shakers, 
can opener. Retail $32.95. 


New Universal ‘‘Shur-Grip” 
Vacuum Bottles 
and Food Jars 


Striking new colors and new 
“Shur-Grip” cases that lessen 
chances for breakage make 
these all-new Vacuum Bottles 
and Food Jars really “fast 
movers”! Retail from $1.49. 






















RETAIL $14.95 


Other Outing Sets 
from $7.95 





Landers, Frary & Clark 
New Britain, Conn. i 
Please send me the facts on the following: | 
0) “Scotsman” C) Motor Luncheon Set | 
0 Outing SetLine (Vacuum Bottles DO) FoodJars | 
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Show It to Sell lt 


®@ This old saying is certainly true when it comes to 
selling chain. There is something about the “solid” 
feel of chain that makes men like to handle it. And 
when they can get their hands on it, they usually 
think of a swing that needs some, or a fence or gate 
that could be repaired, or something else. 

These two AMERICAN Chain displays make it easy 
for you to show chains... and for your customers to 
buy chains. They will increase your chain sales. 

Mark them down now and order them from your 
AMERICAN CHAIN wholesaler. Buy...Sell AMERICAN. 


merican 
Chain 






I 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portiand, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


Discount Houses 
And Good Will 


The discount house is certainly one of the 
most aggravating problems faced today by legiti- 
mate retailers. 


The failure of sales in some lines to reach 
the levels expected this spring has had the con- 
sequence of turning many discount houses into 
dumping grounds for excess stocks, old models 
and other types of distress inventories. 


The result is that this year, more than in the 
past, these discount houses have been able to 
offer well known merchandise at close to dealer 
cost prices. 


In many instances these cut prices are for 
models that are obsolete, but the buyer doesn’t 
know it. The ads don’t say so, nor does the dis- 
count house clerk. 


Currently, items with higher unit prices 
seem to be getting the emphasis from the dis- 
count houses; prices in some instance are at or 
even below dealer costs. 


The merchandise we have seen sold under 
these circumstances are: often well known brands, 
brands that have in the past found wide accept- 
ance in hardware channels. 


How does this come about? 


One reason is probably the fact that sales of 
these items this season were not as good as had 
been expected. This left some manufacturers 
and some wholesalers with fairly heavy stocks 
on hand and the end of the selling season in 
sight. 


In an effort to move these inventories to make 
room for the new models that will be out this 
fall, and perhaps also to raise cash, various un- 
orthodox outlets have been used, at special prices. 


The obvious question that arises in many 
dealers’ minds is that if such was the case, why 


HARDWARE AGE, MAY 28, 1953 


By W. A. Phair 


haven’t hardware dealers been given a crack at 
this merchandise at the special prices? 


From our viewpoint that would certainly have 
been the desirable way to handle the problem. 
But from a manufacturer’s viewpoint, it pre- 
sents a number of serious problems. 


For example, if a manufacturer offers a quan- 
tity of special priced merchandise through regu- 
lar channels, what does he do about the merchan- 
dise already on hand at the wholesale and retail 
level? Won’t it be necessary to make a credit for 
these, too, thus further reducing the company’s 
income? 


And what about instances where a line car- 
ries a suggested retail list? What happens then? 


There Should Be 
A Good Answer 


The points we have just cited are often put 
forward by manufacturers as obstacles to using 
normal channels for surplus stocks. 


Certainly they are formidable obstacles. Yet, 
we wonder if a manufacturer might not be bet- 
ter off in the long run if he would use orthodox 
channels and take a slightly lower return for 
the merchandise? 


No manufacturer, or wholesaler, can move a 
sizeable volume of excess stocks and keep it a 
secret. As soon as the movement starts, the en- 
tire trade seems to know about it overnight. 
The competitors of the firm that is moving the 
merchandise certainly make no effort to keep 
it quiet. 


From the conversations we have had with 
dealers and wholesalers, this appearance of well 
known power mowers, in original shipping cases, 
in discount houses is building up considerable 
animosity toward those lines. 


This animosity may well cost the manufac- 
turer more in future sales than it would have 




















cost him had he issued credits for all stock out- 
standing. 


In the background of this discount house prob- 
lem, we must remember, stands Sears and other 
large chains. They, too, must be feeling this 
type of selling, for the discount houses are un- 
derselling Sears, too. 


It is certainly interesting to speculate on what 
might happen if the big chains find themselves 
with heavy stocks and decide to move them as 
the discount houses are moving surplus stocks. 


A sympathetic understanding of one another’s 
problems is certainly vital to an ulcer-less ex- 
istence in today’s business world, but tolerance 
in itself will not solve the problem. 


Nor is it any longer a valid excuse for a 
manufacturer to say that he doesn’t know where 
his products go. It’s his job to know. 


It has been my experience that dealers can 
understand, even if they don’t like it, a manu- 
facturer utilizing several channels to distribute 
his products. But dealers do find it difficult to 
understand how they can be expected to do a 
good year in and year out selling job on a prod- 
uct that a consumer can periodically buy in a 
discount house at practically dealer cost price. 


Brand Names 
Can Be Killed, Too 


Another aspect of the discount house selling 
is its inevitable destruction of brand names. We 
have long felt that the selling of nationally known 
brands is a wise, profitable procedure for hard- 
ware dealers. 


In the course of developing wider interest in 
brand name merchandise, we have encouraged 
dealers to participate in the annual Brand Name 
Foundation program (see HA, April 30, p. 198). 


Participation in this program has grown, in 
a few short years, from a mere handful to some 
600 stores this year. Next year the total could 
easily hit 1000 stores. 


This strongly suggests a fast growing inter- 
est on the part of dealers in the promotion of 


national brand name merchandise. 


But what happens to a brand name if the 
product gets kicked around in a discount house? 


i Just Among Ourselves ? 





informal editorial comments 


Why should a dealer promote an item to build 
sales for the cut price discount house? 


The simple answer is that the dealer will 
slowly be eliminating from his promotion and 
selling efforts those brands that are consistently 
sold in discount houses. 


From the manufacturer’s viewpoint, discount 
house selling holds further implications. It will, 
in the future, mean a sharp increase in factory 
adjustments and repairs for consumers, an ac- 
tivity that will have to be conducted directly be- 
tween manufacturer and consumer. The dis- 
count house won’t help out; it can’t, or its over- 
head will get out of control. 


Hardware dealers never get credit for the hun- 
dreds of minor repairs and small adjustments 
they make each year in connection with the sale 
of guaranteed merchandise. 


This service is part of their overhead. It 
saves manufacturers thousands of dollars in cor- 
respondence and the handling of small repairs. 
It helps maintain a consumer’s faith in a product. 


But can discount houses do this? They can’t 
and they won’t. If you don’t believe this, try it 
some day. 


For example, there was a man who purchased 
a camera at a discount house. It didn’t function 
properly. He took it back to the discount house. 
He was told that they were sorry, but all sales 
were final and they couldn’t help him. He had 
better send it back to the factory. 


This man then took the camera to the camera 
store he had normally dealt with and told his 
story. All that was required was a minor ad- 
justment which they made for him. The fac- 
tory was saved that much extra, costly work. 


Price stability has also been synonymous with 
a quality, brand name product. But what sta- 
bility can exist with a discount house? Take a 
look at the problems the appliance and TV fields 
have faced because of the lack of stability in 
prices. 


Hardware manufacturers who have never 
faced this sort of a problem in the past will be 
facing it in the future, if they permit discount 
houses to handle their line. 


In these elements you have all that is needed 
for the destruction of a brand name. Don’t let 
it happen to you. 
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324 
1” Die-cast 
5 disc tumblers 


Increase your profits... 





ILCO’S New 390 


Removal of set-screw under 
end of shackle releases re- 
taining pin . . . allows entire 
lock mechanism to be pushed 
out . . . permits change of 
combination and master-key- 


3206 : 
1%” Die-cast ing; also allows new keys to be 
5 disc tumblers made easily when old key is 


lost. 





314 
1%” heavy steel 
5 disc tumblers 





382 
1%” to 2” extruded brass 
5 pin tumblers 








Sell ILCO Quality! 


To your customers, performance counts long after 


390 
(see above) 


ptice is forgotten. ILCO’S quality line of padlocks 
combines long-lasting security with top quality ap- 
pearance ... assures you of satisfied customers .. . 


bigger net profits on padlock sales. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Hardware Trade’s Shipping Bill 


To Swell with More Increases 


The hardware trade is threatened from all direc- 
tions with added costs in the form of hikes in its 
freight bills. Incoming freight alone now costs more 
than $50 millions annually. 

The latest railway rate increases are due to expire 
next February. But the railroads are already asking 
the Interstate Commerce Commission to make them 
permanent instead. 

The railroads are also asking Congress for a law 
to make requested rate boosts effective in 60 days in- 
stead of having to wait several months for an ICC 
decision. 

And the Railway Express Agency is likewise seek- 
ing rate boosts. Hearings may conclude the last part 
of June, but the decisiun of the ICC normally won’t 
come for some weeks afterward. 

Also, the Post Office Department is trying hard to 
get out of the red, and sees increased parcel post rates 
as the way to lop off $150 million of the present deficit. 

Hearings are over with respect to general commodi- 
ties. Hearing in July will take up catalog rates. 


OUTLOOK—Chances are slim for freight 
rate relief. Look for present rail rates to be 
made permanent; for some increase in parcel 

’ post rates with larger sizes and weights per- 
mitted, and for some adjustment permitted 
for Railway Express. 


End of Rent Controls Viewed 
As Boon to Maintenance Sales 


The eventual end of all rent controls is expected to 
bring a higher demand for certain hardware store 
merchandise. 

There’s a popular forecast that landlords will be- 
come better customers for such items as paint, roofing 
materials, metal fixtures, and various maintenance 
items. These are badly needed to put many rental 
apartments and houses in A-1 condition. 

Estimates of units still to be freed from rent ceil- 
ings run to more than four million. The recondition- 
ing of a sizable percentage of these is anticipated on 


10 


the basis of what happened in a number of communi- 
ties where controls have been scrapped. 

One result of a continuing rent freeze, while taxes 
and operating costs mounted, has been a deferring of 
spending for maintenance. Numerous landlords have 
felt unable to keep premises in top-flight shape. 

Now they appear to be getting set to improve the 
livability of rented property, and may spend up to 
$600 millions in doing it. 


OUTLOOK—A total outlay for altering, 
repairing, and maintaining all of the nation’s 
& non-farm dwellings will be much greater. An 
unofficial estimate is that the bill may top 

$6 billions. 


Cuts in Spending May Save 
Case for Quick Tax Relief 


The currently bleak outlook for tax reduction at an 
early date may brighten up considerably next month. 

The reason: Congress has not yet gotten its teeth 
into the all-important problem of trimming govern- 
ment spending. 

Federal Budget Director Joseph M. Dodge is find- 
ing his task more difficult than he had anticipated. 
And he is running into deeply rooted obstacles in his 
attempts to cut the Government’s swollen payrolls. 

The scheduled (June 30) expiration of the excess 
profits tax is by no means a sure thing—particularly 
if the White House makes strong representations to 
Congress for a limited extension of this tax. 

A compromise extension of this unpopular tax, pos- 
sibly for six months, still is a factor to be reckoned 
with. 

Despite strong agreement among businessmen and 
politicians that tax reduction is long over-due, the 
White House feels even more strongly that it cannot 
afford to lose, at this time, the $2 billion-plus in rev- 
enus involved in scheduled tax reductions. 


OUTLOOK—If the Senate follows the 
House example in starting to trim about eight 
and a half billion dollars from fiscal ’54 ex- 
> penditures as President Eisenhower has 
urged, business will face vastly improved 
prospects for lower tax bills next year. 
(Continued on page 100) 
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Protection 


@ Sma!l in size, tremendous in value — the leader in 
its class! That’s the story behind the widely popular 
Master 105 padlock. And no wonder! For concen- 
trated in this mighty midget is the same superior case 
strength Master builds into its largest and finest pad- 
locks. Only 1%” across, the case is constructed of 
21 strong steel plates, layer-laid one on another and 


solidly united under pressure of 100,000 Ibs. The 
strongest case construction known! But that’s not all: 
heavy, solid brass locking lever — cadmium rust- 
proofed inside and out — modern, warded locking 
mechanism — special alloy steel shackle — embossed 
steel keys — 105 different key changes! Individually 
packaged 12 padlocks in a colorful display carton. 
Ask your jobber! 


~ Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 


i 


Master [ock Company. Milwaukee. Wis. « 


HARDWARE AGE, MAY 28, 1953 


Worlds Leading Padlock Manufacturers 
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LATEST 


Lawn Roller 


M779 lawn roller can be rolled 
by hand or as a tractor attach- 
ment. it can hold 25 gal. of water 
(200 lb.) and weighs 66 lb.; it is 
2414 in. wide and 18 in. in diame- 
ter. For use on Power-Ho and 
Gardner tractors when riding sulky 
is attached, roller features conveni- 
ent scraper control. Sulky brake 
pedal acts as a scraper and dis- 





Lat Sr ae 
lodges packed soil on roller’s sur- 


face. For hand use, positive-set 
lever maintains scraper’s position. 
Bolens Products Div., Food Ma- 
chinery & Chemical Corp. 


For more data circle No. 1 on postcard, p. 103 


Knapsack Sprayer 


This E-Z knapsack sprayer for 
weed and brush killing solutions 
and insecticides has heavy seamless 
brass pump that is quickly removed. 
It has 4 in. opening for quick fill- 
ing, removable brass strainer, ad- 
justable brass nozzle, heavy steel 
pump levers, heavy oil-proof rub- 
ber piston, one-piece brass pump 
cut, and 5 gal. air-cooled tank of 
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INFORMATION ON NEW 





Armco zine grip steel or solid cop- 
per. Sprayer can also be used for 
fire-fighting, white-washing, win- 
dow washing, etc. D. B. Smith & 
Co. 


For more data circle No. 2 on postcard, p. 103 


Sidewalk Bike 


No. 816 Junior Roadmaster De- 
luxe bike has 16 in. wheels and 134 
in. semi-pneumatic tires, outrigger 
training wheels, bicycle type sad- 
dle with scuff rail, Rocket streamer 
grips and knuckle guards. It also 





has Chrysler oilite bearings 
throughout, fender shield and lug- 
gage carrier, and removable cross- 
bar. Removing crossbar converts it 
from a boy’s model to a girl’s. 
Junior Toy Corp. 


For more data circle No. 3 on postcard, p. 103 


PRODUCTS AND SERVICES 


Power Unit Attachments 


New rotary attachments are now 
available for Dandy Boy power 
units. Each attachment can be pur- 
chased as a complete and separate 
unit. All attachments have inter- 
changeable parts. Rotary weed cut- 
ter retails for $33.50; rotary lawn 
mower, $55; rotary brush saw, 
$37.50, and portable tilting saw, 
$57.50. By owning a basic unit, like 





the weed cutter, one can convert it 
into a lawn mower, brush saw or 
tilting saw. Lawn mower guard and 
wheels cost $22.50, and added to the 
weed cutter it becomes a lawn 


mower. Midland Co. 
For more data circle No. 4 on postcard, p. 103 


Gift Wrapping Bow Tyer 

Bow tyer issues pre-fabricated 
bows for decorative gift wrapping 
at a rate of more than 150 bows per 
hour. All-metal unit, called Magic 
Bow Tyer No. S-7, uses Sasheen 
and Decorette brand ribbons. Each 
hank is formed by turning handle 
which cranks desired amount of 
ribbon around a pair of adjustable 
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Want more information on these 
products? Then use free post 
card on Page 103. 





in hardware merchandise... 




































RVICES FOR THE HARDWARE DEALER TO HELP YOU 
winding arms. Hank is manually F 
removed from arms; cut from roll; 
hments pulled down through razor-edged 
ts are now notcher, and tied at the notch with 
30y power ready-to-use narrower strip of rib- 
‘an be pur- bon. Unit can be adjusted for any 
d separate size bow from 3 to 8 in. diameter, 
ave inter- Garden Hose Rack 
’ weed cut- : 
stary lawn _Space-saving garden hose rack 
rau gow display for indoor and outdoor use, 
iting acy is all metal, 62 in. high and 21 x 32 
e unit, like 
unlocks from outside. No. 322 is 
same as No. 320 but has auxiliary 
/ latch instead of emergency key. 
: Russell & Erwin Div., American 
Hardware Corp. 
For more data circle No. 6 on postcard, p. 103 
and takes ribbons up to 1% in. Lightweight Shovel 
wide. Sells for $26.95. Minnesota Dynalite shovel is lightweight and 
Mining & Mfg. Co. blade, taper forged from solid bar 
For more data circle No. 5 on pesteard, p. 103 of steel, does not require painting 
convert it in. at base. It can hold 1,000 ft. of 
h saw or Cylindrical Lock garden hose. Mastheads are per- 
guard and No. 340 entrance door lock, illus- manently silk screened in attrac- 
ied to wand trated, in the Stilemanor standard tive three-color design. Boston 
+ sm duty line of cylindrical type locks Woven Hose & Rubber Co. 
teard, p. 103 operates by knob inside at all times. For more data circle No. 7 on postcard, p. 103 
Turn button inside locks and un- ” 
j Tyer locks outside knob. Key outside re- Fan Displays 
abricated tracts latch bolt only. Bolt has tam- Blue Ribbon display comes at- 
wrapping per-proof dead locking latch. No. tached to every All-Purpose fan. 
bows per 330 is same as No. 340 but without It calls attention to the three na- 
ed Magic dead locking latch. No. 320, bath- or grinding. Forged finish is § tional safety and design awards 
Sasheen room or bedroom lock, operates by smoother, harder, free-scouring and — won by the fan during the past 
ns. Each knob inside at all times. Depressing __ rust-resistant. Balance is down-the- year. Snowman display, for use 
g handle push button inside locks outside center from tip of handle to point with the 1953 model G-E floor cir- 
nount of knob; turn of inside knob releases _ of blade. It has straight taper han- § culator, is available for $1.25 each. 
djustable locking mechanism. Emergency key (Continued on page 102) (Continued on page 120) 
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Source: U. S. Dept. of Commerce 





Consumer Short Term 
Credit Soared in March, 
Led by Auto Sales 

Farmers are reported to have be- 
come more wary about making 
major investments on a credit basis 
but this group seems to be the only 
major segment that isn’t increas- 
ing its indebtedness. 

Consumers increased their total 
indebtedness by $4.7 billion in the 
year ended March 31. 

While individuals have increased 
their mortgage and short-term in- 
debtedness by about 3% times 
since the end of World War II, this 
does not mean that consumers gen- 
erally are over-extending their 
ability to borrow with safety. 

Total consumer mortgage and 
short-term credit outstanding of 
$82 billion, represents about 35 pct 
of disposable income, which is 
about the same ratio as before the 
start of World War II. The ratio 
of credit to disposable income was 
30 pet in 1929. 

Consumer instalment credit out- 
standing increased $422 million 
during March but at the same time 
charge accounts declined $70 mil- 
lion, the Federal Reserve reports. 

The great increase in instalment 
credit was due to a rise of $2,693 
million in auto paper in March as 
compared to a year ago. 
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> Hardware Sales High in March 


> Home Building Increased 


> 


Factory Payrolls Rose $1 Billion 








Hardware Stores Had 
Sales Gain in March 

Hardware store sales in March, 
unadjusted, were 8.4 pct higher 
than in the same month in 1952, 
according to the latest estimates 
of the Dept. of Commerce. 


After 


seasonal 


adjustment, 


the March total was only 6.6 pct 
higher than in March 1952. 
Total unadjusted sales in the 
first three months were $539 
million, as compared to $526 mil- 
lion in the like period of last 


year. 


The fol.owing tabie gives Dept. 


of Commerce 
mates: 


unadjusted 


esti- 


(millions of dollars) 


January ....+ 
February 
March 


September ... 
October ..... 
November ... 
December 


1953 


166 
167 
206 





539 








1952 1951 


166 192 
170 182 
190 211 


526 585 


229 231 
244 248 
233 236 
211 214 
216 224 
224 226 
233 245 
219 236 
290 291 





$2,628 $2,738 








Railroads Tell Senate 
They Need Higher Rates 


The Senate Commerce Commit- 
tee has been told railroads need 
authorization for higher fare and 
freight rates. Fred G. Hurley, pres- 
ident of the Atchison, Topeka & 
Santa Fe, and Dr. Julius H. Par- 
melee, research director of the As- 
sociation of American Railroads, 
told the Senate group that delays 
by the I. C. C. in authorizing post- 
war general rate increases have 
cost the roads “well over a billion 
dollars” in revenues. The committee 
will make formal suggestions to the 
Senate and I. C. C. on fare policies. 


Farmers More Cautious 
About Going Into Debt 


The Agriculture Dept. 
farmers are being more 
about taking loans and credit. The 
department interprets this as a sign 
of expected lower farm incomes. 

The Agriculture Dept. bases its 
contention on a survey indicating 
short term borrowing by farmers is 
leveling off. Such debts increased 
only 4 pet last year, while in 1950 
and 1951 they had increased 19 and 
21 pet, respectively. 

The department says its surve) 
found generally lower farm income 
than had been realized in recent 

(Continued on page 166) 


reports 
careful 
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Sell more Cabinet Hardware... 











Washington Display Demonstrator 


Ask your jobber for it. 























New cabinet hardware ideas mean new 
business for you. Washington has the new 


ideas. You should have Washington. 


Ask your jobber or write to: 
WASHINGTON STEEL PRODUCTS, INC. 
Dept. HA-5, Tacoma 2, Washington 


WASHINGTON LINE 
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Here's the pump you've been waiting for — the 
NEW COOK Submergible. The pump that is easy 
to sell in any market, farm, home or 

industry. No other pump has so many advantages. 
Once installed — it's out of sight. No noise — 
no maintenance. It's self-lubricated for life. 


Available in a wide range of capacities and sizes. 


This is an exclusive design. There is no 


other pump like it. 


Excellent, exclusive territories are still 
available for dealers and distributors. Write 


for complete details. 


COOK WATER SYSTEMS 


SysTews 


REG. U.S. PAT. OFF. 





X boys 
Ward 


A» 


Advertisements like this, appearing regularly in regional 
farm papers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
_...Steel fence posts... barbed wire... 
nails and staples . . . bolts and nuts 
... bale ties... baler wire . . . clothes 
line and other Bethlehem products. 
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No. 784 SPACE FISH 






74h. diameter $79.95 


fair-traded at 


: 3 LIVELY NEW DESIGNS! oat 


a 


B.F.Goodrich 













SAME PRICES... 
FLOATWALL" 





No. 770 SEA WONDERS 
5'%-ft. diameter $4. 95 


fair-traded at 
6 to shipg. ctn., wt. — A 


sold! They 1] come in and 


d 
1 Play Pon 
Customers are Goodrich Kore watching the 


ask for ee. - | because they t No. 755 KIDDIE RIDE 
4\4-ft. diameter 
fair-traded at 8 9.95 
6 to shipg. ctn., wt. 37 Ibs 


THERE IS ONLY OWE Kowoseal PLAY POND MADE BY B.F.GOODRICH 





Made exclusively by B.F.Goodrich 
_ FLOATWALL Pray ponps 






EXCLUSIVE ! 
“ FLOATWALL” WON’‘T BURST 


A better play pond . . . because ONLY the B.F. Goodrich 
Koroseal Play Pond has these patented low-pressure side walls! 
No rigid sides for kiddies to trip and fall over! Greater dura- 
bility! Here’s why: ‘ 


\ " Heosesgen or semi-rigid type 


ponds can burst or blow out under 






=> pressure. 


~ 
‘N 


Sidewalls on BFG Koro- 
seal Play Ponds eliminate 
this. They actually float 
on water and bounce 
right back when kiddies 
sit or jump on them. A 
patented exclusive side Multiple-ply laminated Koroseal flexible 
wall feature that means material means a lot to your customer 
longer life! in terms of long wear and durability. 





















SELF-SELLING PACKAGE 
TELLS A LL! Makes customers reach out and 


buy on impulse! They get the WHOLE STORY right on 
the package. It’s your best “silent salesman.” 
ght in the 


ment goes i. 





‘ch Company 
F. Goodric 
M. The B- 





FOR DETAILS about Koroseal economy ponds and new 314 
foot Koroseal splash pond, write your nearest distributor: 


BLAKE & CONROY CHARLES T. WHEAT & CO. 
1107 Broadway 616 M& M Bidg. 

NEW YORK 10,N. Y. MEMPHIS, TENN. 

ROBERT P. INGRAM & CO. ROBERT PATTERSON & ASSOC. 
502 Merchandise Mart 200 Sth Ave. 

KANSAS CITY 3, MO. NEW YORK, N. Y. 

GULF STREAM DISTRIBUTORS ANDERSON SALES CO. 

P. O. Box No. 481 730 West 10th Place 

CORAL GABLES, FLA. LOS ANGELES 15, CALIF. 


7966 -GI 


is a Faster Selling 


PLAY POND 


Look at this chart based on 
actual sales figures. 

















THE DEMAND IN Your Area 
IS BIGGER THAN EVER 


This year, there are 25,634,000 kiddies in the “Pla 
Pond Set” (we include only ages 2 to 11). That 
ONE in every SIX persons! Take the population 

your trading area . . . divide it by six. There's you 
prospect list, all demanding Play Ponds. Parents wi 








satisfy this demand with the best-advertised . . . t 

B. F. Goodrich Patented Low-Pressure Korosea! Pla 
Pond. 

SELLING HELPS include handsome luminous wi 
dow streamer, statement stuffers, newspaper ‘94 
Order card in each carton. LITHO int US 

















other us 
the wor 
water. § 
water-re 


owners, 
sel f-selli 
35c, 65¢ 


Blor 


WHITE 





in-Oil. F 
paint j 
Firzite « 
vent grai 
wood or 
ment Cl 
unsightl: 
of fir ply 
a marke 


Big demat 





commen 
out and 
and colo 
solid wi 
avoids tl 
brush or 
20 minut! 
or 4 hou 

*In 


Ord 


HARDV 













Area 








[AN EVE 








; in the “Pla 
o 11). That 
population ¢ 
. There’s yo 
s. Parents wi 
rtised .. . ti 
Korosea! Pls 








uminous wi 


vspaper aa 


LITHO in & 


Largest Selling Wood Glue 


WELDWOOD 


PLASTIC 
RESIN 


GLUE’ 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to - wood 
bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 lbs., 10 Ibs., 25 Ibs. 
Py 





Blond or pickled effects call for 


FIRZITE 
WHITE 

errs Recommend WHITE 
apne Firzite for magical 
woodsy effects on 
hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite!) 





& 
Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
‘ SATINLAC 2 vatural wood fin- 
ya ishes—on furniture, 
<“ wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 
*In pints, quarts, gallons, drums. 
Order from your wholesaler 
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THESE WIZARDS WITH WOOD 


Are Practical Gents 
They Conjure up Dollars 
For Dealers with sense 
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Today...with so many amateurs and semi-pros making things and 
mending things...they’ll thank you to suggest Firzite, Satinlac and 










Weldwood Glue. Easy to use...widely advertised in the Saturday 
Evening Post and 29 other publications, these 3 Wizards with Wood 
are showing very nice profits, indeed, for dealers who feature and 





recommend them. 


UNITED STATES PLYWOOD CORPORATION 





Dept. 331, 55 West 44th Street « New York 36, N. Y. 
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CHEVROLET ‘sx TRUCKS 


Famous for Their 
Saving Ways 


—and here are 4 Powerful Reasons why! 





EXTRA POWER! How can extra power save you money? The high- 
compression power (7.1 to 1 ratio) of Chevrolet’s Loadmaster 
engines in heavy-duty trucks means extra power and extra miles 
from each gallon of gas. Chevrolet’s Thriftmaster, engine in 
light- and medium-duty models has long been known for econ- 
omy of operation. 


EXTRA STAMINA! Heavier, stronger construction throughout, 
more rigid frames! Now, Chevrolet trucks are sturdier and tougher 
than they have ever been in the past—better able to handle the 
roughest jobs day after day, months on end. Such outstanding 
stamina is one more factor—and an important one—in reducing 


your hauling costs. 


MATCHED TO THE JOB, TOO! Every Chevrolet truck is carefully 
engineered and factory-matched to the job it will do. You don’t buy 
too big a truck. You don’t buy too small a truck. You get a truck 
with every unit matched and balanced to the work it will do—and 


that saves you money, too. 


EXTRA OVER-ALL ECONOMY! Many things contribute to lower 
hauling costs with Chevrolet. But, few are as welcome news to 
buyers as the fact that Chevrolet trucks list for less than any other 
truck of comparable size and capacity. See your Chevrolet dealer. 
Chevrolet Division of General Motors, Detroit 2, Michigan. 
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; HARDWARE: TOOLS 





CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift. 
ing. HYPOID REAR AXLE—for dependa. 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 





in demand 4 
in value P 
a_i sales / 
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THE SECRE 


~ 


4\ \unt Se. 
Tal eS : 
FOR ANY WINDSHIELD ... the Glare-Shade that SPRAYS ON 


FOR CARS AND TRUCKS 
Push Button Magic gives any car smart new look! 


PROVED SAFE! 
FILTERS OUT SUN, HEADLIGHT GLARE 


Scientific Light Blue-Green 

Out of America’s great laboratories comes new, amazing GLASS-TINT —a 
completely new magic spray that gives all cars that smart, stylish New Car 
Look! Tints the Windshield a scientifically tested light blue-green, identical 
with expensive factory tinted glass now popular. GLASS-TINT cuts down 
dangerous eye-straining glare from sun, and oncoming headlights, making 
driving—day or night, winter or summer—safer, cooler, more comfortable. 


Glass-Tint Lets in Full Vision . . . Glass-Tint Locks Out Dangerous Glare 


TODAY FROM THESE REPUTABLE GLASS-TINT DISTRIBUTORS —— —— 


Guarantee of Product Performance! 
WweEsT— CENTRAL STATES & SOUTH— 
Atlantic Glass-Tint, Inc. Trans-West Sales Co. Glass-Tint Corporation 
1649 North Broad Street 140! W. 8th Street 220 South State Street 
Philadelphia 22, Pa. Los Angeles 17, California Chicago 4, Illinois 
Phone: STevenson 2-2900 Phone: DUnkirk 7-823! Phone: HArrison 7-6237 
CANADA—Glass-Tint of Canada, 2224 McDonald Street, Regina, Sask. Phone 8838 
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‘BLINDFOLD TEST’ PROVES 


OF GLASS EASIEST TO CUT! 


5 ae 


T. M. Haley of Haley & Durrett says: 
“On Brand “‘D”’ the cutter pulled down 
easier and the cut was clean and quick.” 


Mr. Haley, hardware and building supply dealer, ran 
cuts on four unidentified brands of single-strength 
window glass. He found the brand marked ‘‘D”’ 
easiest tocut. ‘‘D” was L:‘O-F. 

It is easier to cut L-O-F window glass into big 
pieces, little pieces; angled and curved pieces. You can 
cut off thin strips close to an edge with a light stroke. 

L:O-’F window glass cuts easier because it is an- 
nealed more slowly, more patiently. That makes it less 
brittle. So it’s a safer buy for your customers, too. 


ER LIBBEY-OWENS-FORD che easy-to-cut WINDOW GLASS 





ASHLAND, VIRGINIA 


Try the ‘Blindfold Test’ 
yourself! 


You'll see why you have fewer bad cuts, less waste 
and more profit, with L:O-F. 

Anybody in the store can cut it ...nothing tricky 
about it. 

Call your nearest L-O-F Distributor. These local 
businessmen are listed under “‘Glass”’ in the yellow 
pages of phone books in principal cities throughout 
the country. And send for your free booklet—For 
Greater Profits on Window Glass. 

Write Libbey -Owens‘Ford Glass Company, 6755 
Nicholas Building, Toledo 3, Ohio. 
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Continental air-cooled industrial engines are built in 14 
different models, from 1 to 2! h.p., including both vertical 
and horizontal shaft types. Each model is engineered and 
built to absorb suddenly-applied peak loads without stall- 
ing, having output well in excess of its rated power. New, 
patented Contex external ignition system, either with or 
without Contex mechanical governor, is available exclu- 
sively on the models of this Continental line. 


Some good territory remains open. Write for information, using this coupon. 


CONTINENTAL MOTORS CORP., 
Air-cooled industrial Engine Div., 
12800 Kercheval Ave., Detroit 14, Mich. 
Attention: Service Dept. 
Gentlemen: 

if you have sales and service territory open in 
please send full information. 








co ee ee oe 
Dithiiateenntecahiialenniteeiemmiial 











12800 KERCHEVAL AVENUE e 
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IT’S WISE FOR THE MANUFACTURER TO BUILD—THE DEALER TO STOCK 
—THE CUSTOMER TO CHOOSE—EQUIPMENT WITH RED SEAL POWER. 






ely equipped 


le’ te 
This — — sang dotnet 
Peale cooled indus ustt ee 
icing procedure, is U ae 
chool tof the sal en ee 
yd f distributors aeons 
sat the United States and Ga 


fors nationwide parts and service setup has a 
meaning in actual dollars and cents for three distinct groups: 


To manufacturers of equipment using Continental Red 
i. Seal air-cooled engines for power, it spells protection 
of their own products’ good name, for it reflects Continental’s 
deep and sincere concern with customer satisfaction. 

* 

To dealers selling such equipment, it identifies 
a. Continental-powered machinery as superior from the 
standpoint not only of initial quality, but of Continental's 
continuing interest after the sale. 

* 

To customers buying and using such equipment — 
Ss. lawnmowers (conventional or rotary) garden tractors, 
pumps, compressors, sprayers and similar machines — it 
means long-continued usefulness, at lowest possible cost, 
with an absolute minimum of time out for repairs. 






Continental Mators [OrparatiON w2-coores imousteiat encine oivision 






DETROIT 14, MICHIGAN 





For the first time in hardware gh we present the 

















No. 9491 Telephone Locks 
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No. 249 Padlocks | eae ee | 
Srrafrro — Assorted Yale Padlock 

ssorted Yale Padlocks 

Assorted Yale Padlocks No. 711 Nugget Padlocks 
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powerful display boards...easy to 
profit with... easy to place 


Here it is...a new merchandising idea that 
solves your display problems. Designed for 
maximum selling in a minimum of space, 
new YALE “BIG 10” MERCHANDISERS are easy 
to place and easier yet to profit with! Bright 
appealing colors...high visibility...hand- 
some transparent packaging...and famous 
Yale locks at budget prices give these new 
type displays the terrific sales sock that can 
make real money for you. Don’t miss a day’s 
profit... wire your order to your distributor 
now for new YALE “BIG 10” MERCHANDISERS. 


The Yale & Towne Mfg. Co., Stamford, Conn. 


Lock and Hardware Divisior 
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Assorted Rim Locks 
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*Registered in U.S. Patent Office 
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‘Satisfied Gy) Customers - 7 — D 
HAVE BUILT OUR PAINT BUSINESS” [pits F 


Chie - — 
mars ate 
=~ 


says Kansas Chi-Namel Dealer § \ a | 
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| 2g 
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“When we started a hardware store in North 
Topeka, Kansas, ten years ago we didn’t handle 
paint at first. However, almost immediately after 
we opened we had calls for paint and added a small stock of 
Chi-Namel because it had a Topeka distributor. We knew 
we made the right choice because soon we were getting more 
calls for Chi-Namel, with many customers asking for a par- 
ticular Chi-Namel product by name. Many satisfied custom- 
ers who used and liked Chi-Namel paint, told their friends 
about it. Now we have a big paint business, which means 
our paint customers are not only pleased with Chi-Namel, but 


2. te He . : . J a ‘ * Ne 
buy other hardware goods in our store, too. All this adds up istiwe i LB sca | 
to more profits for us.”’ = ted oF © ‘.. 
i. ' = ov . i 
How much new business does your paint line produce? ee pee 104 9 
Your paint line is probably a good one, but not all customers ae" is (jonnt At. 
ask for paint by its brand name. The big question is not how i ae EEE: wna 


DON METZGER 


Metzger Hardware Co. 
N. Topeka, Kansas 































well known is your paint line, but rather how many new 
customers does it actually bring into your store. Testimonials 
from Chi-Namel dealers everywhere prove that Chi-Namel’s 
high quality products, promotions and services bring in 
many new paint customers...customers who buy other 
merchandise as well. 


Here are 17 ways Chi-Namel helps dealers get customers: 


Color Planning Studio Special mailings 
Architects’ & Contractors’ List mailers 

promotions Special product promotions 
Painters’. promotions House-to-house ads 
Industrial promotions Novelty sales stimulators 
School Board promotions Dealer stationery 
Farm promotions Statement inserts 
Newspaper ads Special Consumer promotions 
Radio Announcements Special Sale promotions 





Learn how Chi-Namel is building new paint 
business for its dealers with advertising that 
does more than just sell the idea of painting. 
It brings customers directly to each Chi-Namel 
dealer’s store. 


PAINT & VARNISH CO. 





1103 Third St. So., Minneapolis, Minn. 
Please send me the Chi-Namel story. 


ie ChiNamel 





PAINTS 


Address 











Factories: Minneapolis, Minn. Fort Wayne, Ind. Atlanta, Ga. DRILL 
Branches: Boston, Mass. St. Joseph, Mo. 





City. . ‘ State. 
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7 @ 
DOUBLE TOOL 


DISPLAY - DISPENSER 


puts small space 
to work 















OTHER DOUBLE CIRCLE 
HARDWARE 
ITEMS 





otitis senty 


No. H-736 Power Auger Bit 
Sets Fits all %4” Drills 






Straight Shank Drill Sets 
in Folding Metal Case 







' My 


g... 


Carbon Steel or High Speed 
Drill Sets on Cards 








This Double Circle Display 
and Drill Dispenser is . . . neat 
...- organized ... efficient... and 
sells drills. A complete drill department that takes 
up small space and makes it profitable. Trays 

are sliding drawers for easy stock keeping. A glass 
















Drills for Tool Kits 
in Transparent Tubes 


front prevents theft and keeps out dirt and dust. 






Smart in appearance... it reminds your trade to buy. 






Step up your drill sales by ordering a Double 
ORDER FROM YOUR 


Circle Display-Dispenser today. 
HARDWARE JOBBER 





CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOES 










DRILLS e REAMERS © COUNTERSINKS @¢ COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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The only cartridge-and-gun 


calking method that is 
PRE-SOLD for you in each of 


these powerful magazines 


MAY « JUNE 
JULY * SEPTEMBER 
OCTOBER » ao 


‘ 


NN 


AW 
~ 


24 advertisements working for you in the best months 

of 1953! Tying in with the tremendous “Do It Your- 

self” promotion, each advertisement shows a different ; 

use for Handicalk. Headlines and illustrations tell z ' Fibs Pe “ABC « 
how Handicalk will: = RS | and belt 


STOP PAINT PEELING « SEAL UGLY CRACKS * STOP WOOD ROT cated ec 
KEEP OUT DRAFTS + STOP WATER DAMAGE « ETC., ETC. Alterna 
These magazines have a combined circulation of » which s 
8,949,000. This makes a total of 53,694,000 “reader —elimi 
impressions” on men and women who need Handicalk. turnove 
COMPI 
ment b 
service. 
Market 
those be 
and onl 


are fast 


AND 6, OHIO 
en GEORGIA 


BE PREPARED! ORDER Hondicalk FROM YOUR WHOLESALER TODAY! 


AVAILABLE IN KNIFE AND GUN GRADES~—IN CANS, CARTRIDGES, 5 GAL. PAILS, AND DRUMS 
We think you" 
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PROVED PROFIT-MAKER 


Goodyear's Store-Tested V-Belt Program 







(GOOD/YEAR 


; ; geee Vt 


aoe we 


Lak Uae re 
ined DB 






Complete Department—in only 1/2 square feet! 
SerVomatic—the neatest counter merchandiser in the V-Belt field 
— holds all the belts you need to handle 70% of ALL orders — 
makes inventory and reorder problems simple — insures quick 
turnover. 





“ABC of Simple V-Belt Design” book solves pulley 
and belt size problems in three simple steps—no compli- 
cated equations, ratios, or higher mathematics needed. 
Alternate Belt Replacement Chart shows at a glance 
which standard size belt can be used to replace specials 
—eliminates need to carry slow-moving belts—increases 
turnover. 

COMPLETE Replacement Catalog lists right replace- 
ment belt for every application—encourages self- 
service. 

Market Matched Belt Assortments — you buy only 
those belts you need to meet your customers’ needs— 
and only those belts that actual store sales records show 
are fast movers. 


see FAR 


Goodyear’s Fractional Horsepower V-Belt program is 
a proved profit-maker, because it’s 
store’s needs. Compare these features with any other 
V-Belt merchandising program and you'll see why it 
will pay you to go Goodyear: 


b 6c 


tailored” to your 





Faster, easier, more accurate measurement 
This exclusive belt meter eliminates clumsy “yardsticks’”—is so 
quick and easy to operate. You can’t miss choosing the right 
replacement beit. 


aot 





Serv T.M. The dy Tire & Rubber Company, Akron, Ohio 





Compare all these outstanding features—plus a wide 
range of sales helps available also. Then write today 
for full information to Goodyear, Mechanical Goods 
Division, Akron 16, Ohio. , 











THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD” — Every Sunday— ABC Radio Network— THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday — NBC TV Network 
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from BOSTON, MASS. 
THE BOSTON PUTTY & BUILDING SUPPLY CO. 


Salesman A. I. MILLER reports: 


“The town of Brookline has an indoor swimming pool under 
which is a wash room, used for the purpose of washing 
towels and so forth. At one time, loose tiles were detected in 
the pool. As a result, the pool was drained and the tile 
repaired. For some unknown reason, the pool developed 
a condition of seepage outside so bad, that it made con- 








ditions in the washroom unbearable. 





WHITE 
and 


GREEN 
BLUE 
GRAY 
ROSE 
SPANISH BUFF BRICK RED 


_ COLORS 


YELLOW 














“Mr. Talmanson of Brookline Hardware Co. was consulted. 
He recommended the use of Kay-Tite. As a result of this 
application, the seepage was stopped. The town of Brook- 
line now recommends and specifies Kay-Tite, and only Kay- 
Tite, for any similar condition, regardless of claims of com- 


petitive products.” 


from NEWARK, N. J. 
IGOE BROTHERS tell of two large suburban depart- 


ment stores with their entire outsides finished in Kay-Tite. 
They are Lord & Taylor at Millburn, N. J., and Best and 
Company in East Orange, N. J. 


from RICHMOND, VA. 
RICHMOND BUILDERS SUPPLY CORP. states: 


“We have recently sold sufficient of this material to do about 
nine houses in Maymont Section of Richmond. These houses 
are owned by Mr. Sid Jaffe who operated as Mohawk 
Improvement Company. He was well pleased with the job 
which Kay-Tite did for him and we shall be very happy to 
show this project to anyone who may be interested in seeing 


same.” 


ARE YOU GETTING YOUR SHARE 
OF KAYTITE BUSINESS? 











aw adh FACTS pone PRICES 








E COMPANY 


” ELEVEN FAR WESTERN “svates. (CONTACT KAY-TITE COMPANY 
ye WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON 


_ More than 20 years of satis actory 
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NOW! 


THE WORLD'S FINEST 
NEW PUMP... 


1) “ 
THE Si YD 
PUMP 


sulted. 
lie : BY RED JACKET 
Brook- 
ly Kay- 

The pump you don’t see — can’t hear — never 


of com- 
lubricate. Available in a wide range of sizes 
and capacities. Tested and proven for long, 


dependable performance and minimum 


maintenance. 


Backed by 75 years of leadership in the de- 
sign and manufacture of Pumps and Water 


Systems —- for farm, home and industry, 


This is an exclusive Red Jacket design. 


There is no other pump like it. 


Attractive, colorful brochure avail- 
able. Free upon request. 


service 
products 
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& Here’s typical Crescent quality in a new 
line of plastic handled screwdrivers! Blades 
are hot forged and hardened full length. 
Then blade and handle are assembled un- 
der pressure so blade will never loosen. 
Finally, each screwdriver is individually 
tested to insure blade tips that will 
not break or twist. 
You'll recognize these new Crescent 
Screwdrivers by their distinctive 
\ blue-colored Tenite handles, with 
3 soft-edged knurling that assures 
ieee ait a sure grip without blistering 
K1500 series the hand. Two patterns for 
slotted screws... one for 
Phillips head screws...in 
the sizes listed below. 


STANDARD PATTERN (K1300 series) 
5 sizes, 3 to 10” blade lengths. 


CABINET PATTERN (K1500 series) 
4 sizes, 314" to 814" blade lengths. 


PHILLIPS POINT (K1700 series) 
4 sizes, 3” to 6" blade lengths. 
Point Numbers: 1, 2, 3 and 4 


K1700 series 


Sign of lhe fHisan 


Sym of Crcllente 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOr XK 
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The most profitable 
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Eagle Clear-Yue Tubes 


new 
lades 
igth. 
| un- 
sen. 
ually Join the more than 15,000 
will dealers who praise this profitable 
way to sell wood screws. All sizes 
sell for 15c per tube (six for 89c), 
cent positive price means positive 
: profit . . . inventory check is quick 
“tive and easy, no losses from stock 
with mixups, broken packages, empty 
| cartons . . . customers serve 
ures themselves, stimulates impulse 
ring buying, saves clerks time and effort. 
You profit ALL ways! 
for 
for Let us tell you how to merchandise 
screws with great ease and 
--in accomplishment — mail this 
low. coupon for complete information. 





EAGLE LOCK COMPANY 


TERRYVILLE, CONNECTICUT 





made only by 


ORK 





t 

7 

' 

' 

' 

' 

: 
1 Please send information about Eagle Screw « 
F ae a 
’ Merchandising. ' 
; 
H a as ; 
i ' 
' Address SD iiccigtee ' 
s + 
i : 
. Negi sa sec ecsecahed alae vaccwuasensenn disuse ooo 5 
t ' 
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Nationally advertised for 
warm-weather selling 
and celebrating}. . . 








/ 





“tHodtess Sota by LIBBEY GLASS | 
Gat bowed | 














| Halidayt.. Yew byweda. al for cat! Cl ica 

glasies to kindle conversations ...spark Pied Other 
eeleinated qualities : Designed. y) oe Kines* deyy cHyppng.. 
JUNE Pa colots po 


agama! fi 135% Awintraiy 
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HOSTESS SETS 
by 


LIBBEY GLASS 








Here’s a hot-weather foursome that Libbey’s 
backing with full-color advertisements in May and 


June issues of magazines with a combined reader- 
ship of more than 12 million. 

These gay Libbey Hostess Sets are naturals for 
fast, profitable, warm-weather selling . . . perfect 
for casual summertime entertaining. They’re easy 
for you to handle because they come already pre- 
packed in sets of eight in handsome gift boxes. 


Berasiisuen 1818 


2a GG 








Let the people in your neighborhood know you 
feature Libbey Hostess Sets . . . be sure to give 
these popular items prominent display. Start 
making your promotion plans now. 


These sets are just four of many popular, fast- 
selling, high-profit Hostess Sets in the Libbey line. 
Your Libbey supply dealer is ready with complete 
details. You can order from him or write direct 


to Libbey Glass, Toledo 1, Ohio. 


LIBBEY GLAS S+hitas Sar @ 


LIBBEY GLASS, Division of Owens-lllinois Glass Company, Toledo |, Ohio 
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lithographed metal trays—by NATIONAL CAN 





These new COLORWARE 





Lithographed Metal Trays are 
really rich looking — 2907 
designed and executed in 


full color with that distinctive 





NATIONAL CAN touch. 
Priced for VOLUME SALES — 
COLORWARE Trays are 





TOLE ROSE equally at home in the living 
1234” x 1756" 
Packing: 1 dozen room, den or breakfast nook. 
Weight: 17 Ibs. per dozen 
Be sure to display them 2908 
prominently in YOUR store! PAINTED ROSE 
12%4” x 1754’ 


Packing: 1 dozen 
Weight: 17 Ibs. per dozen 


2909 


2910 
FRUIT HARVEST 


1234" x 175%" 
Packing: 1 dozen 
STRAWBERRY Weight: 17 Ibs. per dozen 


1234" x 175" 
Packing: 1 dozen 
Weight: 17 Ibs. per dozen 





NATIONAL CAN 


C OF R P O R A T 
110 E. 42nd St., New York - aie 

















ba 


yourself trend. Put the 


Capitalize on today’s serve- 


merchandise right in the 
customer’s hands—your 


customers demonstrate it while 


they are in the buying mood. 


Use Dazey’s new No. 24 Dis- 
pensing Display Unit. Besides 
serving your customer and you, 
and speeding turnover, it saves 
on counter space. Yet the new 


Dazey No. 24 Dispensing 


Display costs nothing extra. 


It comes with the merchandise 
described below—four of the fastest 















selling can openers priced for every 
budget. Ask your distributor today 
for this latest sales aid featuring 


consumer-accepted, nationally- 


advertised Dazey can openers. 





This sales making 
display unit is sup- 
plied free with the 
following mer- 
chandise: 








@ 6—No. 32 Budgit Can Openers each retailing for $1.49 


@ 6—No. 33 New Junior Magnetic Can Openers each retailing Consistently 
for $1.95 Nati rr 

@ 6—No. 61 Senior Can Openers each retailing for $2.69 y 

@ 6—No. 80 DeLuxe Can Openers each retailing for $3.49 Advertised 


Total retail value of merchandise $57.72 





DAZEY CORPORATION...ST. LOUIS 7, MO. 


Met hans asia nao 
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_ Jor the dream home of tomorrow- 


rageeeses ” ap 


Here is the garage 
door designed to fit 


: the picture! 
Ls li Ul The plans for the new home embody all 


of the modern conveniences for gracious 


NO 900 living including accommodations for the 
GARAGE 'DOOR SET traditional family car. 


Finger-tip lift does it— 

pT OM -Melelcele(-Me lolol Mel Milt Mure tamelel 
employ the principle of raising doors 
straight up off the floor at the touch of 
a finger. Doors are parked safely over- 
head leaving floor area entirely free. 


A wide variety of sizes available to fit 
the picture of every dream home with a 


custom-built nicety and architectural 


Steel cables operating in 
conjunction with en- 
closed pulleys and 
vertical springs counter- 
balance the weight of 


Door-lifting mechanism mounted inside the doors. 


NATIONAL MANUFACTURING CO. 


>TERLIANG, t4tta@ss 


harmony. 
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THE LIGHT 


f 1) ts BULB MARKET 


Exclusive New Westinghouse Premium 


Will TRIPLE Sales! 


It’s a bright, colorful plastic house with a planter cup 
and bird feeder basket. Indoors, it’s a wall hanging 
planter. Outdoors, it’s a bird feeder with suet or bread 
in the feeder basket. 

You'll sell 3, 6 or more Westinghouse light bulbs 
every time a customer wants one or more Planter- 
Feeders. Cost . . . 50¢ for one house with one Westing- 
house 3-bulb carton wrapper mailed to Westinghouse 
—you have nothing to handle. 


SUNDAY NEWSPAPERS 


In Your Area Will Drive Customers To You 


This sensational premium bargain is in the Sunday 
comics in the Papers in your area right now. 
















is penetrating, selling Planter-Feeders and Light 


ia Bulbs over ““Westinghouse Studio One” on 57 CBS- 
TV Stations. 


YOUR 
B DISPLAYS 


in stores will stop 
and sell customers 
3, 6 or more 
Westinghouse 
light bulbs when 
they see the 
Planter-Feeder 
illustrated. 


CU tx nb: Poff Makargy Chaypraiyne 


Order Westinghouse Light Bulbs and your Premium Display Kit 
now from your Distributor, or write: re Lamp Division, 
Advertising Dept., Bloomfield, N. J. 


you CAN BE SURE...1F ws Westinghouse 
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Now! Sell more /7/57 products 


LT mdi 


les! age? 
sti “Merchandiser 


| hanging 
| or bread 0 a S r 
ght bulbs BY ay tan 
- Planter- 

Westing- 

tinghouse Regular 

price $20 

Yours for 

E R b) onty *10 

You on special 

e Sunday purchase plan 

Ww. 

ind Light 

n 57 CBS- 





Dimensions 
@ Compact, new Cosco ‘‘Merchandiser’”’ Display Width: 50” 
Stand requires less than 12 sq. ft. of floor space. — 
Effectively displays five representative Cosco Depth: 34” 
products—stools and utility tables. Full-color, : ” 
: ae ; Height: 62 
plastic-sealed merchandising banner at top i//us- 





trates, describes and prices the complete Cosco 
line. Entire stand is sturdy steel, with two-coat, 
baked-on enamel finish. Flexible to any floor plan 
. .. expandable with available auxiliary units to for only $10! Send for 


Get your “Merchandiser” 














grow as sales increase. this folder today! —=s 
Special Purchase Plan: This finest Cosco dis- DREN Cee gana a j 
play stand ever offered can be yours for only $10 : HAMILTON MANUFACTURING CORPORATION 
—50% of regular price. Here’s all you do: order ; COLUMBUS, INDIANA 
Merchandiser No. ST-1 together with one each : Please send me folder giving complete details on new “Merchan- 
of the five, fast-moving Cosco products shown : diser” Display Stand and special Purchase Plan. 
above— Models 8-U, 8-K, 4-D, 3-G and 2-D— a 
at your regular discount, in any colors you fF pennant aauaces 
choose. Order your Cosco “‘Merchandiser”’ from a eae 


your distributor now! Mail coupon today for 
complete details. 





ET State. 


the more you show... the more sales grow! 
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CORDAGE dla 


Boston 10, Mass. 


Peoouct for 


Lasting (comomy 








SPOT ,SASH CORD Identified by the colored spots, 


our trademark. Extra quality yarn, solid braided, smooth, long 
wearing. Attractive display carton containing twelve 50 ft. hanks. 
Size No. 7. 





AETNA, SASH CORD Best value at a low price. 


Smooth, iting tough, solid braided and uniform. A fast seller. 








WHALE, CLOTHES LINE sSamson’s popular solid 
braided cotton clothes line, nationally advertised. Moderately priced 
and individually packaged in cellophane wrappers. Display carton 
of twelve 50 ft. hanks, two connected. 


TITE-ROPE CLOTHES LINE wire clothes line 


with the durable plastic cover. Tests over 330 lbs. Non-rusting, cleans 
easily. Colorful display cartons with twelve 50 ft. hanks, several 
connected. 


BEAVER CLOTHES LINE he best of the really 
low-priced clothes lines! Size No. 7. Solid braided with glazed finish, 
strong and uniform. Attractively packaged for maximum sales appeal 
in individual cellophane wrappers, two hanks connected. 


SURE GRIP CLOTHES LINE A Samson exclu- 


sive — 3 colors, White, Green or Yellow with a unique rippled 
plastic cover that holds all clothes pins fast. Won’t stain. Twisted 
rayon and cotton centre for strength and durability. Eye-catching 
display carton packed 3 green, 3 yellow and 6 white 50 ft. hanks, 
several connected. Or 12 hanks all one color. 


CROCUS CLOTHES LINE Samson's budget-priced 
line. Solid braided, glazed finish, dependable. In new colorful display 
cartons each containing two connected 50 ft. hanks. Size No. 6. 


Write for FREE Samples and where-to-order information. Or 
see your jobber. 
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. 
hamper. If¢n 
Just watch 
the pa Fe 
quali 1 Two os, 
aluminum drip pan. Evauy Hold-a-B 
made of steel-ribbed Duroweéve, for extra strength 

and ventilation, a Pearl-Wick exclusive. Build 
sales . . . build profits . . . feature Hold-a-Brush, 
and “put the back out front’! 


Hold-a-Brush 


E 


Also matching waste baskets “Se & oc © 
Patent 42607653 =) BY cs $ 


2-TONE FRONT The only name she knows in hampers 
Write, phone or wire for details on Hold-a-Brush and other Pearl-Wick money makers. New catalog now out! 
27-50 First Street, Long Island City 2, N. Y. 





\ 


















PEARL FRONT 





HARDWARE AGE, MAY 28, 1953 43 



















Sales tor You! 
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NATIONALLY ADVERTISED IN JULY ISSUES 
OF BETTER HOMES AND GARDENS, SUNSET, 
FLOWER GROWER AND POPULAR GARDENING 






x | SULPHUR 
‘| SPRAY 






= + gjack 
Rat” 





Malti Furpose 


Spaaron oust 
4 








Retail price is suggested retail price. 


PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER 
ARSENATE OF LEAD 5% CHLORDANE DUST GARDEN DUST 
Ya-lb. etn. $ 44 2 doz. $ 7.04 1-Ib. ctn. $ .49 2 doz. $ 7.84 Ye-lb. dust gun $.79 2 doz. $12.64 
1-Ib. ctn. 78 Dozen 6.24 4-Ib. ctn. 1.39 Six 5.56 1-Ib. ctn. 1.15 Dozen 9.20 
BLACK LEAF 40 25-Ib. bag 7.49 Two 9.99 SULPHUR SPRAY with Spreader 
*1-oz. bil. 36 4 doz. 11.16 5-oz. bil. 39 2 doz: 6.24 
*5-oz. bil. 1.05 Dozen 8.40 4 = we sng viscous 1-pt. bil. 79 Dozen 6.32 
*1-Ib, btl. 242 Six 10.35 a b. etn. “ 2 doz. 784 —1.qt. bt. 1.29 Six 5.16 
*2-4b. bt. 415 Six 19.43 4b. etn. 8 Dozen 7.12 1.gal. tin 3.98 = Six 15.92 
45% CHLORDANE SPRAY 10% LINDANE SPRAY 50% MALATHON SPRAY 
1-oz. bil. 39 4 doz. 12.48 1-02. bil. 39 4 doz. 12.48 1-oz. bil. A9 4 doz. 15.68 
5-oz. bil. 1.09 Dozen 8.72 5-oz. bil. 1.19 Dozen 9.52 5-oz. bil. 1.39 Dozen 11.12 
1-pt. bel. 2.39 Six 9.56 1-pt. bel. 2.69 Six 10.76 1-pt. btl. 2.98 Six 11.92 
1-qt. bt. 419 Six 16.76 —‘1-gt. bth. 479 Six 19.16 —_1-qt. bt. 629 ~—s Six 21.16 
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Summer time is fly time — the time your cash register starts to ring, if you sell 
Black Leaf Aerosol Insect Killers for household use. These high-quality aerosols quickly 
destroy flies, mosquitoes, ants, roaches, gnats, fleas, bed bugs, clothes moths 
and silver fish. The push-button dispenser ejects a fine mist that knocks down and kills flying 
insects and penetrates into hiding places to destroy crawling insects. 

Be ready for a big demand in Black Leaf Aerosols, nationally advertised to 
your customers in June and July. Two different, highly-effective 
Black Leaf Aerosols are available: 








steel 
Black Leaf PYRENONE® 
rT, Insect Killer is a new-form- 
ula, top-quality aerosol for 
DENING those who prefer the best. 


Contains pyrethrum which 
is deadly to insects but one 
of the most harmless of all 
insecticides to humans and 


pets. Can be used any- Py NE 
where...ideal for home RENO 
use. Contains no DDT... g q 

is not greasy...and leaves ect Killor 
no unpleasant odor. See 
prices below. 


Black Leaf 11-36 Insect 
Killer is a high-quality, stand- 
ard-formula DDT aerosol 
Ideally suited for those who 
prefer the potency, residual 
effect and economy of a DDT 
household insecticide. See 
prices below. 
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Black Leaf Aerosol Insect Killers are only two 


members of the big family of Black Leaf pest con- FREE MERCHANDISING AIDS 


trol products. It will pay you to handle a complete 
line of Black Leaf insecticides, fungicides, weedi- Ready for immediate shipment to you to help you in- 
cides and rodenticides. crease your sales of Black Leaf Products—mats of a 
whole series of newspaper advertisements... package 





Place your order now with yom regular distrib- mats for illustrating advertisements and other printed 
utor. Take advantage of the special quantity dis- matter...colorful streamers for store display and 
count on ten case orders of unstarred (*) items, window dressing ...a big wall chart packed with use- 
one shipment, one billing. Ask your distributor (or ful pest control information. Write for FREE mer- 
write, wire or telephone us) for a complete dealer chandising aids sheet and ‘order blank. It means 


extra sales and extra profits for you! 





price list. 
Make your line the Black Leaf line, nationally 
advertised in magazines, farm magazines, farm Tobacco By-Products & Chemical Corporation 











oe aan np db product sor Executive Offices: 401 East Main St., Richmond 8, Va. 
esearch, ex ce and resources o ae 
: See Western Division Offices: 
a national organization that has manufactured bet- 417 Montgomery Street, San Francisco, Cal. 
ter pest control products since 1885. Sales Offices in 22 Cities 
R PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER 
4 y WHITE Ol SPRAY WARFARIN RAT KILLER BAIT 11-36 (DDT) AEROSOL INSECT KILLER 
0 5-oz. bil. $ .39 2 doz. $6.28 I-Ib. etn. $ .79 2 doz. $12.64 12-02. aerosol $1.09 Dozen $ 8.72 
1-pt. bel. 69 Dozen 5.52 5-Ib. ctn. 2.98 Six 11.92 
: l-qt. btl. 1.29 Six 5.16 25-Ib. bag 12.48 One 8.32 CRABGRASS KILLER 
: 25% PHYGON FUNGICIDE WARFARIN CONCENTRATE 4-02. - = 2 doz. 12.64 
4 Ppa ae fhe 784 eer. bil o te ta Vee ie ag ne 
2 8-02. ctn. 89 Dozen 7.12 tn bil. 1.69 D. 13.52 dese ; 
1-Ib. ctn. 1.39 Six 5.56 . 7 rset ARSENICAL 
8-oz. bil. 2.98 Six 11.92 WEED KILLER — 
3 1% ROTENONE DUST 1-Ib, bel. 4.98 Six 19.92 1-qt. tin 98 Dozen 784 
: *1-Ib. etn. 35 = 2doz. 5.60 1-gal. tin 3480 Six 13.92 
J *4-lb. cin. 1.25 Dozen 10.00 PYRENONE AEROSOL INSECT KILLER *5-gal. drum 11.97 One 7.98 
*25-Ib.bag 5.15 Two 7.70  12-02,cerosol 1.49 Dozen 11.92 (S-gallon drums shipped freight collect) 
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Front 
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. 2 cycle 
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Only 


TWO VIEWS SHOWING AMAZING FLEXIBILITY OF RESINITE SOAKER-SPRAY 


RESINITE 


VINYL PLASTIC 


RPM 
manu 
Ameri 
by RI 
custo 

backe 
campa 
LAWN 
right 

sales a 


The fastest-selling flexible sprinkler on the market today. Every user becomes an enthusia:tic 


salesman. 


Top-quality virgin materials assure long life and superior performance. Comes in three 


popular lengths—20 ft., 35 ft., and 50 ft., all full % inches in diameter and scientifically perforated 


to emit a gentle rain-like spray. Suggested retail prices—20 ft., 


ONLY THE RESINITE SOAKER-SPRAY 
OFFERS ALL THESE ADVANTAGES. 


Compare! 


@ The first and best known flexible 
sprinkler on the market. 


@ Single tube, scientifically perfor- 
ated assures maximum flexibility 
—no adjusting, no kinking. 


© Superior outdoor-weathering com- 
pound extruded into full 3% inch 
tough tubing, assuring adequate 
water distribution. 


© Attractively packaged for easy 
sales. 


@ Comes in three popular lengths. 
@ Full 40% discount to dealers. 


@ Guaranteed not to rot or mildew. 


There are three good reasons why 
dealers everywhere are turning 
to the Resinite Soaker-Spray — 
1. Superior, long lasting service. 
2. Fast turnover. 3. Maximum 
profits. You too can take full 
advantage of these benefits -if 
you act quickly. Peak sales are 
still ahead. Your wholesaler can 
still supply your needs. But don't 
accept substitutes. If your whole- 
saler cannot supply you, write or 
wire us. Don’t delay. 


PRODUCT O F 





$2.75; 35 ft., 


RES IR 


$3.85; 50 ft., $4.95. 


Each Soaker-Spray is mounted on an 
eye-catching card. Six packed in a 
self-selling display tray. 


A REVOLUTIONARY FLERIBLE SPRINKLER 
A REVOLUTIONARY FLEXIBLE SPRINKLER 
A REVOLUTIONARY FLEXIBLE SPRINKLER 
f A REVOLUTIONARY FLEXIBLE SPRINKLER 


A REVOLUTIONARY FLEXIBLE SPRINKLER 


THE Fuust — ie 





INDUSTRIES, ee. 


Sold G7 RESINITE SALES CORP. 


SANTA BARBARA, 


CALIFORNIA 
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Wide 18 inch cut 
Front “Grass Spray” 
discharge 
2 cycle IRON HORSE 
engine 
Only 35 pounds 




















RPM Manufacturing Company, the world’s largest 
manufacturer of rotary power mowers, presents 
America’s newest lawn mower . . . the LAWN-BOY 
by RPM. Here’s the one mower that offers your 
customers more new features than any other mower; 
backed up by the largest, most powerful promotional 
campaigns that ever introduced any mower. The 
LAWN-BOY’s your guarantee of a trouble-free, priced- 


right lawn mower .. . designed for profit-building 


aia alien 


CHECK THESE FEATURES 





CONTOUR CUT...the feature that 
checks scalping. The LAWN- 
BOY’s cutting blade is auto- 
matically guided by the wheel 
placement design. Here’s the 
mower that won’t scalp. 


SIMPLE, uncomplicated ... the 
LAWN-BOY’s direct drive 
gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY. . . here’s the fea- 
ture that assures full cutting 
power. Grass clippings can’t 
back up in the discharge 
chute. What’s more, this fea- 
ture eliminates long rows of 
clippings. 





LIGHTWEIGHT . . . all aluminum 
alloy construction gives a 
magic, featherweight ease of 
handling, bound to appeal to 
every customer. 


CLOSER TRIM. . . the LAWN- 
BOY trims as close as 3/8 
inch . . . right up against 
walis, bushes or fences. Saves 
hours of time spent in trim- 
ming or edging. 


@ BALANCED WEIGHT DISTRIBUTION 


@THE LARGEST MUFFLER AREA ON 
ANY MOWER 


@ COMPLETELY SHIELDED, EXTRA-SAFE 
CUTTING BLADE 


Styling by Brooks Stevens, ONE OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 
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21 Inch cut 


Rear “Grass Spray” 
discharge 


4 cycle enczine 





AS ADVERTISED IN... 


LIFE apie 


BETTER HOMES 


and gardens 





WORLD'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 
Available through hardware jobbers and distributors 
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the most spectacular 


PROFIT- MAKING COMBINATIONIN | 





















— — 
® 
— Super Kem-Tone 
The deluxe, latex-base wall paint 
tag (Per Dupsibde that’s super washable and super 
—~_” Arey Ma durable. It’s ready to use and easy 
to apply. $5.19 a gallon retail, fair- 
traded to insure your profit. | 
m CKe 
wal 
3 in | 
: 2 sum 
mix 
order now—FROM ANY OF THESE SEVEN mie 
A 
LEADING PAINT COMPANIES OR YOUR KEM-PRODUCTS JOBBER: {| 
Acme Quality Paints, Inc. W. W. Lawrence & Co. The Lowe Brothers Co. John Lucas & Co., Inca zemme= 
Detroit Pittsburgh Dayton Philadelphia 
The Martin-Senour Co. Rogers Paint Products, Inc. The Sherwin-Williams Co. 
Chicago Detroit Cleveland 


48 - HARDWARE AGE, MAY 28, 1953 HARDWAR 








IONIN PAINT RETAILING ! 









KEM - GLO The miracle alkyd 


enamel that gives walls and woodwork 






a finish that looks and washes like 






baked enamel. $2.49 a quart retail, 






fair-traded to insure your profit. 






— 

: aad fame f ait ee ee 
f, Te Sf Vy) yO ~ > ‘ | 
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® 
Kem-Tone The resin emulsion 


wall paint. It’s America’s top value 






in thrifty home beauty . .. con- 






sumer’s cost $2.73 a gallon when 






mixed, ready to apply. $4.10 a gal- 






lon retail, paste form. Fair-traded. 





BER: 


ucas & Co., Inca zamee 
hiladelphia 
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Sin it for you’ 





ARCHER POL-MER-IK is the only linseed oil 
backed by consumer advertising, month after 
month, direct to your best customers. 


Popular Science Popular Homecraft 

Popular Mechanics Country Gentleman 

Mechanix Illustrated Sunset 

Home Craftsman Good Housekeeping 
PRIMING AND PAINTING PUSH POL-MER-IK! You'll sell it for 101 handy 
Archer Pol-mer-ik has for years household uses—and for better painting, too. 
been the choice of professional Packed in 5 gal. and 1 gal. cans—and quarts and pints 


painters. It’s the polymerized 

linseed oil—giving a tougher, ARCHER e 
more durable paint film that 4 Yhor- 
brushes easier, levels better, 

stays clean longer. Featured in LINSEED OIL 


full-page ads in the painters’ 


trade magazines. Builds $ fore % cof hie. - 
Helps You Sell More Paint / 
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Clear Synthetic Resin 
OME QuaAe 


BACKGROUND 
for added sales and. profits 


Every square foot of plywood is a 
background for added sales of Rez— 
the clear synthetic resin sealer and 
primer! And, naturally, for added 
profits! This is particularly attractive 
to progressive dealers because Rez is 
so easy to sell— it has many real 
selling features. 


REZ PRESERVES the original beauty 
of the grain pattern of the natural 
wood. It equalizes the porosity of the 
wood—makes the softer surface areas 
almost as dense as the harder areas. 
When stain is applied after Rez has 
“‘set”” for a few hours, penetration is 
quite uniform, with the result that 
the shading and contrast of graining 
are retained. The surface does not 
get blotchy or streaky as untreated 
wood often does upon staining... 
A Rez base also makes it easy to put 
down a smooth coat of paint—to get 
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fine “‘furniture’’ finishes when varnish 
is applied. 


REZ CHECKS grain raise — often a 
problem when soft wood comes in con- 
tact with paint, stain or varnish. The 
sealing action of Rez definitely “‘lays”’ 
grain raise—greatly reduces the need 
for resurfacing before final finishing. 


REZ REDUCES possibility of swell- 
ing, warping, sticking and twisting, 
through its sealing action. It mini- 
mizes the entry of moisture into the 
wood—thus banishes the major cause 
of these troublesome conditions. Also 
sell White Rez for one-coat bleached 
effects ...Color-toned Rez in Red- 
wood, Mahagony, Driftwood, Sage 
and Cedar for “‘ western”’ color effects, 
both outdoors and indoors... Rez 
products are easy to apply — with 
brush, spray or saturated cloth. 








Write for full information on attractive, 
hard-working sales helps... MONSANTO 
CHEMICAL COMPANY, Merchandising 
Division, 1700 South Second Street, St. 
Lovis 4, Missouri. In Canada, Monsanto 
Canada Limited, Montreal, Toronto, Van- 
couver. Laux Rez: Reg. U.S. Pat. Off 





taux 
LA 
SEALER 
AND 
PRIMER 
Clear Synthetic Resin 
Merchandising | _ Monsanto 
Division : ical Company 





SERVING INDUSTRY...WHICH SERVES MANKIND 
5l 





‘National Lock Son'Concealed Hin GS’ 


| bring new beauty to every kitchen...new profits to you 
i 





N58-598E Only the knuckle 
is exposed 


This popular NATIONAL LOCK Hinge is completely concealed except for the smoothly- 
styled knuckle. Designed for use on inset doors of wood cabinets, it lends a fresh, streamlined 
appearance to every kitchen. Available in 5 attractive finishes. National Lock Semi-Concealed 
Hinges are individually packaged in sturdy, easy-to-identify envelopes. Priced for fast sales 
and substantial dealer profit. Ask your jobber about the complete line of fast-moving 

National Lock cabinet hardware. It provides an excellent selection of styles and finishes. 


Ask about these oth 


ee 


NATIONAL No. 24 WOOD SCREW NATIONAL A-80 BRASS 
LOCKset ASSORTMENT TUTCH LATCH ASSORTMENT 


SOLD THROUGH JOBBERS 
| distinctive hardware...all from ] source 


VATIOVAL LOCK COMPANY 


\x 


| Rockford, Illinois ® Merchant Sales Division 
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Store Management 





the parking headache 





Inadequate parking is the No. 1 killer of retail profits. 

Is it cutting into your profits? If it is, youll want to 

read this report on how typical cities are finding a 
solution to this serious problem. 


Hardware stores must be located in places with 
adequate parking facilities for their customers. In 
many communities, public o‘icials have completely ig- 
nored this need for parking facilities in shopping areas. 

The number of automobiles in use has shown such an 
increase that traffic experts estimate that, at the rate 
most states and cities are working on the problem right 
now, it will be 1966 before there will be sufficient fa- 
cilities to handle even the known needs of 1953. This 
is an amazing situation. 

Provision of adequate, well located parking facilities 
in shopping areas calis for drastic action. It does not 
take a survey to prove that customers will shop where 
parking facilities are good. If your shopping area does 
not effect a cure for itself, customers in cars will drive 
elsewhere to spend their dollars. 

Let’s look at some effective cures which have been 
made by pioneering communities: 

White Plains, N. Y.—Because an ever increasing 
traffic jam was throttling its business district, local 
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businessmen promoted a campaign which netted them 
a number of parking meters. These were proven to be 
just a stop-gap. : 

A Parking Authority was created with instructions 
to install more parking meters to obtain revenue for 
construction of additional parking facilities. Off-street 
parking areas were established and are being expanded 
from income obtained from parking meters. 

The off-street parking areas are equipped with 
meters. Initial complaints at paying for parking were 
soon stilled when shoppers found that the expenditure 
of a few nickels was worthwhile because of the elimina- 
tion of the need for cruising, waiting and otherwise 
wasting time and energy. 

Merchants have benefited from sharply increased 
sales, and property values have been greatly increased 
as the result of parking improvements. The fact that 
the projects have been self-liquidating has pleased citi- 
zens of the city in their consideration of the tax angle. 

New Canaan, Conn.—A different, but equally ef- 
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fective approach was used in 1941 in this community. 
A modern, off-street parking lot for 320 cars was 
created with free parking. It was an immediate suc- 
cess, yielded a bonus to local merchants in the form of 
increased traffic and caused more people from surround- 
ing towns to shop in New Canaan. Soon the lot’s park- 
ing space was expanded by 20 pct. Other new parking 
space was later constructed by the town. Today there 
is one free parking space for each 11 residents. 

In eight years retail sales volume has soared 355 pct 
in New Canaan. 

Allentown, Pa.—Another cure was used when the 
Call-Chronicle began to campaign for good parking fa- 
cilities. The newspaper pointed out in editorials and 
news stories that merchants were losing considerable 
business because of the traffic snarls which drove 
shoppers to other areas. The newspaper sent pamphlets 
to merchants throughout the city, held meetings to dis- 
cuss the problem and challenged local businessmen to 
take the situation into their own hands to seek and 
effect a cure. 

Local merchant groups bought land, paid for its 
transformation into off-street parking space, and now 
giadly pick up the tab for maintenance. This is known 
as benefit parking, with co-operating merchants cover- 
ing the costs by payments based on a percentage of 
their gross sales volume. Today there are 13 of these 
Park and Shop program lots. Their cost was in excess 
of $1 million. 


Increases Property Value 


Silver Springs, Md.—Off-street parking spaces were 
provided in this Washington, D. C. suburb for 20,000 
cars a day. In seven years of operation downtown busi- 
ness property valuations have increased to 20 times 
their previous price. 

Newtonville, Mass.—Municipal parking facilities 
have been a “shot in the arm to us,” says Charles Smart 
of Hubert Hardware Co. 

“Our business has increased because, being in a 
highly populated area, heavy traffic had choked off sales 
until the parking space was established. Motorists just 
wouldn’t fight for parking spaces or hike several blocks 
to shop. 

“However, our municipal space is already clogged to 
overflowing during all the busy periods throughout the 
week. Our solution has been only partial. It is quite ap- 
parent that both merchants and the buying public have 
profited from what has been done. Action is being in- 
stituted to provide more municipal parking space.” 

West Roxbury, Mass.—At Centre Hardware in the 
Hancock Village shopping center, Paul Weinstein says, 
“Surrounded as we are by a sea of parking spaces, 
which are orderly and well maintained, it seems to me 
that we have the answer to today’s parking problem. 
Of course, we pay for the parking area ourselves, in our 
rents, but the convenience is attracting customers, so 
we have no complaint. 

This shopping center is so planned that there are 
dozens of parking spaces a few steps from the door- 
way of each store.” 

But Mr. Weinstein has an occasional apprehensive 
moment. He has noted on numerous Saturdays that the 
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venter’s spacious parking lot was 
jammed to capacity. “Increased 
business in the future,” he added, 
“could very well depend upon the 
size of the parking area in relation 
to the number wanting to use it. It 
could well be a limiting factor in 
our future business increases.” 
Belmont Centre, Mass.—Parking 
meters are the only relief seen in 
this community. Daniel Gittes, pro- 
prietor of Gittes Hardware Co. 
comments, “Parking meters have 
been of some help. Their main con- 
tribution has been that they have 
eut down on the number of ‘space- 
hogs’ who formerly parked here all 
day. But, they have not given the 
full relief we need so badly . 
Until something else more effective 
is done, our business comes pretty 
close to being limited in its scope.” 


Paying for Parking 


Two big stumbling blocks when 
it comes to solving the parking 
problem are inertia and the age-old 
cry, “Who is going to pay for it?” 

At today’s prices it costs at least 
$300 to provide a paved parking 
space for a single car. Multiply that 
by the number of spaces needed in 
your community and you will see 
why that haunting question is being 
repeated so often. : 

But, who should pay? Should it 
be the merchant who gains addi- 
tional profit from catering to new 
customers? Should it be the people 
who use the space, or the com- 
munity which gains through taxes 
from a more successful shopping 
area? 

The arguments—pro and con— 
occur throughout the entire nation. 
But, here is one figure worth re- 
membering—for every $100 spent 
on highways, only a lone silver 
quarter is being expended for park- 
ing facilities. 

For a starter, the much-maligned 
parking meter is worth considera- 
tion. 

When you realize that in an ordi- 
nary shopping area, despite police 
patrols, one-third of the parked 
cars remain in the same space for 
the full shopping day, any opposi- 
tion you may have to metered park- 
ing is somewhat eased. 

Meters increased space turnover 
from 3.1 cars to 7.9 cars in a Wash- 
ington, D. C. test. If they can do 
that in any shopping area their use 
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is justified. There is a tremendous 
shopper resistance to their use. 
Many people resent dropping pen- 
nies into these meters as though 
they were paying a nuisance tax. In 
a referendum, North Dakota voters 
twice outlawed use of parking 
meters in that state. 

It is not unusual in some metered 
areas for individual cars to occupy 
one space for a full day for a mere 
40¢ or 50¢—considerably cheaper 
than regular commercial parking 
space costs. And there are many 
store operators who abuse the 
metered area use by following this 
procedure. They are people who 
should know better. 

In the United States there are 
now more than two million meters 
which collect in excess of $60 
million a year in parking fees. 
Where does this money go? All of 
it should go to finance off-street 
parking facilities. 

Curb space can hardly be in- 
creased by anything short of a 
miracle. Actually available curb 
space is lessening by the greater as- 
signment of it for taxi stands and 
as bus stops because buses are re- 


Right—Parking meters re- 
duce the time an individ- 
ual occupies one space. 


Below — Municipal park- 
ing works well in many 
areas. 


placing trolley cars in all parts of 
the country. 

The use of automobiles in this 
country is increasing at an annual 
rate of more than 4.4 pct. Women 
drivers now represent 25 pct of the 
licensed car operators and fully 50 
pet of all driving is now being done 
in business areas. 


Need Off-Street Parking 


Even this most casual analysis of 
these figures emphasizes that park- 
ing meters cannot solve the entire 
problem. Off-street parking is 
needed. 

The trend away from downtown 
shopping areas has led many far- 
sighted operators to construct shop- 
ping centers, including owners of 
hardware outlets, in which more, 
easier and better parking is a 
feature. In a way the cure for the 
parking headache is pretty well de- 
fined. It is a matter of having park- 
ing where it is needed and when it 
is needed. 

Effecting that cure is the prob- 
lem. 

There are 12 keys to solving the 

(Continued on page 76) 
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The 50 x 60-ft 
sales floor as 
it appears af- 
ter remodeling. 


There’s double the display capacity at this 
store since its old counters were 
converted into modern display islands—and 


business is expected to go up 10 pet 


Store-Rebuilt Fixtures 








odernization for $20 





KENNETH WASHINGTON 


Dismantling old fashioned, 
wooden display counters and con- 
verting them into modern island 
displays cost Service Hardware Co. 
in Dunkirk, N. Y., less than $20. 
These changes doubled the firm’s 
display space and are expected to 
increase business by at least 10 pct. 

With its old fixtures, the store 
could not keep up with the demands 
of modern merchandising. They 
were not paying their way for ‘the 


amount of space they occupied be- 
cause, as the store’s inventory ex- 
panded, it became increasingly dif- 
ficult to feature display promotions 
of new and standard merchandise. 

The new, store-made fixtures cur- 
rently in use were patterned after 
fixtures shown in various HARD- 
WARE AGE modernization articles, 
reports Kenneth Washington, one 
of the partners in the hardware 
store. And in order that the daily 
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Old-fashioned square display gondolas became 
modern island step-ups as shown above. Formerly 
much merchandise was out of sight because of 
inadequate display such as below. Now with open 
display, selling has been stepped up. 


business routine would not be dis- 
rupted, only one display table was 
converted at a time. 

The work was done in the rear of 
the shop, and both employees and 
management pitched in during slow 
selling periods to help with the con- 
version from the old to the new. 
Lumber from the old fixtures was 
used, and nails and paint were 
taken from inventory and charged 
off at the wholesale cost. It was 
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Rebuilt wall cases, above, increased display value 
of housewares with reserve stock and packaged 
merchandise stored out of sight in enclosed cab- 
inets. In the old fixtures, below, merchandise was 
crowded and unattractively displayed. 





this that accounted for the saving 
in the cost of materials. 

When the modernization work 
was done, the store had seven new 
and modern display islands, each 
with five stepped-up display levels, 
and new wall cases for the store as 
well. These provide more than 
double the former display capacity 
without any changes having oc- 
curred in the physical size of the 
50x60 ft. display room. 


Specifications of the new display 
fixtures are: each of the two lower 
display shelves, 7 ft.x30 in.; the 
next shelf is 6 ft.x20 in.; the next 
one, 5 ft.x13 in., and the top dis- 
play shelf, 42x10 in. The height 
between the shelves is from the 
bottom up, respectively, 13% in., 
91% in., 9% in., and 7% in. 

End, upright supports for the 
shelves are one-half inch thick 
which provides sufficient rigidity to 
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Panel displays such as these can be seen from all parts of the 


store. They hold a representative showing of han 


tool items, 


not otherwise possible. 


the fixture to eliminate the need for 
any center supports. And since 
there is no center piece to the 
islands, customers can see from one 
display side across to the merchan- 
dise on the other side. 


Also, since the overall height of 
the display islands is 44 in., cus- 
tomers, at a glance, can take in an 
entire display unit, and get an un- 
obstructed view of the entire sales 
floor as well. This adds to the feel- 
ing of spaciousness, which is fur- 
ther borne out by the white finish 
of the fixtures. 


Color Used Effectively 


An additional step that was taken 
to enhance the store’s appearance 
and shopping appeal was the use of 
color in interior decoration. Wall 
areas, two-thirds of the way up, are 
finished in turquoise blue, with the 
remainder, to the ceiling, finished 
in a very light shade of pink. The 
ceiling is white. This color scheme 
in combination with fluorescent 
lighting gives the store bright, day- 
light lighting. 

“Our remodeling program has 
brought us many favorable com- 
ments, and better yet, a noticeable 
increase in sales,” comments Ken- 
neth Washington. “Customers 
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seem to sense that we are always 
trying to improve our service to 
them.” 

Service at the Service Hardware 
is more than just a part of its cor- 
porate name. A free parking lot 
is maintained at the back of the 
store, and just as many customers 
use the rear entrance as do the 
street door. That has proved to the 
store owners the importance of 
offering parking facilities in main- 
taining store traffic. 

And the firm’s service depart- 
ment is as important to its mer- 
chandising as the type of merchan- 
dise it sells. Bearing out its name, 
every item sold at the store can be 
serviced by the store if anything 
goes wrong with the product. 

A full-time staff of three men, 
operating in their own quarters at 
the rear of the store, handle all of 
the service. And those men are 
trained, when out on an appliance 
repair call, to try to develop re- 
placement business and new busi- 
ness, should the repair job be a 
costly one. 

The management’s purchasing 
policies are also geared to render- 
ing customers a maximum of buy- 
ing service. Seasonable merchan- 
dise is purchased from three to four 
months in advance of the selling 


season to insure that a sufficient 
stock is at hand to fill customer’s 
needs at the right time. Checking 
previous years’ sales records helps 
to determine the proper re-order 
quantities, and to keep inventory 
in profitable working balance. 

When customers ask for items 
not in stock, notes are made of the 
requests. Then if three or more 
requests for the same item are 
noted, a limited quantity is pur- 
chased in order to test the real sell- 
ing value of the item before put- 
ting it into regular stock. 

As important as service in mer- 
chandising, is demonstration. One 
effective demonstration was the 
setting up of a television set in 
the store window, and keeping it in 
operation from 5.30 in the after- 
noon until 11.30 in the evening. 
This drew crowds to the store, help- 
ing not only to advertise TV, but 
also all the other merchandise in 
the window display. 

“Many of those people, who had 
been watching TV in operation in 
our window,” reports Mr. Washing- 
ton, “have since purchased sets 
from us, and others watching pro- 
grams today may be buying a set 
from us tomorrow.” 

Television sets and large appli- 
ances are displayed along both sides 
of the store’s center aisle, down 
which the bulk of the store’s traffic 
passes. Spotting this merchandise 
in that location has proved to be a 
good traffic stopper, giving sales 
clerks an extra opportunity for 
starting a sales presentation. 


Uses Classified Ads 


Out -of-store promotions are 
based on newspaper advertising in 
which the newspaper classified col- 
umns play an important role. This 
advertising medium is most effec- 
tively used by scattering several 
small ads throughout the columns, 
three times a week, and sometimes 
as many as 15 individual ads will 
appear in a single issue of the news- 
paper. 

Typical of the copy is this ad: 
“Gifts and hardware for the home. 
Take the work out of shopping. Let 
us show you practical gifts and 
hardware needs. Plenty of park- 
ing. Service Hardware, East 4th 
St. 

But the advertising program is 

(Continued on page 80) 
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Three-way display 





Co-ordinated Program Sells 
300 Large Electric Fans 


How would you like to sell more 
than 300 electric fans this coming 
summer? 

Leibold’s Hardware Store at 3420 
N. Main St. in Dayton, Ohio, ac- 
complishes this volume—chiefly in 
larger size models. Sidewalk, win- 
dow and store displays pull pros- 
pects into the store, many sales 
being clinched by offers of home 
demonstrations. 

The Leibolds started promoting 
fans late in April, 1952, with a full 
window display featuring a manu- 
facturers’ display set-up. There was 
a mass display in the store and a 
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Store and exterior display attracts fan prospects. 
Home trial offer clinches many sales of both 
large and small household models 


Right— 

Fans for various size 
rooms or buildings 
occupy a full win- 
dow section with 
manufacturers’ dis- 
play materials tell- 

ing their story. 


Below— 

Joe Leibold, left, 
with Charles J. Lei- 
bold and a sidewalk 
display of fans in 
front of the store. 
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Customer is given a fan by Mr. Leibold, Sr., who has persuaded 
him to take it home for a trial period. Often people invited to 
use such a unit protest it is too large, but take it along. 


Charles J. and Joe Leibold, right, with store display of fans, 
their mass displays of which make all visitors conscious of the 
ample stocks in a wide variety of sizes and types. 


number of units were shown on the 
sidewalk in front of the company’s 
quarters. Boys distributed promo- 
tional literature throughout the 
firm’s trading area. 

Charles J. Leibold, senior mem- 
ber of the firm and father of Joe 
Leibold, manager of the store, ex- 
plains the start of the firm’s fan 
promotions: 

“We employ the same methods 
that Bill Binkley, our fan distribu- 
tor used to sell us—getting the fan 
into a home being the big trick. 
First the distributor persuaded my 
son to let him put a fan in his home 
—a big one which would really cool 
the place. It was a unit that could 
be operated on a pedestal or put in 
a window. 

“*We don’t want that big fan in 
our home,’ he said. But Joe decided 
to humor the distributor and try out 
the job. In one night he was sold 
on that fan. Then I put one in my 
home and we were both convinced 
that the store’s customers ought to 
know about these fans. 


Continued the Idea 

“The next time a customer came 
in to buy a small fan, I sold him 
just what he wanted. But before he 
left I showed him a bigger unit in 
our display. I suggested he let me 
take one to his home for installation 
in a window. We have continued 
this idea. 

“Often the customer will say, ‘I 
don’t want a big job like that.’ 

“I will answer, ‘Mister, you don’t 
have to buy it. There are absolutely 
no obligations.’ ” 

Later one of the Leibolds stops 
at the customer’s home with one of 
the larger portable fans ranging in 
price from $39.50 to $134.50. The 
fan is installed in a window and the 
homeowner is reminded that the fan 
will be picked up in a few days. 

When one of the Leibolds goes to 
pick up the fan he says, “Well, I 
stopped in to take that fan back.” 
In many instances the home owner 
replies, “Leave that fan where it is. 
I am buying it.” 

Several dozen fans have been sold 
by this method—mostly for cash. 
If the Leibolds know a customer 
they will let him take a large fan 
for trial in his own home. Few 
customers, who take one of the fans 

(Continued on page 78) 
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12-Month Sports Section 
Features Fishing Tackle 


Arkansas dealer sells wide variety of 
sporting goods equipment in season 

but always shows fishing goods. Growing 
interest in fishing makes it a 

good 52-week line 





D. C. Whitson, left, shows a rod to a customer. 
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Display Ideas 


Because fishing tackle attracts 
good traffic to the Midwest Hard- 
ware & Supply Co. in Fort Smith, 
Ark., it is displayed and promoted 
throughout the year. 

“It is our policy,” says D. C. 
Whitson, owner of the store, “to 
have something going on in the 
tackle department for every busi- 
ness day of the year. Special dis- 
plays, combination offers and dem- 
onstrations are constantly featured. 
Fishing tackle is an attractive item 
for a special promotion. It makes 
a handsome showing in the store 
and appeals to all ages. 


Feature Tackle in Winter 


“We do not hide fishing tackle in 
the winter because tackle helps sell 
so many, other items. And we have 
our eye on the tourist trade, now 
practically a year ‘round trade. 
Tourists will buy fishing tackle 
when they do not buy other mer- 
chandise.” ; 

Among the year ’round good sel- 
lers in the department is what Mr. 
Whitson calls his Kid’s Casting 
Outfit at $5. Comprising a rod, 
reel, line and artificial bait, this 
outfit is promoted several times 
each year. It is always sold at the 
store. When shown in a window, 
given feature display in the sport- 
ing goods department or shown in 
newspaper ads it appeals to boys 
and their fathers. 

Many men will, when they buy 
fishing equipment for the season, 
purchase an outfit for their sons. 
At the same time the store fre- 
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Guns and ammunition are next to the fishing tackle 
displays. Note wide assortment of athletic trophies 
upon the upper ledge. 


quently sells extra items such as 
knives, camp stoves, vacuum jugs 
and extra baits and lures. 

One man— Albert Varly — has 
complete charge of fishing equip- 
ment. He does all the buying and 
most of the selling in the depart- 
ment. Other men on the staff will 
take care of tackle customers, when 
necessary, but it is Mr. Varly to 
whom all questions as to the use of 
equipment are referred. He is also 
called on to demonstrate to any cus- 
tomer the means of using equip- 
ment requiring skill. Midwest’s 
fishing tackle manager tries to be 
among the first in the area to stock 


new artificiul baits having national 
advertising. Customer requests for 
items not stocked are noted and if 
several people inquire about such 
an item it is promptly ordered and 
displayed. 

With interest keen in spinning 
reels, rods and bait, demonstration 
of such equipment is given just 
about every business day. This 
type of equipment is always on dis- 
play where customers may see it 
and touch it at all times. As Mr. 
Whitson says, “The more a dealer 
can get on display, the more he will 
sell.” 

Every item in fishing tackle is 





Glass-topped case for showing newest baits and lures. 


paraded at the store. Artificial baits 
are spread before the customer’s 
eyes. The newest baits are shown 
in shallow waist-high, glass-covered 
cases, over which the customer can 
lean and pick just the bait he wants. 
The glass prevents handling and 
losses, yet the customer can see 
every item clearly. Bait shown in 
these cases almost sells itself. But 
if a little selling talk is needed, 
Albert Varly is prepared to tell how 
the bait works for some local fisher- 
man. 

Other artificial baits are shown 
on cards, and many are displayed 
in the window. 


Sporting Goods in Window 


One window is always devoted to 
sporting goods, and here fishing 
tackle has a spot, no matter what 
other seasonable items are being 
specially promoted. 

Fishing tackle and athletic goods 
sold to schools and colleges in large 
volume go together. An athletic 
goods window always shows plenty 
of fishing tackle. The salesman 
who calls on the athletic coaches 
and school superintendents never 
forgets to talk about the different 
kinds of fishing tackle that the 
store supplies. 

Mr. Whitson does not advise the 
hardware dealer to stock heavily on 
fishing tackle unless some member 
of personnel can devote time and 
thought to it. 

“Keeping fishing tackle stocks and 
displays in good shape takes time. 
We don’t ever let our tackle here 
become shop worn or dusty. One 
reason for this is because we sell 
it very fast. Another reason is that 
our special tackle salesman always 
has time to work stock and wait 
on customers properly because that 
is his special job.” 


Helps Sell Related Lines 

Fishing tackle helps to sell much 
related merchandise, in sporting 
goods and other departments. An 
attractive cutlery case, adjacent to 
the tackle cases, has a good variety 
of knives, which are clearly price 
marked. 

Every fisherman is a prospect for 
one or more knives, as well as camp- 
ing equipment, outdoor clothing, 
life preservers and a number of 
other items. 
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Filter Disks Build Traffic 
And Dairy Supplies Profits 


“The dealer who prominently dis- 
plays filter disks in his store and 
show windows will attract many 
farmers who will buy other supplies 
in his store,” says Edward T. Clark, 
Jr., co-partner at Edward T. Clark 
& Sons in Ellicott City, Md. “Em- 
phasize disks in your window and 
store displays if you would like to 
find your dairy supplies volume 
climb.” 

At Clark’s, dairy supplies are 
shown right in the main aisle where 
all entering and leaving the store 
see them. When customers’ orders 
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How a Maryland dealer features filter 
disks in store and window displays to 
attract dairy farmers. Visits by disk 
buyers lead to orders for higher priced 
supplies in this and other categories 


for fertilizer, feed, seed and other 
farm goods are rolled through the 
store the customer notes filter disks 
and other dairy itms. 

Window displays of dairy sup- 
plies during September and October 
always include filter disks with 
clearly printed price tags. Three or 
four times a year dairy farm sup- 
plies are advertised in the local 
newspapers, with disks and their 
price being given prominent at- 
tention. 

A large parts inventory of milk- 
ing supplies is another important 





A farmer buys filter disks and other supplies. 


factor in the sale of this equipment, 
pointed out Mr. Clark. Rubber in- 
flators, air hoses, valves, pulsator 
parts and teat cups are among the 
items in greatest demand. 

“When you can gain the dairy 
farmer’s trade in milking supplies, 
you can sell him so many other 
items, including buckets, brushes, 
scoops, shovels, troughs and drugs 
for cattle. He will go through your 
store and there is hardly a depart- 
ment which is not affected by his 
traffic.” 


Create Interest 


As a dairy herd owner himself, 
Mr. Clark cited the membership of 
his brother and co-partner Addison 
H. Clark and himself in the Dairy 
Herd Improvement Association. 
Any demonstrations given at their 
meetings in which they were called 
upon to furnish equipment always 
create interest in the dairy supplies 
and filter disks featured by their 
company. 

“However, more than any other 
factor, I would say that it is the 
farm atmosphere we maintain and 
the farmer’s point of view we re- 
tain that has given up the steady 
growth in volume in dairy supplies 
and in our overall hardware busi- 
ness,” stated this fourth-generation 
Clark of this hardware firm. 

“After a day’s work in the fields, 

(Continued on page 76) 
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Step-up unit in window is low enough to permit passers-by to look into the display room. 


Five-Year Plan 





Store Remodeling 





Brings 100% Sales Increase 


Remodeling in easy stages helped Wisconsin dealer 
to increase his sales to more than $150,000 

a year. Traffic is greater and impulse sales higher 
since final phase of modernization 


PLUMBING 
HAR DWARE 
SH 4-56 60 
Paul 





Paul Valuch recently completed a 
five-year plan of modernization in 
his Cudahy, Wis., hardware store. 
In that period—largely as a result 
of improvements which provided 
for better display of more mer- 
chandise—volume was more than 
doubled to pass the $150,000 mark. 


Valuch, left, and Erwin Behmke 
with firm's plumbing truck. 
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Although the owner of Valuch 
Plumbing & Hardware did not have 
in mind a five-year plan for his 
step-by-step modernization — nor 
did he call it that—his plan was 
to completely change the appearance 
and layout of the store on a pay-as- 
you-go basis. The final stage of 
store improvements was _ recently 
completed. 

The firm’s display area is 25x66-ft 
with a full basement—larger space 
than previously occupied. More im- 
portant, three times as much mer- 
chandise can be displayed as the 
result of using modern fixtures. 

Valuch’s store was planned by 
Shapleigh Hardware Co. of St. 
Louis, Mo. from whom most of the 
fixtures were obtained. 

Three 5x11-ft islands make good 
use of the floor space without im- 
peding a free-flow of traffic. 

Cudahy is an industrial city with 
a population of 12,000 and is 10 
miles south of Milwaukee. Many of 
its residents do their own home 
repair, maintenance and building 
work. 











Unusual Display Unit 


Of especial interest is the display 
unit constructed by Shapleigh to 
back-up the window area. This 16- 
ft long display unit has three step- 
up levels. A deep window also has 
step-up units to match the interior 
display. Erwin Behmke, manager of 
the store, suggested the back-up 
window plan. 

The store’s wrapping table is 
close to the center of the store. It 





Full stacks invite ‘do-it-yourself trade to make self- 


has a new shadow box display unit candies coladiien 
aler used to feature new items. Fairly 
900 close to the wrapping table is the 
firm’s new glass-topped cutlery case 
her in which cutlery and other easily 
tion pilfered or tarnishable items are 


shown. Cutlery sales have shown a 
sharp up-turn since this unit with 
its heavy sliding glass doors was 
installed. 

Electric housewares have a front- 


mpleted a of-the-store wall location where 
sation 16 they may be easily seen from the 
ire store. street. A dusty rose finish is used 
; a result 
provided 
ore mer- 
ore than 
00 mark. 
The proprietor added the center 
panel to the top of a Shapleigh 
mke unit for showing faucets on both 








sides of this blue display piece. *™ 
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Cash and wrap table has shadow box in front for showing toys and 


other impulse items. Concealed fluorescent lamps illuminate it. 





Display room as it looked prior to modernization and enlargement. 








on the wall at this particular point. 

Paint, one of the fastest moving 
lines in the store, is shown against 
an ivory background. Paint sundries 
displays are set off by a light blue 
finish. The window glass section 
occupies space adjoining the paint 
display and has a light blue back- 
ground. 

Color charts, a paint agitator— 
near the wrap table—and an ex- 
tensive display of painters’ supplies 
helps the firm to merchandise com- 
plete materials for all types of 
household paint work. Sales clerks 
are instructed to mention the neces- 
sary related items to all paint de- 
partment customers with the result 
that few paint customers leave the 
store without buying some of the 
related items. 

The 16-ft long tool department 
has three excellent step-up displays. 
It is a real sales builder attracting 
many do-it-yourself fans in that 
area. 

Employing three salesmen in his 
hardware store, Mr. Valuch handles 
the plumbing division, which does 
jobs in new homes and in remodel- 
ing projects. As plumbing depart- 
ment crews work on outside jobs 
they invite customers to visit the 
hardware store. Many people visit 
the store as a result of these home 
contacts. 

Lighting has been greatly im- 
proved as part of the remodeling 
project. 

The level of illumination is at 


(Continued on page 97) 


50% Housewares Sales Increase 
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Neatness of these wall units makes them an effective sales tool. Top 
ledge is utilized for bulky items. 
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The owners of Braswell Hard- 
ware & Appliance Co. in Birming- 
ham, Ala., thought that removal of 
housewares displays from island 
units to wall shelving would in- 
crease sales. They were right to 
the tune of an increase of 50 pct in 
volume in these lines. 

The new display section, with its 
own indirect fluorescent lighting 
equipment, combines plywood back- 
ground, adjustable glass shelving 
and plywood shelving. This change 
permitted better showings of major 
appliances in this 70x20-ft show- 
room. Edging of the plywood por- 
tions is in lighter finish than the 
balance of the section. 
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~ Surveyors’ Instruments 


Add $7,500 to Contract Sales 


An extra $7,500 is made in the 
contract hardware department of 
Midway Hardware at 4972 W. Pico 
Blvd. in Los Angeles by the sale of 
surveyors’ instruments and parts 
for them. At least five complete 
units are sold each month. And 
there is good volume in tripods, 
cases, level rods, plumbs and re- 
placement parts. 

Surveying instrument inventory 
averages 16 complete units with a 
total resale value of about~ $3,000, 
two complete and well known lines 


Averages five new sales per month, plus heavy 
volume in replacement and repair parts 


being offered. Each instrument and 
individual part is covered in price 
lists. 

“Contractors tell us,” says Bob 
Schichman, manager of the contract 
department, “that these instruments 
are among the most frequently 
damaged items supplied to em- 
ployees. Some units must be re- 
paired or completely replaced at 
least six times a year. Many con- 
tractors tell us that it is never wise 
to go out on a job unless you take 
along a spare set of instruments. 


One land-developer bought six com- 
plete outfits at one time from us.” 
Although the firm does no repair 
work on this equipment it does 
handle details of getting it from 
owner to manufacturer and back. 
Sales of new equipment are regu- 
larly made by the firm’s outside con- 
tract hardware salesmen. Says Mr. 
Schichman, “When we started sell- 
ing surveyors’ instruments our out- 
side salesmen personally checked 
the condition and number of outfits 
each contractor on our list was 





Display of surveyors’ instruments next to builders’ hardware. 
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Eddie Serota, right, with a customer. 


using. They obtained permission to 
make regular checks of the condi- 
tion of these units.” 

Eddie Serota, buyer for the de- 


partment says, “Some of our con- 
tractor-customers have as many as 
16 levels, 15 transits and 29 level 
rods. You can figure that some of 


them will need a new leg or that a 
carrying case or plumb will be lost. 
Constant check of these outfits helps 
us make many parts sales. 

“It is not unusual to receive a call 
for immediate delivery of four new 
transits, four farm levels and eight 
level rods for a big job.” 

The only advertising used for 
this section is a poster next to the 
cashier’s desk. Surveyors’ equip- 
ment is shown in the builders’ hard- 
ware department just inside a win- 
dow. There is ample room for 
prospects to move the equipment 
and test its operation. 

Display will be improved by erec- 
tion of a 3-ft platform the length 
of the front window. It will have a 
raised center and slotted framework 
at the back. Carrying cases, level 
rods, plumbs and other items will 
be shown together with a larger 
number of complete outfits. 

Surveying outfits are offered at 
as high as $200. Prices for complete 
equipment and individual parts are 
cataloged on cards thumb-tacked to 
the side of a table adjoining the dis- 
play of surveying outfits. 


Attracts Riding Fans of All Ages 


The cattlemen’s supply room of 
the Makinson Hardware Co. in 
Kissimmee, Fla., attracts horsemen 
of all ages, but particularly in- 
terests the youngsters in that dis- 
trict. Even before some of the boys 
in the area actually ride or do other 





chores on the ranches in this horse 
and cattle raising center they play 
at being cowboys and want as much 
of the equipment used in the field 
as they can buy. 

Known as the Hitchin’ Post the 
room has much in the way of salable 


| RR IGE 


GUNS HERE 


High quality saddlery and juvenile versions of ranching equipment 
get display in the right atmosphere. 


merchandise and display props to 
attract ranchers and their families. 
Tanned alligator hides, mounted 
heads and horns of Florida steers, 
and murals of horses and cattle give 
the appropriate atmosphere. 

Holsters, including tooled and 
beaded numbers, toy revolvers, hats, 
chaps, belts, boots, lariats and vests 
are shown in the Hitchin’ Post to 
appeal to the young cowboy admirer. 
Youngsters particularly like a big 
sign reading “Park your guns here.” 

W. B. Makinson, proprietor of 
the store observes, “We like to 
attract the younger trade, so we ad- 
vertise our juvenile cowboy equip- 
ment in window displays, news- 
papers and in our catalogs. 

“Our customers bring their 
friends from the north and west to 
see our store and its trophies. 
Youngsters at once spot our 
Hitchin’ Post. As a result few 
parents can get away from the 
store without buying some youthful 
ranching supplied for their young- 
sters.” 
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Three-Fold Promotion Boosts 
Power Tool Sales 331, Pct 


Ad campaign uses newspapers, radio, TV and store 
demonstration to blanket Colorado Springs area 


February is the month when, in 
most sections of the country, out- 
door activity is practically at a 
standstill. 

Taking advantage of that, Davis- 
Klunder, Colorado Springs, Colo., 
staged a triple-barreled promotion 
that increased power tool sales 3313 
pet over the same period last year. 

Using newspaper ads, radio and 
TV, and store demonstrations, the 
promotion was built around the 
theme—“February is Power Tool 
Month at Davis-Klunder,” and it 
worked so successfully that it 


turned a dull business period into 
one of busy selling activity. 

Foundation of the campaign was 
newspaper advertising using two 
local newspapers. The advertise- 
ments were spaced so as to provide 
continuous impact, and were run in 
two sizes: large, display space with 
selling copy, and smaller reminder 
ads that acted as follow-ups for the 
large display space. 

Timed to hit the reader on week- 
ends when he would be most recep- 
tive, it was felt, to suggestions for 
week-end indoor activity, and when 


he would have time to shop the 
Davis-Klunder power tool depart- 
ment, the larger ads were run on 
Thursdays and Fridays during Feb- 
ruary. The smaller, reminder ads 
were run on Sundays. 

Supporting the newspaper cam- 
paign, radio, in the form of spot an- 
nouncements, was used regularly. 
These time spots were brief, just 
long enough to allow for eight or 
10-word promotional copy as fol- 
lows: 

February is power tool month at 
Davis-Klunder. 


Display ads, such as the one shown at left, 
appeared regularly in two local newspapers. 
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Following up the display ads, 
smaller ads, below, were run on 
Sundays as reminders 
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Power tools for pleasure or profit 
at Davis-Klunder. 

Make it yourself—with a Davis- 
Klunder power tool. 

Save money, have fun with a 
Davis-Klunder power tool. 

See your favorite power tools 
demonstrated at Davis-Klunder. 

Easy terms on famous brand 
power tools at Davis-Klunder. 

These and similar spot announce- 
ments were used to keep interest 
running high. Many of the spot an- 
nouncements, to take advantage of 
national advertising, mentioned 
brand names of different lines, for 
the store carries more than one 
brand in many types of merchan- 
dise. 

Television was used for the first 
time by Davis-Klunder. The pro- 


gram consisted of a film, supplied 
by a manufacturer, which actually 
demonstrated the use of the equip- 
ment. 

This TV show ran three times in 
an excellent time-spot, following the 
Sunday evening Fred Waring Show, 
which assured a large audience. 
Though TV, comparatively new to 
Colorado Springs, provided a lim- 
ited audience in relation to the 
number of families in the store’s 
trading area, its novelty insured 
high viewer-interest. 

Finally, to maintain the interest 
developed by the advertising cam- 
paign, demonstrations were con- 
ducted in the store’s power tool de- 
partment. These demonstrations, 
handled by factory representatives, 
kept drawing people into the store 





daily, and this traffic increase 
helped sales in the general hard- 
ware department. 

Though as an immediate result, 
the campaign developed a 3343 pct 
increase in power tool sales over 
February, 1952, stronger selling ac- 
tivity is expected to continue in the 
department from the many leads 
turned up by the hard-hitting pro- 
motion. They are being followed by 
the store’s outside salesmen. 

All advertising done by Davis- 
Klunder is on a_ budget basis, 
amounting to approximately 3 pct 
of gross sales. This percentage is 
based on the previous year’s sales, 
and on projected sales for the cur- 
rent year. However, newspaper 
and radio are the primary media 
used throughout the year. 


Utility Branch Office Brings Traffic to Store 


How would you like to attract 
3,000 visitors to your store once a 
month at no extra cost to your firm? 
How would you like to be sure that 
most new residents in your com- 
munity would call at your store 
even before they actually lived in 
your section? 

The Vaughan-Mettler hardware 
store in Glenview, IIl., accomplishes 
these things as the result of leas- 
ing space in the rear of its large 
quarters to the Public Service Co. 
of Northern Illinois. 

Says Kenneth Vaughan, one of 
the store’s owners, “About 3,000 
utility company customers visit our 


store once a month to pay gas and 
electric bills, extra traffic that costs 
us nothing. As the utility office is 
at the rear of the store all visitors 
to it must pass our displays going 
to and from that office. 

“Many of these utility customers 
stop and buy our goods on impulse. 
This is an excellent way for us to 
attract additional traffic and to get 
rent for part of our store.” 

Many of the new residents of the 
district visit the utility office at 
the Vaughan-Mettler store to ap- 
ply for gas and electric service 
some days prior to moving into the 
This means that the hard- 


area. 





The utility branch office in rear of store has counter 
in same finish as the hardware store fixtures. 
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ware firm’s merchandise is seen by 
many of these people before they 
see the display rooms of other mer- 
chants who are doing business in 
that section. 

While the utility company’s re- 
newal bulb service cuts down on 
the hardware store’s lamp sales it 
would do so if the office were lo- 
cated elsewhere. As the power 
company does not offer its bulb ser- 
vice to commercial accounts, the 
Vaughan-Mettler store is still able 
to sell many lamps to such users. 
Good displays of both incandescent 
and fluorescent lamps are shown in 
a well stocked electrical sundries 
section. 

“It is estimated that it costs 
from $15 to $30 to win a new cus- 
tomer,” says Mr. Vaughan, “and 
we are saving that much per cus- 
tomer, I believe. We do not con- 
tact the new residents personally 
when they come to visit the utility 
company office, but when they come 
in our store they usually see some- 
thing they want to buy.” 

The hardware store’s address, 
but not its name, appears on each 
statement issued by the _ utility 
office for the region. The store’s 
window bears the name of the 
utility company and the fact that 
it is the location of the latter’s ser- 
vice office. 
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To most people, a doll is a little 

zirl’s toy. At the Parker-Astin 
Hardware store in Bryan, Tex., 
bolls are sold to youngsters, but 
he big market is in dolls sold to 
rollectors. 

According to E. J. Boriski, man- 
aad of the giftwares and house- 
urnishings department, these high- 
uality novelty dolls sell about as 
well in February as in the pre- 
Christmas season. When the firm 
first began to stock dolls in its 
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attracts collectors. 


Attracts Doll Collectors 


52-week display of novelty type dolls 


Texas store turns 


doll stock three times a year 


giftwares section it was suprised 
to learn how many collectors — 
mostly elderly women—there were 
in the community. 

Three turnovers are made in a 
year on the firm’s basic doll stock. 
It is not unusual for the department 
to place doll orders once a week, 
regardless of the season of the year. 

Two glass showcases are given 
over entirely to showing a wide 
variety of dolls having appeal to 
long-time collectors. This keeps 


A regular customer talks about recently received 


their costumes in fresh condition 
at all times. 

An occasional local newspaper ad 
features the dolls as_ collector’s 
items rather than as gifts for 
children. These ads are _ usually 
backed up with a display of some of 
the featured dolls in one of the 
firm’s windows. 

As Mr. Boriski puts it, “Although 
we naturally sell some of these 
quality dolls as Christmas gifts for 
children, we do not push them as 
children’s items. Instead, we stress 
their permanent beauty and appeal 
as collectors’ items. Some of our 
customers will buy several dolls at 
a time, others will regularly make 
a purchase at least once a month.” 





numbers with 
E. J. Boriski, who stands on the inner side of the display case. 
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Efficient Display Builds Volume 


After five years of operation in 
its modern quarters, Blunt Hard- 


ware Co., Skowhegan, Me., im- 


proved its sales volume by at least 
25 pet. 
Acclaimed by many as one of 
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How a Maine dealer’s effective use of all display 
space, plus good lighting and wide aisles 

helps attract store traffic. Sales have increased 
25 pct since modernization 


Maine’s most unusual stores for 
its size, with a 50x65 ft. retail 
floor, the Blunt Hardware store 
has been the envy of many visiting 
hardware men. 

One hardware dealer from New 


York state was so impressed with 
the attractive and efficient layout 
that he asked permission to take 
measurements of counters, shelves 
and window ledges so that he 
could use them in planning a major 
alteration of his own store. 

The Skowhegan store operates 
strictly as a retail business and 
does not do any wholesaling or mail 
order business, but it draws its 


Left— 

Fred Chase, treasurer (left), and 

Elliot Chase, general manager 
and secretary of the firm. 


Below— 
Brightness characterizes the Maine 


store, inside and out. 
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Above— 


Catering to the year-'round needs 
of residents and the sports re- 
quirements of vacationists, 

quires a heavy inventory. 


Right— 


This carefully designed fixture soon 
paid for itself in increased sales 


of lumbermen's tools. 


customers from an area within 75 
miles of the store. 

The increased sales volume of 
the store is attributed by the Chase 
brothers, Elliot and Fred, who op- 
erate the store, to a full visual 
front, full exposure of all mer- 
chandise, and bright illumination. 

The modern store interior at- 
tracts both men and women shop- 
pers and every department is 
clearly identified by cut-out letters 
on the sidewall valances. 

In keeping with the best hard- 
ware and sporting goods tradition 
and the store’s location in Maine, 
knotty pine was used throughout 
the store. This rugged and warm 
atmosphere conveys a feeling of 
the great outdoors, which is so 
typical of Vacationland, the nick- 
name for the state. 

A typical example of “better 
selling through better display” is 
found in the newly-created display 
island for lumbermen’s tools. 

The new island is 4x8 ft. and is 
divided into four sections. In the 
front are found the saw blades, 
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re- 











wood scale rulers, pulp hooks and 
crowbars. On the opposite side 
are the saw frames, grab hooks, 
bunk hooks and chains. On another 
side, neatly displayed, are the files, 
wedges and handles used by lumber- 
men. The fourth side is for axes, 
handles and cant dogs. 

This unit has paid for itself 
many times in increased sales and 
because of its streamlined appear- 
ance it has created more business 
from lumbermen than any other 
approach. They know by looking 
at this display that the store has 
the most complete stock of its kind, 
and therefore it should be a good 
place to shop. 

The sporting goods department 
carries the major classifications of 







goods, and many kindred items, and 
has the largest assortment of fresh 
water fishing tackle to be found in 
most sections of New England. 


One manufacturer ties special 
flies for Blunt of Skowhegan of the 
same patterns that it serves Aber- 
crombie & Fitch Co. of New York. 
Many sportsmen, touring New En- 
gland, have expressed surprise to 
Elliot Chase that they were able 
to obtain certain types of sport- 
ing goods which they could not find 
in their travels in other places. 

As goods leave the selling shelves 
they are immediately replaced with 
similar numbers from the model 
stockroom, on the same floor. This 
35x50 ft. stockroom is tiered and 


(Continued on page 96) 








Display Ideas 





Shelf-Stretchers Add Display Space 


All hardware dealers are seeking 
ways of increasing their display 
facilities for seasonal merchandise. 
Some accomplish it with extensive 
and all too often expensive addi- 
tions to their stores. 

At his Compton (Calif.) Hard- 
ware store Dick Kalayjian added 56 
sq ft of auxiliary display space by 
use of sections of angle iron on 
which are fastened 2-ft wide *4-in. 
plywood panels in 6 and 8-ft 
lengths. Mr. Kalayjian calls these 
units “shelf stretchers’? and uses 


fm, pod. 


oe, OE 


A western dealer supplements display facilities 


for seasonal goods, a total of 56 sq ft, 


with staff-built auxiliary shelf-stretchers 


them—from time to time—on four 
gondola units. 

The angle-iron arms are bolted 
through the back panels of the 
gondolas on which they are used. 
When heavy merchandise is shown 
on the auxiliary shelves a_ short 
wooden slat is tapped in at the cen- 
ter to give added support. Shelves 
are finished in clear varnish, but 
may be painted to match fixtures. 

Each of the auxiliary shelves is 
18-in. above the top of the gondola 
unit on which it is used, with the 


angle-arms being cut to 26-in. 
lengths. 

Mr. Kalayjian says that each pair 
of arms has to form a triangle to 
support the shelf and brace at the 
bottom. Straight angle-arms are 
bent into shape at top to provide 
space in a hole drilled in the metal 
to insert the fastener. The bottom 
part is bent flush to the top shelf 
of the gondola and drilled for fast- 
ening with 1l-in. bolts. The two 
arms are 5-in. apart at the base. 

Originally used to give extra dis- 





Extra shelf space as used for showing toys last Christmas. 
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Emphasize this point when you sell... 


Brushes with Du Pont Nylon Bristles 
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Yes, brushes with Du Pont nylon bristles do smooth 
work every time. Be sure to make a point of this fact 
whenever you’re selling a brush—and see how it pays 
off in extra sales. And explain the reason: it’s because 
nylon bristles don’t cut through paint film. They flow 
the paint uniformly ... lay down a smooth, even coat. 
Talk up this important feature for bigger brush profits. 

Brushes with Du Pont nylon bristles are made in all 
types and sizes by leading brush manufacturers. Always 
keep a full stock on hand. 





And here are five more good reasons why your 
best brush sellers have Du Pont nylon bristles: 


LONG, FINE TIPS. Filaments of Du Pont nylon 
that have long, thin, slightly curled tips mean 
excellent paint pickup and flow. 


Point out the name 


RIGHT FOR ALL PAINTS. Brushes with Du Pont 
nylon bristles are ideal for all paints— including 
caseins and the new rubber-base paints. 


EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 


BRISTLES WON'T BREAK OFF. Nylon is tough DU PONT NYLON BRISTLES 


and durable. Bristles won’t break off to mar work. 


LONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 


and fungi. 








BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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SCREEN PAINTER 
and DUSTER 


does them FASTER... 
and BETTER... and EASIER 


Jiffy paints screens lightning fast . . . 10 TIMES 





play space for toys in 1952 these 
shelves have been used to display 
housewares, garden goods, electric 
housewares. 

Dick Kalayjian believes that use 
of these auxiliary shelves will help 
him increase sales for his store not 
less than 10 pet. He reports that 


there are some days when sales of 
merchandise shown on the auxiliary 
units—even though they are at a 
greater height than that of many 
women customers—far exceed that 
made in merchandise which is 
shown in the gondola units on 
which they rest. 





The Parking Headache Can Be Cured! 


(Continued from page 55) 


problem of getting good parking 
facilities in your area: 

(1) Get the merchants in your 
area to sit down together and ana- 


| lyze the problem. 


(2) Then get a single plan of ac- 
tion and stick to it. 

(3) Bring the problem forcibly 
and repeatedly before the proper 
public officials. 

(4) Enlist the aid of shoppers by 


| obtaining their names and addresses 
| on petitions. 


(5) Contact police officials regu- 
larly to discuss traffic congestion. 
Since they cannot help but agree 
with you, they will soon line up on 


| your side. 


(6) Get everything done that you 
can to help improve present park- 


| ing facilities: 


FASTER than any other method. Puts on a smooth, | 
even coat of paint that does not clog even the finest | 


mesh. Comfortable in the hand. Easy to clean. Sell 
2 with every can of paint. 


Sells screen paint faster than ever before for you. | 


Get your share of the “Do-It-Yourself” program 
in the 28 million American homes! 


Beautiful 3-color cut- 


of your screen paint 
with Jiffy screen paint- 
er and duster. Big 
space for marking in 
special deals. Complete 
self-selling idea that 
spotlights your paint in 
use with Jiffy screen 
painters. 

Here's the hard work- 
ing counter Salesman 
that makes bigger profits 
for you day after day. 
Order from your jobber 
now. 





A. B. CARLSON&CO. 


349 Woodlawn Ave. Aurora 1, Illinois 





out display holds quart | 


(A) Insist upon an enforced 
time limit for curb parking. 

(B) Demand white-lined spaces 
so that the maximum number of 
cars may be accommodated. 

(C) Agitate for angle parking 
if room exists, 

(D) Demand a traffic survey 
to streamline’ flow of traffic. 

(E) Work for rerouting 
through traffic if your shopping 
area is on a thoroughfare. 

(F) Never park your own car 
within the congested area. 

(G) Insist upon similar co- 
operation from your employees. 
(7) Use special promotions, such 

as first-of-the-week specials and 
special offerings during off-peak 
hours. 

(8) If you cannot get anything 
else, for a starter work for parking 
meters. Point out that they are self- 
sustaining and will pay for them- 
selves. 

(9) Insist that all profits from 
metered parking be used for ob- 
taining additional parking facilities. 

(10) Make off-street parking 


your eventual goal. It is the only 
completely satisfactory answer. 

(11) To overcome the objections 
raised because of expense to the 
community, point out that a boom- 
ing business area contributes more 
in taxes, affords more jobs and 
brings much better service to the 
public. 

(12) Suggest benefit parking as 
successfully used in Allentown, Pa. 

Remember that there is no one 
solution, no one program of action 
which will work in all areas. But it 
is certain that there will be no suc- 
cessful method of combating the 
problem in your area unless you and 
other merchants exert pressure. 


Filter Disks 
(Continued from page 63) 


the farmer comes in here in his 
farm clothes. We wear farm clothes 
too. We’re not too proud to roll a 
sack of fertilizer or feeds right 
through the middle of the store at 
any time. 

“We know the farmer and he 
knows us, and we call him by his 
name. We inquire about his family, 
the crops and livestock he raises, 
and discuss his current problems. 
We know all about him from the 
visits our salesmen have paid to his 
farm. 

“As farmers ourselves, we know 
that when he comes into town he 
doesn’t have too much time. So we 
wait on him promptly and never let 
him stand around. We know and 
steer him to the item he actually 
needs. Our own dairy farm experi- 
ence helps us advise him, and when 
we recommend items that we our- 
selves use in taking care of our own 
herd, he invariably accepts our 
word.” 
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These ads help keep the farmer sold 
on American Fence... 
















“Fence plays an 
jmportant part 
pasture mana 

WILLETTE, 


soys DONALD 
Deleva", 





"what I like best about >. ‘ep 


stretch it tight it stays stretched You REAP ’ he 
Sale$ Rewards 


when you stock American 


of Mount Pleasant, lowe 





“| dost 4 e than Bran ® Strong, consistent advertising of U-S‘S American Fence 
keeps your prospective customers informed . . . helps push 
your sales upward. 

a ~— LY Big, two-column, 2-color ads like these shown here appear 
~ = | in leading national and state farm magazines, having a com- 
bined circulation of over six million . . . and reaching the 
leading farmers right in your own cgmmunity. Based on 
testimonials which come from actual fellow-farmers, they 
are more believable, more persuasive than facts presented 
by the manufacturer or dealer. They have proved very ef- 
fective in keeping customers sold and in bringing new cus- 
tomers into dealers’ stores. . 

Other media are also used to pre-sell American Fence for 
you ... radio, direct mail literature, catalogs and folders. 
And of course, the important word-of-mouth “advertising” 














ever since 












rican Fence ve know which 2 for iG z 
8 Aer ays Seat DON ace San cTemion) Cone WNT sandy by farmers who have used American products, found them 
5 1d beat it. THE pe) tight and ame Mock.” There BE oo Gare. —= . 
Welw et 19 eee aia American Feta no eer 08, Teseran to be everything and more than they expected . . . and have 
even mn back up the CAH Tir io9, Ameria ned by two strane J k J. . 
Sie Seat cee rees arene tty wet MEL We ge tes wet Yt passed the good word on to their neighbors. Profit-minded 
. ae want” the next viene 


fence dealers keep this important fact in mind: 





Wheres more American Fence jn ase Than any other brand [ 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. +* UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 
oO W ITER STATES S788 ke | 





HARDWARE AGE, MAY 28, 1953 77 








Self-Service Salesmanship 








Does self-service eliminate salesmanship? Here are 
some thoughts on the subject. 








The trend to self-service is the 
biggest development in retailing in 
recent years, but this does not mean 
that there will be less need for good 
retail salesmanship. 

Years ago when self-service was 
first broached it was considered a 
Utopian idea. Except for stock 
boys and someone at the cash regis- 
ter, the store was supposed to be- 
come an almost automatic selling 
machine. 


Practical experience has shown 
that where self-serve systems are 
now in effect in hardware stores it’s 
just as important as ever to have 
well-informed, helpful salesmen in 
attendance. 


Naturally, self-service methods 
adopted from the super-markets 
will facilitate the flow of customers. 
But, instead of eliminating the 
need for salespeople it simply makes 
it possible for them to devote more 
of their time to actual selling. 


It may be said that there are 
three types of salesmen in every 
store: Salesmen who speak; sales- 
men of the printed word, and sales- 
men of display. Each type can be 
used more effectively in the self- 
service type of store. 

The self-service idea provides the 
retail salesman with a greater op- 
portunity to become a sales spe- 
cialist. He is freed from some of 


The subjects covered in this series 
of articles on sales training are 
intended to form the basis of a 
discussion at one of your store 
meetings. Use these articles to 
start a discussion of how your 
salespeople can improve their sell- 
ing techniques. 
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the more tedious chores of store- 
keeping. 

Because there is more specializa- 
tion in self-service operations, each 
person, from stock boy to cashier, 
has more opportunity to talk with 
customers, and to help create good 
will for the store. 

The store owner also should have 
more time available for contacting 
his trade since he is more apt to 
delegate responsibility in a self- 
serve operation than if depart- 
mentalized. 

Point-of-sale displays and other 
printed material, when intelligently 
used, can be used to simplify sell- 
ing. 

Printed material can be used in 
many ways. It can be used to pub- 
licize store policies. It can explain 
a store’s services and explains its 
policies on credit, guarantees and 
returns. 

Printed salesmen can be used to 
highlight special events: A sale, a 





holiday merchandising season, re- 
minders about seasonal merchan- 
dise. 

Printed salesmen can often sug- 
gest additional items more effec- 
tively than salesmen. This is be- 
cause the mind will often retain a 
visual message longer than a spoken 
one. 

Printed salesmen can be used to 
draw attention to items that are 
new, related to others, or that are 
bargain values. 

Point-of-sale displays and other 
printed material must be used with 
some thought, for too many printed 
pieces can quickly give a store a 
cluttered appearance. : 

Mass displays always concentrate 
attention. 

Basket and carrier displays make 
excellent silent salesmen, provided 
they give the customer all the in- 
formation he needs to buy. 





Co-ordinated Program Sells 300 Electric Fans 
(Continued from page 60) 


out of the store, bring these units 
back. 

In addition to a large stock of 
small fans, the Leibolds carry a full 
line of portable window and house 
cooling fans, most units selling be- 
tween $50 and $75. These fans may 
be set on different types of pedes- 
tals in a room, placed in a window 
where they draw air through the 
rooms, or installed in the attic of a 
ranch-type home to cool the entire 
building. 

A volume of $250,000 is done by 


the store with customers drawn 
from all sections of the city. A 52- 
week toy department is one of the 
features of the store, a large out- 
door sign calling attention to its 
full-year display of lines of juvenile 
goods. 

Charles Leibold, who is now in 
semi-retirement, got his start in the 
grocery business in 1916. He op- 
erated a grocery store until 1930, 
when he added a room for hard- 
ware. In 1947 the present hardware 
store was built. 
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HAMMERLESS 


Single Barrel Shotgun 
with Automatic Safety 


Here’s the sure way to increase single barrel shotgun 








$949 


RETAIL 


sales. Show your customers the Savage Model 220— 


the only hammerless single barrel shotgun available. 


Shooters will recognize at once the twin features of ¢ A / A + 7 
hammerless action and automatic safety as truly important 
advances in single barrel shotgun design. Action MODEL 


cocks and goes on “‘safe’’ automatically as gun is 


220 


12-16-20-.410 GAUGE 


opened. Full choke. Ask your jobber salesman for 
further details on this low-cost, dependable, 


streamlined, well-balanced ‘‘single.”’ 



















Spring Tension Fore-end Fastener 
. . automatically takes up wear— 


prevents gun from shooting loose. 


Hammerless Action 
. . cocks automatically as gun is opened. 
Automatic ejector throws fired shell clear 


of gun. 


Automatic Top Tang Safety 


. . « goes on automatically as action opens. 
An important feature for all shooters 


especially youngsters and beginners. 


NOW AVAILABLE 
in 28 Gauge 


STEVENS Model 94 
Single Barrel Shotgun 


Famous, dependable, low-cost Stevens Model 94—the 
only single barrel shotgun available in increasingly 





$ 23° 


RETAIL 
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popular 28 gauge. Also available in 12—16—20—.410 
gauge. Visible hammer. Full choke. 
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NEW 


FAST SELLING 


Gift Item! 





a ee ~— 


mt Loom 


TWOSOME 


KEEPS ’EM APART yet 
COOKS ’EM TOGETHER 


Bacon & Eggs, Hamburger & Onions, 
Steak & Potatoes, Liver & Bacon, 
Franks & Beans, Pork Chops & Apple 
Rings, etc. Only one pan to clean. 
Saves time and work. The HAPPY- 
DAY TWOSOME does a double job: 
Raised-rib area grills the eatin’est 
meat you ever tasted. Flat surface 
fries evenly right out to the corners. 
All-new, different—timely. 


@ Heavy polished cast aluminum; 
black bake-proof handle, square 
shape for big capacity; stores easily 
on edge in cupboard. 


@ Special June bride packaging. Big, 
beautiful ribbon bow on handle 
marks it as a gift. Colorful label 
makes attractive, self-selling display. 


A BIG VOLUME SELLER 
at °545 
(Generous Discount) 
made by the makers of 
HAPPY DAY GRIDDLE-GRILL 


Order from your jobber 
or write us— 


The Wm. B. Watkins Co. 


2605 Broadway 


Evanston, Ill. 
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New Brownfield Store of Texas Firm 





New building of the Cicero Smith Lumber Co. 


The new air-conditioned display 
room of the Cicero Smith Lumber 
Co., opened last November, in 
Brownfield, Texas, represents 36 


| years of growth of the company 


that now operates 22 yards in 
Texas, three in Oklahoma and two 
in New Mexico. 

The new building and yard were 
designed in their entirety by Fred 
C. Smith, manager of the Brown- 
field branch, who also built and 


started the first yard of the com- 
pany at Brownfield, on March 15, 
1917. 

Every material used in the in- 
terior finishing of the office and 
showroom was used with the idea 
that it is display-in-use of mate- 
rials handled by the company. 
“Modern-fold” doors were installed 
in all offices and different panelings 
and mouldings were used through- 
out the interior. 





Modernization for $20 


(Continued from page 58) 


not confined to the classified col- 
umns. Display ads, featuring one 
item, and ranging from a quarter 
to a full page, are placed once a 
week. 

With a total of nine employees, 
maintaining ,good employer - em- 
ployee relations is of prime impor- 
tance to a successful operation. At 
one time, in addition to their regu- 
lar salaries, employees received a 
commission on all items sold, but 
the management found that sales 
people would neglect the small mer- 
chandise and concentrate on selling 
big ticket items. 

Consequently, this commission- 
salary arrangement was discon- 
tinued, and all employees received 
a salary increase with the under- 
standing that as the business 
grows, their compensation will in- 
crease, or that a bonus will be 
given. 

And to keep employees in top sell- 
ing form, store meetings are held 
once a month. At these, sales 


points and sales policies are dis- 
cussed, and the salespeople are en- 
couraged to offer suggestions for 
improving selling and operating 
techniques. 

Suppliers are invited to attend 
these meetings and to present mer- 
chandising information about their 
lines. This serves to keep em- 
ployees’ product knowledge current 
with the latest developments in 
hardware store lines. 

This year marks the 25th anni- 
versary of the Service Hardware 
and in celebration of the event, 4 
month-long special promotion is 
planned. 

Partners in the hardware busi- 
ness are Joseph Washington, father 
of Kenneth Washington, Melville 
Mortson, and George Parish. The 
elder Mr. Washington and Mr. 
Mortson are in semi-retirement, 
and so the remaining two partners 
are in active management of the 
Dunkirk store and its branch at 
nearby Brockton, N. Y. 
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SO...WHEN PEOPLE ASK YOU: 


‘t—and why ore BFISTON nous best?”’ 


they’re showing the same respect for your product knowledge as fishermen 
give to experienced skippers. 

And this year you can increase your enthusiasm for Bristol Fishing Rods. 
For Bristol’s 1953 line is built with new materials — new features — 

new fittings — new finishes. Every Bristol Rod is either brand new or a 
famous favorite redesigned to look better, fish better. 

Now Bristol fresh and salt water rods are fashioned in translucent, 
green glass — a gleaming, glamorous green with a finish as smooth as 
silk. Bristol rods look smooth — are smooth. 

Bristol has everything: high quality — perfect balance — rapier-like 
action — alluring beauty — and priced right for every wallet. Your 
customers no longer have to be “‘one rod” anglers. They can 
easily afford to have the exact rods required for different types 
of fishing; enjoy owning a few spare and extra Bristols. 
Show and know Bristol’s 1953 line; write Sealand inc for 
the new Bristol Fishing Rods catalog. 























The orld?’ 5% oz. fresh water spin- 
Ww s Only — rod -y Tv — fold- 
own lead guide — 5 

SELF-MEASURING LINE single ring guides and 

off-set top chrom- 
ium-pla — fer- 
rules anodized al- 
uminum — solid 
cork grip with 
adjustable 
brass chrome- 
plated reel 
seat and 
metal butt 
cap. 






2-piece salt water 
spinning rod — 744” 
tip — 6 graduated fold- 
down single-ring guides, 
off-set top, all chrom- 
ium-plated. Water-and 
saltproof finish — 24” 
double cork butt and slid- 
ing chrome-plated brass reel 
seat with nickel silver mushroom 
butt cap. 


Buy- the Sports Brand Millions Demand! 





ANOTHER 





PRODUCT 


Torrington, Connecticut 


Su Loe 1826 


NEW YORK.* CHICAGO * ATLANTA * LOS ANGELES 


UNON HARDWARE CO. BRISTOL HORTON, INC. RAIN-BEAU PRODUCTS CO. 
THE SPRINGFIELD CO. JOSEPH T. WOOD CO, THE T.H. WOOD CO. 
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The Use of Psychology 
In Motivating Salesmen 


‘Sales training, like shaving, 
must be continuous... if you 
don’t do a little each day you 


look like a bum...’ 


? 


by Armand J. Gariepy 


President, 


Sales Training International 


Barre, Mass. 





A. J. Gariepy, left, and Dan C. 
Swander, Jr., Columbian Vise 
& Mfg. Co., and chairman of 
the Research and Survey Com- 
mittee of American Supply & 
Machinery Mfrs. Assn. 


In 30 years of study of the the- 
ory of eugenics as applied to abil- 
ity and accomplishment in the 
individual, I have so far been un- 
able to find a grain of evidence 
where intelligence can be traced 
to heredity. 

Sheer determination builds solid 
habits, which in turn, develop into 
what are commonly and carelessly 
known as inborn aptitudes. 


An address at the Industrial Sup- 
ply Convention in Miami, Fla., 
April 18-15. 
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‘ 


Salesmen can be trained to ap- 
ply new approaches, (instead of 
the old, burned-out approaches), 
to old sales problems by introduc- 
tion of the proper motivation. In 
fact, motivation and sales train- 
ing, as opposed to peddling and 
personality selling, is the modern 
method of salesmanship. 

There’s a sharp line of de- 
marcation between the popular 
material-motivation, including sal- 
ary, bonuses, commissions and 
merchandise incentives and the 


the ideals which inspire and move 
men to unusual achievements— 
even something as simple as 
“pride of workmanship.” 

To be honest we must answer 
three simple questions which lie 
deep in the subconscious minds 
of most salesmen: 

“Why should I work hard?” 

“Have I the ability for unusual 
achievement?” 

“What are the rewards, other 
than financial?” 

These may be answered by rec- 
ognizing the basic subconscious 
desire in all men to want to be- 
come more adequate, for while 
they may not be able to explain 
it, they know that adequacy is the 
only possible key to security. 


Selling Is Good Explaining 

There’s a two-word definition of 
selling — good explaining. But 
don’t we all fail pretty miserably 
at explaining pretty important 
ideas as parents, teachers and 
managers of industry? 

Who of you has won the confi- 
dence of your children, your 
wives, or your employees? 

A demanding attitude only gets 
a part of the job done, reluctantly. 

Make a professional approach 
to selling by these steps: 

Develop the desire to be a pro- 
fessional; 

Acquire the knowledge of a pro- 
fessional; 

Develop the capacity for the hu- 
man relations required of a pro- 
fessional; 

Acquire the ethics of a profes- 
sional, and 

Develop the discipline of a pro- 
fessional. 

Your salesmen cannot be trained 
with one of two quick, magical in- 
jections. Training must be con- 
tinuous and, like shaving, if you 
don’t do a little bit each day you 
look like a bum.” 

We can’t expect to see much 
progress in the field of selling 
until, through diligent study of 
psychology, we learn at least as 
much about people as we now 
know about machines and ma- 
terials. 

In salesmanship, as in most 
things, success depends on neces- 
sity—that is, motivation. 
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- You're linked to 


steady sales with 
HODELL CHAIN 


There’s always a demand for chain, the year around. 
Whether you sell to home or farm or industrial customers 
... you'll want a dependable source for a complete line 
of chain to meet the demands. You'll find that Hodell ... 
with a full line of high-quality welded and weldless chain 
... can fill all your needs. 

Hodell helps you sell by making a variety of chain 
assortments and many hardware specialties for your 
profitable chain merchandising. 

Leading hardware distributors will take your order now 
for Hodell Chains. For complete information on the 
Hodell line, write for your Hodell catalog today. 


Home and Farm 





TYPES OF CHAIN: Jack, woven sash, safety, pump, Bulldog, Samson, 
register, stamped sash, BBB coil, proof coil, Liberty machine, Liberty 





Industrial 
coil, passing link. 

HARDWARE SPECIALTIES: Dog and halter chains, cow ties, log 
chains, porch swing chain sets, tie-outs, kennel and exerciser chains, 
anti-cow kickers, wagon and utility chains, chainvenders, household 
chain assortments. 

ATTACHMENTS: Swivels, snaps, eyebolts, S-hooks, toggles, ceiling 


hooks, grab hooks and slip hooks. 
Marine 





HODELL CHAIN COMPANY e Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





Vetiaaed 


CHESTER HOISTS 


axe’ 


FASTENERS S/ HODELL CHAINS 
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NO WASTE — Gold Seal Friction Tape tears 


evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 


LASTING “TACK” — Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 

ik FRICTION and RUBBER 
TAPES — In either 10-roll 
cartons or single rolls. 
Every roll sealed in cello- 
phane, stays fresh. Jenkins 
Bros. (Rubber Division), 100 
Park Ave., New York 17. 











STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber 
Tapes which also meet ASTM Specifications. 
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Appeal to Outdoor Sportsmen 





It Pays 


Institutional ty pe to Play! 


ad attracted four 
types of sports en- 
thusiasts. 


etc. 





Nor have we forgotten 
those interested in 
archery, baseball, soft- 
ball, badminton, camp- 
ing, hiking, picnicking, 


Yes! You Can Rely on Babcock’s 
for Quality Equipment. 


“Babcock’s Sport Shop Where Vacations 
With Happy Endings Begin” 


Biecact RINDS & BNDERWOO 
*gis- HARDWARE £3 


Let's Play on Decoration Day 
With Sports Equipment From 


BABCOCK’S 
SPORT SHOP 


TENNIS PLAYER, GOLFER 
4 FISHERMAN—BABCOCK’S 


SPORT SHOP CAN MAKE YOUR 
VACATION A MEMORABLE ONE 


Remember the two features that 
establish us as the outstanding 
sport shop in this section. One— 
mammoth size of assortment in 
stock; Two—the linee we carry 
are tops in quality. 


ak 


we 











To residents of Binghamton, 
N. Y., Babcock’s Sport Shop—part 
of the retail division of Babcock, 
Hinds & Underwood—has long been 
known for its varied stocks of team 
and individual sports gear. The 
Sports Shop unit helps sell its 
wares and services with institu- 
tional type advertising. 


Last May, a 3 column by 8% in. 
ad emphasized the “It pays to 
play!” theme with this eye-catcher 
ad directed to golfers, ball players, 
anglers and tennis fans. Aimed 
particularly at the Decoration Day 
trade it stressed the big stocks and 
good quality of the store’s offer- 
ings. 





Attracted Outdoor Living Fans 





A wide variety of outdoor cookin 
was shown by Coast Hardware in 


serving and eating equipment 


udio City, Callif., in this window 


display with a canopy marked, “planned for outdoor living.” Green 


and white stripe 


paper formed an attractive background. 
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ciate A “MUST” FOR SPONGE MOP USERS! 
A SURE-FIRE SELLER FOR YOU! 


Wheeling does it again... designs and builds this 
Oval Pail...made especially for use with sponge mops! 





The All-Purpose 12 quart Galvanized 


Wisi las Cmmamans Wlenss It’s a great new sales-booster! 


@ EASIER TO USE! Any sponge mop fits into Yes, Wheeling makes the news, and you make the 


this pail with plenty room to spare! sales! Get in touch with your Wheeling Representa- 
@ EASIER TO POUR! New oval shape makes tive or the nearest Wheeling warehouse. 
a natural pouring lip! No spill! No mess! 


@ EASIER TO CARRY! Carries without bump- 


ing! Perfectly balanced! Sell the complete line of 
Wheeling Ware, Conductor Pipe, 


SAFER TO USE! Fi i 
* R TO USE! Fits securely on sills, steps Sevus Heoaah, Gtben, 

















and stepladders! Roofing and Cut Nails. 
= WHEELING CORRUGATING COMPANY +» WHEELING, WEST VIRGINIA 
5, want ATLANTA © BOSTON + BUFFALO * CHICAGO * COLUMBUS * DETROIT * KANSAS CITY 
a LOUISVILLE + MINNEAPOLIS * NEW ORLEANS * NEW YORK * PHILADELPHIA * RICHMOND © ST. LOUIS 
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“Diversification” 





by Paul J. Stine 





Harry P. Leu, Inc., 

Orlando, Fla. 

and 

Chairman, 

Joint Research & Planning Comm. 
of Southern & National Associations 


The importance of research is 
appreciated by all of us, but re- 
search must not be confined to the 
scientist alone. 

Dr. Charles F. Kettering has de- 
fined research as “simply finding 
out what you are going to do when 
you cannot keep on doing what 
you are doing now.” 

The Research and Planning 
Committee at present consists of 
three members representing the 
National Association and two 
members representing the South- 
ern Association. The chairman of 
the Joint Industry Committee also 
serves as an ex-officio member. 

The duties of the Research and 
Planning Committee are: 





‘An address at the Industrial 
Supply Convention in Miami, Fla., 
April 18-15. 
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“Cooperative effort of study 
and action on the part of both 
manufacturers and distributors 
will lead to more productive 


sales meetings... 


1. To explore the field of dis- 
tributor operations with a view 
to determiningn whether and how 
these can be improved from the 
standpoint of the distributors 
themselves, and whether changes 
in the policies and procedures of 
their supply sources are deemed 
advisable. 

2. To develop ideas and sugges- 
tions for an association program 
designed to channel a larger vol- 
ume of profitable business through 
the industrial supply distributor. 

We were instructed at the mid- 
year meeting to make a survey on 
robbery and theft and have circu- 
larized the membership with this 
in mind. This sturdy shows that: 


Results of Study 


25 pct of the members reporting 
had thefts occurring in the last 
few years; 

54 pet have installed ADT or 
similar burglary alarm systems; 

15 pet report premises lighted 
at night; 

141% pet carry burglary insur- 
ance; 

14 pet employ night watchmen, 
and also 

Quite a number of companies 
keep tools and other valuable 
items in a separate place under 
lock and key. 
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Other companies take such pre- 
cautions as detective service to 
check periodically on employees, 
while we find others completely 
fencing their premises as well as 
paying particular attention that 
all openings such as doors and 
windows are securely fastened. 

I have an interesting letter of 
Jan. 6, 1953, from Frank Cruger, 
of the Indiana Manufacturers Sup- 
ply Co., summing up their case. 

Burglary and break-ins of in- 
dustrial supply houses in the mid- 
dle west has increased greatly 
during the last three years. Chi- 
cago, Ill., Rockford, Ill., and Day- 
ton, Ohio, have sustained severe 
losses during this period. During 
these years the writer has fur- 
nished the National Association 
office in Philadelphia with the de- 
tails together with the approxi- 
mate amount of loss and the type 
of merchandise stolen. Inasmuch 
as it is believed that some of this 
stolen merchandise is taken across 
state lines, the writer has notified 
the local F. B. I. office of this sit- 
uation, together with a list of the 
stolen material. Unfortunately 
nothing has been recovered in any 
of the instances mentioned above. 

Although our company has not 
suffered a burglary, we have 
taken the precaution of installing 
an ADT certified burglar alarm 
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is America’s Most-Wanted Steel Tape 
Seeing is Selling with WYTEFACE! 
easy-to-read jet 
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GIVE THEM DISPLAY IT WILL SURELY PAY! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 


5 if Son Francis t Angeles * Montr 


HANDY? WYTEFACE T FAVORITE? WYTEFACE 
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’ CAN BE THE 


“LOW BID” 
WINNER 


WITH H-W ACE QUALITY 
HARDWARE SPECIALTIES 


You score against competition 

without magic tricks when you fea- 

ture H-W rust-proof Hardware Special- 
ties. Their low “~~ trumps competition 


Pp s t; their 9: 
and satin-smooth finish win all beauty bids. 
H-W interior and exterior utilities and H-W 
house numbers meet the critical specifications 
of builders ry are priced to win low-bid con- 
tracts. Mr. & Mrs. America, too, prefer them. 
H-W Hardware ialties are made the mod- 
em = for rn living. Precision pressure- 
cast rust-proof zinc alloy by specialists 
who their faciliti their skill, 
their “know-how” to give you the outstanding 
values in the field. Be sure to get our catalog— 
@ buyers’ guide that gots the way to in- 
creased sales and profits. The coupon is for 
your convenience. Fill it in . . it—NOWI 
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2116-26 W. Nicholas St. 
Philadelphia 21, Pa. 
Canadian Sales Agents: 
Geo. $. Holl & Co. 

25 Grenville St., Toronto 1 


MAIL TODAY FOR os 
FREE CATALOG Wanted By: js, 


NAME__ 
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system. This certified system 
gives you a reduction in your 
burglary insurance rate. 


Not So Expensive 


During our recent investigation 
of insurance rates, we have found 
that it is not as expensive as we 
first believed it to be. Of course, 
rates vary in different localities. 
We should point out that our 
members should be advised that 
“forced entry” clauses in many 
insurance policies will occasion- 
ally cause some difficulty. 

In the case in Dayton, Ohio, a 
watchman for an industrial dis- 
tributor opened the door at night 
when someone knocked on the door 
and was then overpowered. The 
insurance company contends that 
this was not a forced entry, with 
the result that the industrial dis- 
tributor is now suing the insur- 
ance company. This has happened 
in two cases during the last two 
years with which the writer is 
familiar. 

Some months ago we had some 
correspondence with our good 
friend, Harry Rinehart, about a 
blanket policy to cover all dis- 
tributors who might wish to en- 
ter into such an arrangement. 
However, it was found that the 
rate varied due to locations and 
it was not considered feasible. 


Perhaps it may be wise to take 
a poll of the membership concern- 
ing the idea of offering a suitable 
reward for the arrest and convic- 
tion of participants in a burglary. 
This may serve as a deterrent if 
a small sign could be furnashed 
to each distributor that could be 
attached to an entrance door or 
in some other prominent place. It 
probably would be well to differ- 
entiate between burglars and 
thieves. Insurance on merchan- 
dise stolen on your place of busi- 
ness during store hours is much 
more expensive than burglary in- 
surance. We have always believed 
that merchant policemen offered 
the best protection unless, of 
course, the company had a night 
watchman. 

We must also consider the other 
angle of inside theft as no busi- 
ness escapes dishonesty forever. 
You can protect your company, 


however, in this instance very well 
by insurance, and I might suggest 
that you contact your local insur- 
ance agent with the idea of get- 
ting whatever coverage you need 
to protect your business. 

I would also like to suggest that 
you look into the matter of prod- 
uct liability insurance. We have 
records of grinding wheels ex- 
ploding, as well as welding equip- 
ment, and unless the manufac- 
turer has thoroughly covered his 
products by liability insurance he 
could be in for a great deal of 
expense and trouble. There are 
usually three limits on product 
liability policies. 


Three Limits 


1. Limit per person; 

2. Limit per accident; 

3. An aggregate limit during 
the policy period. 

I asked our local insurance firm 
for information as to the expense 
of the policy and he gave me the 
following figures: 

The rate per $1,000, in sales 
covering the amount of $100,000 
to $200,000 bodily injury liability 
with aggregate limits of $200,000 
would be 17 cents. The property 
damage liability rate would be 
.01 cents per $1,000 of sales cov- 
ering in the amount of $10,000 
each accident and $25,000 aggre- 
gate. They did recommend that 
we consider purchase. We are, 
however, carrying public liability 
which protects us as long as the 
goods remain in our possession. 

The committee strongly recom- 
mends that each individual firm 
make an immediate investigation 
of the coverage and make ade- 
quate provisions to secure pro- 
tection. 

With the approval of presidents 
Perkins and Torell, and with per- 
mission of the Syracuse Supply 
Co., we have had reprinted the 
booklet “Sales Helps,” together 
with the check sheet which can be 
used by the distributor and manu- 
facturer alike so that they can 
find out the effectiveness of their 
sales meetings. 

The Southern and National As- 
sociations through joint effort are 
making this possible. Two copies 
of each booklet will be mailed 
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The Great New Name 
in Housewares 


OFAN EI DYN 


at OF ™ or 


CO 
eG Gemratoed by 
Good Housckeopiag 
<<? AbveaTistO at 


CAL-DAK TRAY 


High Profit! Fast Turnover! 


Cat-Dak tray tables pull in customers! 
Dealers testify they’re a sell-on-sight 
item. Price, construction and dozens of 
convenient uses combine to make 
Cat-Dak tray tables a must for build- 
ing profits. Sturdy and steady tubular 
steel frame topped with a beautiful 
full-color, clip-on tray...choice of 8 
floral and scroll patterns. Fits comfort- 
ably over the knees...folds flat for 
easy storage. Your customers will want 
several handy, inexpensive Cat-Dak 
tray tables for TV dining, buffets, bed- 
side stands, patio, etc. 

; ¢ Only Cal-Dak Makes 
+ the “Cal-Dak Tray” 


Fai 
a Price $2095 


A Growing Line of 
Fine Housewares 










Cat-Dax onions in products that make 
living easier for f.4 customer and selling 


easier for you. in the ever-increasing 
number of stores that are adding this profit- 
able, fast-selling line. 


Write for Full-Color Catalog Sheets on Complete Line 
Colton, Californi 
CAL-DAK Ehicego Heights, illinois 
90 














with the check sheets to each 
member of the two industrial dis- 
tributor associates and to all mem- 
bers of the American. We believe 
that this cooperative effort of 
study and action on the part of 
both manufacturers and distribu- 
tors will lead to better and more 
productive sales meetings. 


Vicious Propaganda 

The “Hold Harmless” clause 
like the following one is in itself 
a rather vicious bit of propaganda 
and will require quite a bit of 
work on our part and some edu- 
cation on the part of the present 
users to discourage its use: 

“Seller warrants all material or 
services delivered hereunder to 
be free from defect of material 
and workmanship and to conform 
strictly to specifications, drawings 
or samples specified or furnished, 
and agrees to indemnify and hold 
harmless the buyer against any 
and all liabilities whatsoever for 
damages or injuries which may be 
incurred by the buyer by virtue 
of defective material or workman- 
ship in the articles or materials 
supplied hereunder.” 

The courts have universally ad- 
hered to the principle that a per- 
son is bound by the writing he 
signs. This is equally _ true, 
whether or not he actually read 
it. In applying this principle, 
however, they have properly set 
up standards and safeguards as 
to what portion of the printed 
matter can reasonably be consid- 
ered as part of the writing in con- 
tract. Anything that is in the 
body of the order or contract and 
appears on its face is definitely 
considered as part of the contract. 
Once you begin to work around 
the outer fringes of the paper, 
you are assuming the burden of 
proving that both you and the 
other party intend and understand 
that the marginal provisions are 
to be considered as part of the 
contract on its face. 

Gordon W. McKean, member of 
the firm of McLaughlin, Stickles 
& Hayden, New York, states that 
the the courts go to great ex- 
tremes to absolve a contracting 
party from printed provisions on 
the back of an innstrument de- 
signed to put something over. In 


a District of Columbia decision, 
the court made this observation: 

The practice of attempting to 
incorporate conditions in a con- 
tract by indorsement of same 
upon the back or any other part 
thereof is one not to be encour- 
aged; and there seems to be no 
great reason for holding a party 
bound by such indorsement on a 
contract of this nature, unless ob- 
served and assented to by him. 

Also, the courts will sometimes 
hold that the printed provisions 
on the back do not constitute part 
of the offer so as to bind the seller 
or person accepting the order. 

The Joint Educational Aids Com- 
mittee program is a long range one 
and requires a great amount of 
continuity. We recommended to 
the governing board that a com- 
mittee be set up of five members 
for terms of 5, 4, 3, 2, and 1 
years, with a new member elected 
each year, to administer the needs 
of the industrial supply industry. 

We do know, however, that sev- 
eral very fine national firms who 
have had a policy of price mainte- 
nance over a period of many years, 
have successfully kept their prices 
maintained. It might seem that 
it is possible if the willingness is 
there. 

Fate of fair trade is still in 
doubt—despite such apparent val- 
idation as passage of the Mc- 
Guire act in which congress legal- 
ized non-signer clauses in state 
price-maintained acts. 





HARDWARE HUMOR 
By Hardware Age 





"You're not buying just a net, 
sir—you're buying protection 
against mosquitoes.” 
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$e No Chipping 
$e No Scraping 
3c No Scrubbing 


No Other Oven Cleaner 
Like It — Works 
faster, more thor- 
oughly. No odor. 
Pure white cream... 


easier to see on dark 


surfaces. FREE ap- 
plicator ...to save 
your hands. 


OVEN 
CLEANER 


Removes 


BR YY WYNN V4 \ 


Burnt-on Food 
and Grease Fast 


WEIGHT 


LIST 


List 
EACH 


Everybody's Reading 
About It — Tested by 
a large, independent, 
scientific laboratory. 
Recommended by a 
famous national mag- 
azine. People every- 
where are enthusiastic 
over the time it saves 
... the brilliant job it 
does . . . the labor it 
eliminates. 


ITEM SIZE | PACK 


WEIGHT 
14 Ibs. 


hfe by 


y- Holest chemical housewares itene : 


That’s what we hear North-South - East- West 


silver 
cleaner 


Sparkles 
in Seconds 


PER CASE 
$11.76 


ij 


> 





$.69 ff cAs-8 | 80x. | 1 dex 


$ 8.28 
1 doz. 27 Ibs. 


11.76 | .98 ff EAS-20 | 20 oz. 
For best discounts, order in case lots 


12 Ibs. 
23 Ibs. 















































Easy-Aid products are widely advertised in magazines, 
newspapers, radio, and TV. 

Easy-Aid’s well-known policy of dealer cooperation pays 
Yo of dealer's own advertising. 

Ask for FREE mats and display material. 


G. 
“+ COUSHLAN 60... Wee Oreguldey on 


mney Sweep De A 
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These ideas have proved profitable to retailers in other fields, but with a 
little ingenuity they can be adapted and put to work for you too. 


1A e i Co er KK 


PIE-O-GRAPH: Showmanship 
with a definite sales angle marks 
the difference between a success- 
ful merchant and just another 
store keeper. 

An enterprising Seattle restau- 
rantman realized this so he cre- 
ated a “Pie-O-Graph” chart—to 
impress his customers that he 
makes the best green apple pie in 
the world. 

Inside his cafe the hungry 
diner’s attention is caught by the 
huge “Pie-O-Graph” that records 
up-to-the-minute figures on the 
number of pies the restaurant has 
baked since opening day in 1920— 
amounting to more than two mil- 
lion pies so far. 


1920 1940 1953 





Maybe you don’t sell apple pies 
in your store. But how many tools 
have you sold since you first start- 
ed business? Or, how many ac- 
counts do you have? 

You can adopt a similar bit of 
showmanship to your business vol- 
ume. The public has respect for 
size, for volume. They will realize 
that what you have must be out of 
the ordinary or you wouldn’t have 
been able to sell so much in your 
community. 
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EGGING ’EM ON: Two rural Min- 
nesota stores hatched this idea. 
They offered customers 8¢ a 
dozen above the market price for 
eggs exchanged for merchandise. 





The hens must have worked 
overtime . . . 10,300 dozen eggs 
were brought into both stores, 
which in turn sold the eggs to 
local produce houses. 

One farmer turned in 390 dozen 


eggs on the purchase of a bed- 
room set. (He figured his chickens 
needed a rest instead of a roost.) 

One store reported its business 
soared 412 pct for the 3-day event 
over the same period the year 
before. 

* * * 

TOP PRIORITY: To get the great- 
est benefit out of air mail, we sug- 
gest that in addition to putting an 


FT > 





air mail sticker on the envelope, 
you should also place one at the 
top of each letterhead. 

This gives the correspondence 
the attention it deserves when it 
reaches the desk of the addressee 

. . especially the busy-executive 
type whose secretary opens his 
mail and tosses the important air 
mail envelope in the waste basket. 





PHONEY BUSINESS: You pay 
the same for your telephone 
service whéether you make one 
call or 100. So why not take full 
advantage of your phone ser- 
vice to get the same results as 
this Maryland retailer? 

In a drive to increase cash 
sales, he began taking the 
phone numbers of €.0.D. ac- 
counts. Every few days he’d call 
them, mention that he was mak- 
ing a delivery near their home, 
and would they like him to drop 
something off at their house, 
too? 








These people couldn’t thank 
him enough for thinking about 
them, and many part-time cus- 
tomers soon became full-time 
accounts. The scheme has been 
so successful that he now picks 
phone numbers at random with 
the same good results. 


A grocer puts the same idea 
to work this way: Each year he 
keeps a list of all his turkey 
customers at Thanksgiving 
time, The day after this festive 
occasion, he calls these custom- 
ers and asks them how they en- 
joyed their dinner. 


Nearly everyone admits they 
were completely happy, and this 
gives the grocer the opportunity 
to take their order for Christ- 
mas. 
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Sales Maker 
Deal! 


CHENEY 


Nail Holding 
Hammers 


Now is the time to place your order 
for the great new Cheney Sales Maker 
Deal combining the outstanding ham- 
mer, value with the proved sales aid 
display. Here's the deal 


8 No. 938 hammers, 16 ox. 
2 No. 937 hammers, 20 oz 
2 No. 944 hammers, 18 oz 
1 No. 938 hammer, 16 o2., 
for use with display, at half price 


1 Sales Maker demonstrator and 
sign—free 
Hammers available in either bell 
or octagon face 

Bonus The New 

Cheney Nail Chart 

with each order 


CORP. 


Gevvee PaLts. w. ¥., U.S. a. 





a dealer’s viewpoint on 


| Independent and Dealer-Owned Wholesalers 


16, 1953. 


Dear Sir: 

It is with deep interest and satis- 
faction that we have just read your 
article, “As I See It” in the April 
16th issue of HARDWARE AGE, on 
page 91. For one reason, we are 
glad to see this issue brought to 
light where we can all look at it 
objectively. 

We believe your article places the 
most emphasis upon how it looks to 
the independent wholesaler, espe- 
cially when it is affecting his sales. 
We would like to state how it looks 
to an independent hardware dealer 
in a small town who buys from both 
the independent hardware whole- 
saler and is also a member of a 
dealer-owned wholesale hardware 
house. 

While it is true the dealer owned 
house does not hire salesmen in the 
sense that someone comes around 
periodically to dopy down orders 
from want books, they do furnish a 
very complete descriptive catalog 
which is kept up to date every week 
with price changes and new list- 
ings. 

Furthermore, that catalog quotes 
prices in everyday figures and not 
in one or two code prices that only 
the wholesaler’s representative can 
decipher. The catalog is also a 
great help to the dealer to sell di- 
rectly from in many cases. 

It has been our experience with 
some salesmen that they either do 
not know what they are selling or 
else feel that merely by intimating 
that the article may become scarce 
that the sale can be made. It is our 
belief that too few wholesale houses 





use the careful system of training 


The following is a copy of a letter written to Mr. O. W. Ahl, 
president of Hibbard, Spencer, Bartlett & Co., the author of 
the article, “As I See It,” published in HARDWARE AGE, April 
HA publishes this discussion in keeping with its 
policy of encouraging intelligent, constructive discussion of 
matters of interest to the hardware trade. 
pressed in this letter are those of the writer, Mr. C. Post, and 
are not necessarily those of HARDWARE AGE. 


The views ez- 


their salesmen that Saunders Nor- 
vell writes of with such feeling in 
“Forty Years of Hardware.” 

While it is true that it does take 
time to fill out the dealer-owned 
wholesale house order forms and 
check the catalog, the dealer can do 
it at times when he is not rushed 
by customers or other pressing 
matters. We do not honestly be- 
lieve that it takes any more time 
that way than it does with the time 
taken up by salesmen. 

Your article states that the dealer 
should have the choice of having 
the salesman or of ordering directly 
at a savings of the salesman’s com- 
mission. Our experience with di- 
rect orders has not been too suc- 
cessful simply because the order 
fillers back at the house have a 
tendency to be prejudiced in favor 
of the salesmen’s orders and slight 
the direct orders. 

As you no doubt know, in the 
smaller communities there is a feel- 
ing among the independent hard- 
ware dealers that if they buy from 
one wholesale house, then the sales- 
man for that company should not 
call upon the one or two other com- 
peting dealers in the same com- 
munity. The wholesaler’s salesman 
always answers that one that if the 
dealer will exclusively buy from 
him, then he will make no other 
calls in the same town. 

To illustrate the situation, in a 
community of which we know, of 
less than 2500 population, one whole- 
sale house has placed three of its 
tool bars. As a member of a dealer- 
owned wholesale group, we know 
that situation can never come about 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2155 SCRANTON ROAD « 





Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile — 90,000 p .s. i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertly made 
by the pioneers in producing con- 
necting rod bolts by the cold 
upset process. 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue print 
specifications — hexagon head 
hard; polished if specified — 
threads soft to close tolerance -- 
points machine turned; flat and 
chamfered. 


% 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
—— covered. Finish: plain, 

plated, cadmium plated. Size: 
9/16 3/4”, 15/16” across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 
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SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 













WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 











Every factory, machine shop, garage 
_ and home workshop in your locality 
a‘ is a potential customer for 


“The wire of a thousand uses” 





JOHNSON XLO MUSIC SPRING WIRE 


is packaged for easy handling and attractive display. “The 
wire of a thousand uses” is a must item for the up-to-date 
hardware store because it is a ready answer to the need for 
high carbon wire in small quantities. 


JOHNSON XLO Music Spring Wire is drawn with micrometer 
precision. The wire range — from .003” (38,026 feet to the 
pound) up to .200” (9 feet to the pound). Packaged — % lb., 
Y2 Ib. and 1 |b. 


eee 
SESS : 


x 
ote 





“Johnson Sets the Standard of the Industry” 


—JOHNSON 


JOHNSON STEEL and WIRE CO., INC. 


Worcester 1, Massachusetts 


<a 


em 


A SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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for us simply because as stockhold- 
ers we exercise some control over 
the selling policies. 

While we believe nothing will 
ever replace the face to face meet- 
ing of either house’s representative 
and the dealer, that does not mean 
the dealer must buy exclusively 
from the regular wholesale house in 
order to stay in business. As an 
independent dealer we feel that we 
are entitled to cut whatever corners 
we can in order to stay competitive, 
and if owning stock in a dealer- 
owned wholesale house does that 
for us, then we believe that we are 
entitled to do so, if only from the 
dollars and cents savings involved. 

Very truly yours, 

Clarence A. Post 
Post & Post Hardware, 
Knightstown, Ind. 


Efficient Display 
(Continued from page 73) 
shelved so that merchandise can be 
kept in an orderly fashion at all 

times. 

With the exception of television 
sets, the firm has increased its 
business 25 pct on standard lines, 
simply through better display and 
the better organization of the dis- 
play floor. 

Television is still in its infancy 
in central Maine, since Bangor got 
its first telecasting studio, in Feb- 
ruary. However, it did not take 
the Chase brothers long to get into 
this field because there is a po- 
tential of several thousand sets for 
the great Skowhegan area 
and the Blunt store will get 
share. 

The firm got its name from its 
founder, in 1865, when James P. 
Blunt opened his shop. Three gen- 
erations of Blunts came into the 
store—James, his son, Albert, and 
his grandson, Wallace. Eventually 
Wallace Blunt and Eben Chase were 
in business together. About 1921 
Eben Chase became sole owner of 
the business. 

Eben Chase was joined by his 
son, Errol, and when both men died, 
the business was carried on by 
Elliott Chase, secretary and general 
manager, and Fred Chase, trea- 
surer. 


its 
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Triples Pet Supplies © 


Compact open display shows 
wide variety of pet supplies in 
a way inviting self-service. 


When the Busse Biermann Co. in 
Mt. Prospect, Ill., installed a special 
display rack for pet supplies in 
front of its wrapping table it 
quickly tripled its sales of these 
goods. Since moving the pet sup- 
plies department from a counter to 
its own special display stand, the 
firm has been able to show a wider 
variety of supplies and feeds. 

Prices are plainly indicated on 
the shelves of this serve-yourself 
unit and its location encourages 
many impulse sales. 





Five-Year-Plan 
(Continued from page 66) 


least twice that of the older layout, 
and it is a policy of the owner to 
have a well lighted store both day 
and night. Fluorescent lighting fix- 
tures have been installed through- 
out the display room. Three recessed 
spotlights brighten the store’s dis- 
play window. 

Have the improvements been a 
good investment? 

Says Mr. Valuch, “Our traffic 
is much heavier since the last phase 
of our remodeling project has 
been finished. Many people comment 
about the large stocks they see. We 
note that more customers do more 
browsing through the store and 
there has been a good increase in 
impulse sales.” 
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Campbell Proof Coil and BBB Coil 
Chain, in regular or hot galvanized 
finishes, come in ‘Cam-Pak” fibre 
board containers. Handles easier... 
no wood to splinter...no nails to snag. 


JOBBERS — “Cam-Pak” saves you cost of re-packing 
for re-shipment. 


DEALERS — "Cam-Pak” makes eye-catching displays 
... takes minimum space. 


These standard units are available, labeled 


for footage, chain size, grade and load limit: 


3/16”—250 ft. 
1/4” —150 ft. 


Onder CAM-PAK—zhe Projet Pack! 


5/16”—100 ft. 
3/8” — 75 ft. 





Chain for every need . . . INDUSTRIAL 
FARM...MARINE... AUTOMOTIVE 


CAMPBELL CHAIN @Gousany 


MAIN OFFICE: YORK, PA 





West Burlington. lowa; Portland, Oregon; Sacramento, Calif. 





Makers of famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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© ht 


HOURS 
CONTINUOUS 
SERVICE WITH.. 


NIVERSAL: 


PUMPS : 
and WATER SYSTEMS4 


a 





Universals can really take hard usage. 
They are engineered to meet the tough, 
exacting demands of 24 hour service... 
over 300 models .. . Write for catalogue 
describing injector and centrifugal units for 
home, farm and industry. 










A-Convert-!-Jet 
allow well, self 
priming, city pres- 
sures, convertible to 
deep well. 


B -Multi-Stage Pumps 
Larger volumes of 
water at high dis- 
charge pressures 
from depths to 300 
fact. 





TROUBLE 
=\| FREE” 


Dept. HA-6 
# 132 

















\ L aaae 4 
UNIVERSAL MFG. CO. 

H 1440 San Pablo 2114 South 4ist St. 

t Berkeley 2, Calif. Louisville II, Ky. 

a 

benwwn There's a Universal for you!!! amas 
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1953 


May 
24-27 Winter Sports Show 


June 
9-10 Carolinas Assn. 
9-11 Aviation Trade Show 
11-13 Texas Wholesale Hdwe. Assn. 
11-13 Texas Hardware Boosters 





July 


13-17 Nat. Housewares and Home 
Appliance 
26-29 Surplus Dealers 


August 
3-14 Merchandise Mart Gift Show 





Convention Check List 


22-July 2 Int. Home Furnishings Market 


13-16 Nat. Retail Hardware Congress 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








For complete details about the convention listed by dates, below, see 
the alphabetical listings following this quick check list. 


3-14 China, Glassware, Pottery Market 
9-14 Nat. Fishing Tackle Show 


September 
7-12 Hardware Golf Assn. Tourna- 
ment 


October 
5-9 National Hardware Show 
11-14 Atlantic City Hdwe. Convention 


1954 


January 
12-14 Garden Supply Show (Chicago}) 
17-20 Nat. Sporting Goods Show 


February 
2-4 Garden Supply Show (New York} 
9-10 lowa Assn. 
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16-18 Michigan Hdwe. Assn. 





National Events 


American Hardware Manufacturers 
Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


Aviation Trade Show (Second Inter- 
national), June 9-11 at the Hotel 
Statler, New York City. Sponsored 
by Aircraft Trade Shows, Inc., 
Hotel McAlpin, Broadway at Thirty- 
fourth St., New York City. 


China Glassware & Pottery Market, 


Aug. 3-14 at the Merchandise Mart, 
Chicago, IIl. 


Garden Supply Shows (National) late 
in October, 1953, on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954, 
at the 71st Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, director. 


Gift Show, Aug. 3-14 at the Merchan- 
dise Mart, Chicago, IIl., includes 
furniture, floor coverings, house- 
wares, major appliances, electric 
housewares, radio and TV, toys, 
games, wheel goods, chiua, glass- 
ware, pottery, and gifts. 


Hardware Golf Assn. Tournament, 
Sept. 7-12 at the Broadmoor, Colo- 
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rado Springs, Colo. Actual days of 
the Tournament are Sept. 9-11. 
Sponsored by the Hardware Golf 
Assn. Secretary, William J. Shaw, 
4415 W. 72 Terrace, Prairie Vil- 
lage 15, Kan. Reservations should 
be made directly to the Broadmoor. 


International Home Furnishings Mar- 


ket, June 22-July 2 at the Merchan- 
dise Mart, Chicago, IIl. 


Materials Handling Show, May 18-22 


at Convention Hall, Philadelphia, 
Pa. Sponsored by the American 
Materials Handling Institute. 


National Builders’ Hardware Exposi- 


tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants. W. A. 


Mathewson, executive secretary. 
Administrative offices of both 
groups, 420 Madison Ave., New 
York 17, N. ¥. 


National Fishing Tackle Show, second 


annual, Aug. 9-14 at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by The Association Fishing Tackle 
Manufacturers, 430 Bond Bldg., 
Washington 4, D. C. John M. 
Holmes, secretary-treasurer. 


National Hardware Show, Oct. 5-9 at 


Grand Central Palace, New York 
City, Fishing and Hunting Division 
of National Hardware Show to be 
held at 71st Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Housewares and Home Ap- 


pliance Show, July 13-17 at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 


Assn., 1140 Merchandise Mart, Chi- 
cago 54, Ill. A. W. Buddenberg, ex- 
ecutive secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis, Ind. 


National Wholesale Hardware Assn., 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquar- 
ters at 1900 Arch St., Philadelphia, 
Pa. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., One North LaSalle St., Chi- 
cago 2. Secretary, G. Marvit Shutt. 


Sports Show, National Winter Sports 
Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St.. 
New York 10, N. Y. 


Store Modernization, Building and 
Maintenance Show, June 9-12 at 
Madison Square Garden, New York. 
Sponsored by Store Modernization 
Institute, 20 E. 55th St., New York 
os. XN. 7. 


Surplus Dealers Trade Show and Con- 
vention, July 26-29 at the Palmer 
House, Chicago, sponsored by the 
National Surplus Dealers’ Assn. 
Horst H. Backer, executive director 
of Convention Committee, 566 W. 
Roosevelt Rd., Chicago 7. 


Regional Events 


Texas Wholesale Hardware Associa- 


tion and annual joint meeting with 
the Texas Hardware Boosters Club, 


June 11-13 at the Plaza Hotel, San 
Antonio. Secretary, Howard Wed- 
dington. 


State Events 


Carolinas, Hardware Assn. of, conven- 


tion June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


fowa Retail Hardware Association, 


convention and exhibit, Feb. 9-10 
at State Fair Grounds, Des Moines, 
Iowa. Convention headquarters, 
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Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, Mich., man- 
ager. 











... 1 Corners or anywhere ... 
Save time, cut costs with 


TOLEDO 


‘DROP HEAD TOOLS 


HANDY FOR CLOSE CORNER JOBS 
These popular Toledo Ratchet 
Threaders are small, light, com- 
pact. Preduce clean-cut threads 
easily ... anywhere. 

QUICK CHANGE OF SIZES. Die heads 
drop into ratchet from either side 
held securely. 

DIES OF FINEST TOOL STEEL. Precis- 
ion-ground. Die segrhents can be 
reground when dull or replaced at 
small expense. Three models: No. 
00—%’”’ to %”; No. 11—%”’ to 
1¥%’’; No. 12— 4” to 2” pipe. 
ORDER THROUGH YOUR SUPPLY 
HOUSE. Write for catalog 11a52. 
The Toledo Pipe Threading-Ma- 
chine Co., Toledo, @higo-—New 
York Office: 165=Breadway, 


Room 1310. 


RELY ON THE LEADER 





PIPE TOOLS Wy 
POWER PIPE MACHINES 
POWER DRIVES 
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To stimulate sales... 
display the new 


ZANCH CRAFT 
CABINET 
HARDWARE 












No. DB 530 Salesmaker* 


Size: 21 x 12 





Distinctive—Different 


Designed for 
Modern Living 


Here’s your chance to cash in quickly 
on the new sensation in cabinet hard- 
ware—Ranch Craft. This hardware is 
different, dramatic—yet practical. It 
has been especially created for today’s 
living, complements the decor of any 
room perfectly. 

To get your share of Ranch Craft 
sales, set up the exciting two-color 
display above. It shows actual samples 
of every type of Ranch Craft. It has a 
unique, built-in space for sales folders. 
Use it on post, wall or counter. It’s a 
sure traffic-stopper, a sure sales-maker. 
*Ask your wholesaler about the 530A 
package of Ranch Craft Hardware 
which includes this Salesmaker. 

+ Reg. Applied for 


The Stanley Works, New Britain, Conn. 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
HARDWARE * TOOLS °* ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 











(Continued from page 10) 


Small Wholesalers to Be 
Defined by Standards 


Proposed standards for govern- 
ment use in identifying small busi- 
nesses engaged in wholesaling— 
including distributing, jobbing, and 
converting — are being reviewed 
by a number of trade associations 
and business organizations. 

Small Defense Plants Adminis- 
tration, which prepared the stand- 
ards, says the general definition of 
a small wholesaling business is one 
with an annual sales volume of not 
more than $1 million. Exceptions 
are made for those lines in which 
small firms customarily have a 
larger sales volume. 


Special Study of Tariff 
And Trade Policy Sought 


Administration officials believe 
U. S. business will get long-range 
benefits from a thorough study of 
national trade and tariff policy. 

Plans for creation of a commis- 
sion to perform this work have 
come directly’ from the White 
House. They were described to 
Congress in connection with hear- 
ings on proposed changes in the 
Reciprocal Trade Act, scheduled to 
expire on June 12. 

As suggested by President Eisen- 
hower, the bipartisan group would 
have 11 members, of which he 
would name five. Vice-President 
Richard M. Nixon and House 
Speaker Joseph W. Martin would 
appoint three Senators and three 
Representatives to complete the 
membership. 

This body would spend the re- 
mainder of this year examining the 
Trade Act, as well as those related 
practices and agreements influenc- 
ing our economic dealings with for- 





eign countries. Aim of the study 
would be to find what legislation 
may be required to insure that we 
conduct a maximum level of world @ 
trade while placing no undue hard- 
ship on domestic business. 
It is the President’s belief that 















the commission would do a job of Ni 
major importance, nationally and SCI 
internationally. If the U. S. de-§ 

cides to place heavier duties on DC 
some imported materials, he warns, } GR 






the net result may be a loss of 
overseas markets for certain do- 
mestic products. 

He cautions that “we must con- 
sider carefully each step we take” 
in regard to any basic changes in 
trade policies. 

To provide sufficient time for the 
commission to handle its task, the 
President has asked Congress to 
extend the Trade Act in its pres- 
ent form for a year. This sugges- 
tion enjoyed a mixed reception on 
Capitol Hill and was not favored 
by Rep. Daniel A. Reed, New York 
Republican, whose House Ways 
and Means Committee was holding 
hearings in May to determine what 
action it should take on a bill 
known as H.R. 4294. 

Introduced by Rep. Richard M. 
Simpson, Pennsylvania Republican, 
third-ranking majority member o 
the committee, the measure calls 
for a number of changes in the 
Trade Act. In particular, it would 
establish tighter import curbs o 
some basic materials and add a sev 
enth man to the Tariff Commissio 
so as to create a Republican ma 
jority in that agency. 

During the committee sessions 
Rep. Simpson made it clear that 
he agrees with the principle of ex 
amining all aspects of our foreig 
commerce and tariff laws. 


(Resume reading on page 11) 
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28, 1953 ORDER NOW! Your order will be shipped same day received! 








WHAT'S NEW 








® For more information on these products and services 
use free post card on page 103. 


(Continued from page 13) 

dle with no altering of the bend, 
lift or balance when new handle is 
installed. Handle is of northern ash, 
fire hardened and friction polished 
for protection against weather, 
wear and vermin. True Temper 
Corp. 


For more data circle No. 8 on postcard, p. 103 


Long Neck Hammer 

This 18 oz. electricians’ long neck 
hammer has full polish finish, black 
enamel neck and under claw, and 





hickory handle. It simplifies nail- 
ing of junction and outlet boxes 
and working over conduit to secure 
clamps. It is designated Elec- 
tricians’ Hammer No. 88. Cham- 
pion DeArment Tool Co. 


For more data circle No. 9 on postcard, p. 103 


Steel Casters 


New 5 in. and 6 in. steel casters 
feature double ball bearing swivel 
action for easier handling of mov- 





able equipment. They have fully 
case-hardened raceways for extra 
durability and longer service life. 
They will handle loads up to 1,400 
lb. and come with Baco soft rub- 
ber tread and have Atlasite solid 
composition molded wheels with 
1144 in. tread widths. They also 
come with standard roller bearings 
and thread guards. Specially de- 
signed rigid casters to match the 
swivel are available. Bassick Co. 


For more data circle No. 10 on postcard, p. 103 


Electric Power Plant 


This lightweight gasoline driven 
generator is a portable electric 
power plant. It serves as power 
supply for the company’s 30 dif- 
ferent portable electric tools for 
use where current is unavailable. 
Model 119, 1500 watt direct current 
unit, supplies 115 volts at 13 amps 
with a 3 hp. single cylinder engine 
and four electric outlets. It weighs 
75 lb. Model 118 is similar to the 





119 except it provides alternating 
current and weighs 135 lb. It comes 
with two-man carrying handle. 
Porter-Cable Machine Co. 


For more data circle No. 11 on postcard, p. 103 


Screw Driver Sets 

Twelve boxed screw driver sets, 
window streamer and large display 
card comprise this merchandise 





package, No. CR-12. Each set con- 
tains midget screw driver, 4gx242 
in. blade; stubby type close quar- 
ter screw driver, 4x1} in. blade; 
cabinet type thin blade screw 
driver, 3/16x4 in. blade; ma- 
chinist type screw driver, 4x4 in. 
blade; heavy duty type screw 
driver, 5/16x6 in. blade, extra heavy 
screw driver, 34x8 in. blade, and 
guarantee certificate. Handles are 
unbreakable - shockproof; magnet- 
ized blades are of tempered and 
hardened tool steel. Rosenberg 
Bros. & Co. 


For more data circle No. 12 on postcard, p. 103 


Utility Hook 

Self-screw E-Z utility hook is 
easily installed without tools and 
has an overall projection of 1% in. 
It is die cast in one piece of sturdy 





zine and brightly plated. Hooks are 
supplied carded or in bulk. Gries 
Reproducer Corp. 


For more data circle No. 13 on postcard, p. 103 


Tool Assortment 
Handi-Board firmly displays and 
stores 15 household tools. For 
proper placement, tool outline is 
drawn on board which attaches to 
any wall in home. Chrome plated 
and rust-resistant, tools include 10 
in. Stillson pattern pipe wrench, 8 





in. alloy adjustable wrench, 9 in. 

water pump pliers, 6 in. general 

purpose pliers, 43% in. pin punch, 
(Continued on page 106) 
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Use this card for more 
information. Give full 


Name and Address 





WM 


use this FREE A NEW 


HARDWARE AGE SERVICE 


this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 


A successful hardware dealer 

keeps up to date on What's 

a New in merchandise. The new 

Quick Check Card on the 

bottom of this page will help 

you get more information on 

-— wi new products described in 


scriptions than any other 
magazine. The new Quick 





(oped 


Check Card service will now 
get you all the information 
you need, quickly. 


Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 





FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


HARDWARE AGE 
Post Office Box 60 
Village Station 

NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letrerhead fully describing item wanted 5/28/53 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 2 3 a 5 6 7 8 9 10 11 12 13 14 18 
16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
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20 
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Here is the new Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


= iceman 


5/28/53 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


9 10 #=%@W 2 %13 +214 15 
24 #25 %26 %27 #+%2 29 30 
39 40 41 42 43 44 45 
54 55 56 57 58 59 60 


| A big help for busy 
dealers. Use this card 
for free information 
on new products de- 
scribed in this issue. 
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No postage necessary if mailed in the United States ES 
POSTAGE WILL BE PAID BY pom acne Be sure to give your 
— full name and your 
HARDWARE AGE re tl full address. 
Post Office Box 60 pana 
Village Station _ 
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Griffin Butts are Quality Butts . . . pro- 
duced from highest grade steel, carefully rolled in our own plant 
and finished by expert craftsmen. You can be sure of satisfied 


customers when you sell them any items in the Griffin line of fine 


builders hardware. 
For more than a half century Griffin has been producing fine 


products. That experience assures you of the best. Sell Griffin . . . 


and you sell Quality. 


AY, 
ge «x (G RI FFIN i Hy SEuvery DOOR NEEDS THREE 
MANUFACTURING COMPANY 
FFIN PROD 
ERIE «© PENNSYLVANIA 


NOT REPRESENTATIVES 
é' WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
4524 East 60th Street 2611 Garrison Bivd. 


1639 W Fargo Avenue 1355 Market Street 
ay Chicago 26, Iilinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
644 Weliington Road 1620 Garfield Street 
Denver 6, Colorado 


17134-6 Wyoming Avenue 917 St. Charles Avenue 
Jackson 6, Mississippi 


Detroit 21, Michigan Atlanta, Georgia 
ANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 


Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 103. 


5 in. center punch, 5% in. cold 
chisel, 234 in. blade Phillips screw- 
driver, 6 in. blade electricians’ 
screwdriver, 6 in. blade mechanics’ 
screwdriver, and five-piece wrench 
set, opening sizes ranging from 
3% in. through % in. Penens Corp. 


For more data circle No. 14 on postcard, p. 103 


Sauce Pans 

Two sauce pans, 4 and 5 qt., have 
been added to the Revere Ware line 
of copper-clad stainless steel cook- 





ing utensils. Pans have handles 
with hang-up rings and firmly fit- 
ting covers with center knobs for 
easy lifting. The 4 qt. pan sells for 
$7.75 and the 5 qt. for $8.75. Revere 
Copper & Brass, Inc. 


For more data circle No. 15 on postcard, p. 103 


Flat Button Tip Hinges 


Flat button tips instead of ball 
tips are now standard on all Stanley 
butt hinges at no extra cost. Ball 





106 


tips are still being manufactured, 
but it is no longer necessary to add 
the symbol “FBT” when ordering 
flat button hinge by class number. 
The 241 hinge, formerly equipped 
with ball tips, now means flat but- 
ton tips. If ball tips are preferred, 
the symbol “ET” must be added 
after class number and size. Stanley 
Works. 


For more data circle No. 16 on postcard, p. 103 


Hot Dish Mat Sets 


Pro-Tex steel top hot dish mat 
sets now come in the new 4-Star 
Assortment. Wild Ducks features 
wild ducks in flight over marshes 
lithographed on a woodgrain back- 
ground. Dutch Tots features a 
Netherlands design with Dutch boy 
and girl. Lilies is a yellow, orange 
and green design of the flower, and 
Rose and Ribbon features a red 
rose and ribbon wound around 
green leaves and stem. Three mats 
of each design to a set, one 7x10 
in. and two 6x8 in., packed in plio- 





film. Assortment includes four com- 
plete sets of each different design. 
Sets retail for approximately 89¢ 
each. Ballonoff Metal Products Co. 


For more data circle No. 17 on postcard, p. 103 


Attic Fan Line 


Deluxe line of attic fans has both 
fan and motor equipped with seal- 
ed, lifetime lubricated ball bear- 
ings, making models maintenance- 


free. Line is available in vertical 
discharge and horizontal discharge 
models. Each model has correspond- 
ing standard line model in both ver- 
tical and horizontal types in all 
eight models from 24 in. to 48 in. 
Deluxe and standard lines are iden- 
tical but for the sealed-ball-bearing 
motors which are not in the stand- 
ard line. Murray Co. 

For more data circle No. 18 on postcard, p. 103 


Children's Mug 

Designed especially for chil- 
dren, this No. 745 Mug is made 
of sturdy styrene plastic. Features 
are: Rounded lip to prevent spill- 
ing while drinking, grooved hand- 
size handle to provide firm grip, 
and concave bottom for greater 
strength. Mug is 4 5/16 in. high, 
3 in. wide; capacity is 14 oz. It 





holds full bottle of individual size 
beverages. Comes in chartreuse, 
canyon clay and teal blue. Suggest- 
ed retail, 39¢. Federal Tool Corp. 


For more data circle No. 19 on postcard, p. 103 


Automatic Deep Fryer 
Model 400 Fri-Maid, automatic 
deep fryer, has Bi-Metal thermo- 
stat that maintains temperature 
from 200° to 450°, simple control 
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as Sala AND WE’RE BACKING UP THAT KIND OF TALK WITH 
tome THINGS YOU CAN PIN YOUR PROFITS ON... 


Features 









CLINTON Govier’ 
CHAIN SAW TEST 











rent spill- We’re telling all America about Clinton Convincer Chain 
ved hand- Saws. This 3-minute Clinton test convinces °em—sells ’em A wew 1953 
irm grip, —brings the “‘open minded,”’ hot prospects to your store 
* greater where you can close the sale. New Clinton Convincer Chain CLINTON 
in. high, Saw is the kind of product you can dare people to compare 
14 oz. It —the fastest starting, easiest operating, simplest servicing 
chain saw ever made. 
Here’s the kind of chain saw you want to handle. You’ve got 9-POINT 
new features, new low price and a challenging test offer to arco ene 
help you make sales. Read the 9-point Clinton Convincer Beane i "CONVINCER” PROGRAM 
Program and be convinced yourself— ——_— 
here’s the new best seller ——— SEULS MORE SAWS 


in chain saws. National advertising in over 
30 leading publicattons. 

Direct mailings to people 
in your own area over 


your name. 
Local mats in 
a variety of sizes for you 
jo use. 


Suggested displays that 
attract store traffic the 


product and the sale. 


Folders with real sales 
punch for handout to pros- 








News releases for you to 
give to your local news- 
paper. 
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all the sales tools you need. 
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posters, radio, announce- 
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a powerful chain saw selling pro- 
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Dept. 3-A, Clinton, Michigan 


Yes, | want more information on the Clinton Convincer Chain Sow, 


i 
, 
t 
| 
a 
| 
the 3-minute test, and the 9-point Clinton Chain Saw Program. t 
t 
4 
i 
| 
f 
i 
a 


Nome 





Firm 











ee 








City i nscemenmeiainn 





ee oe oe ee ee ee ee es 


¥ 
— 


28, 1953 | HARDWARE AGE, MAY 28, 1953 107 





oi 
> d 
pare word 


Self Selling 


TACK AND NAIL BAR 


@ Profit-proved by thousands of 
dealers 

@ Takes less than | sq. ft. of 
counter space 

@ Holds 180 packages, 6 each of 
30 items 

@ Boxes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 lbs. 





Upholsterer’s Tacks, 4 sizes * Carpet 
Tacks, 3sizes © Furniture Nails, 3styles 
Wire Brads, 6sizes ¢ Wire Nails, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples * Double Pointed 
Tacks ¢ Thumb Tacks ¢ Linoleum Bind- 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


Suggested List Price 
1 Doz. each, 30 items — 














360 Pkgs. @ 10¢ — $36.00 
Your Cost 21.60 
Your Profit $14.40 


lar’ Cal 
s 


Ask Your Whol 


ATLAS 


Fairhaven, Mass. 
Henderson, Ky. 














WHAT'S NEW 








dial, signal light, heavy duty Pree- 
nex plastic cord and plug. Of heavy 
cast aluminum construction, cook- 
ing pot has deep polished flange 
and seamless one-piece outer shell 
in DuPont Dulux white. Unit also 


features Bakelite handles and 
knobs, 8 in. square fry basket, 
chrome plated cover, leakproof 


needle-valve drain plug, and metal 
sheathed tubular unit cast into 
cooking pot (1500 watts, 115 volts, 
AC only). Son-Chief Electrics, 
Ine. 


For more data circle No. 20 on postcard, p. 103 


Redesigned Solder Guns 
Redesigned line of _ electric 

soldering guns includes four new 

models for automotive mechanics. 





Soldering capacity has been ex- 
tended by increasing power up to 
275 watts. Two new accessory tips 
increases the versatility of instant 
heating guns. Hot knife-blade cut- 
ting tip and trowel-shape smooth- 
ing tip adapt guns to many shop 
and homecraft jobs in addition to 
soldering. Weller Electric Corp. 


For more data circle No. 21 on postcard, p. 103 


Kerosene Room Heaters 


Complete new line of eight Boss 
portable kerosene room heaters with 
new King Size Jet-Hot burners have 
new styling and three modern fur- 
niture-style finishes. Five double- 
burner models are rated at 25,000 








3tu/hr.; four have adjustable wick- 
less burners and one a needle valve 
adjustment. Three single - burner 
models are rated at 12,500 Btu/hr.; 
two have adjustable wickless burn- 
ers and one a needle valve adjust- 
ment. Heaters have fuel tanks rang- 
ing from 2 gal. to 3 qt. Some have 
chrome louvres and handles, humid- 
ifier pans, and swinging or pull- 
down doors; all have leg levelers. 
Huenefeld Co. 


For more data circle No. 22 on postcard, p. 103 


Stove Pad 

Modern, abstract design is fea- 
tured in this Vogue Pattern, added 
to the Nu-Top line of stove pads. 
With washable varnished surface 
that resists heat and marring, this 
pattern is permanently lithographed 
on steel and coated for durability 
and smooth finish. In red, yellow 





or assorted colors, the 17x19 in. | 
size retails for 98¢; 14x17 in. size 
79¢. Metaloid Co. 


For more data circle No. 23 on postcard, p. 103 
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Bass Casting Sinkers 


New assortment No. 797 of bass 
casting sinkers in heavy steel box 
contains 540 sinkers in eight dif- 
ferent sizes with retail value of 
$28.90. Quantities, selected accord- 
ing to normal sales, range from 120 
sinkers in size 10 down to 18 sink- 
ers in size 3. The 914x614 in. green 
steel box can be refilled by dealers 
ordering sinkers in the regular 
way. Enterprise Mfg. Co. 


For more data circle No. 24 on postcard, p. 103 


Electric Kitchen Clock 


Butler model electric kitchen 
clock, features three dimensional 
numerals. It comes in black case 
with white dial and white case 
with red, yellow or blue dials. 
Black hour and minute hands come 
with red and blue dials; white 
hands with yellow and white dials. 
Sweep second hand and hour dots 
are red in white and yellow dials, 
and yellow in red and blue dials. 





Featuring recess for excess cord 
and wide angle crystal for easy 
reading, clock retails for $7.95 
plus tax. Introductory offer allows 
one clock at no extra cost when 12 
are purchased. Telechron Dept., | 
General Electric Co. | 


For more data circle No. 25 on postcard, p. 103 


Lock Set 


| 
| 
Added to the Pacemaker Shelton 
Key-in-Knob lock set line, this new | 
lock set has a five-pin-tumbler lock | 
and a superior locking mechanism. | 
All working parts are of stamped or 
solid machined steel, plated for 
smoothness of operation and life- 
time guarantee from rusting. Set 
also features dual action opening, | 
by knob or key; adaptability to a 
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BILLINGS 
LIFE-TIME: 


Produced, Packaged and Priced exclusively for the hardware 
trade. Featured by powerful merchandisers which fit Every 
Store — Every Customer—Every Sales Situation. .. Labelled 
with the name “BILLINGS”... the name Most Wrench Cus- 
tomers Want * 


BILLINGS 2 


7 . st 
; on), 
Us 





%* According to Popular Mechanics maga- 
zines unbiased survey of brand names. 


BUY LIFE-TIME From Your Wholesalers 





FREE LITERATURE AVAILABLE 


JLLINGQ | eae 


QUALITY TOOLS AND FORGINGS SINCE 1869 
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FAMOUS SWEDISH MADE HARDWARE 


Swedish 
WOOD CHISELS 


3% Hand-honed Swedish Steel Blades! 
3% Machine Turned Tenite |! Plastic Handles! 


%& Shipped with Plastic Strip-off Coating 
on Each Blade! 


Ask your craftsman customers what they 
want in quality wood chisels and 
they’re bound to describe a Gensco 
ENS(D — eee aoe et 
at “ge nest Swedish steel blade that 
WOOD CHISELS takes a razor edge and holds it 

ie -ened, teapenried Swadich Caton ... plus a Tenite II handle 
that’s practically indestruct- 
ible. Write for catalog 
sheet and prices today. 



















"FREE DISPLAY BOARD 


3 color display board stands on counter or hangs 
on the wall Holds set of 11 chisels sizes from 
Y%," to 2". Yours free with the purchase of one set 
plus 5 extra of popular sizes (total of 16). 





Swedish 


Bushman Swedish 
Bow Saws 









Famous Gensco Sten- 
man Swedish butts, 
straps, tees, hasps, 
bolts and other stand- 
ard type builders’ 
hardware. Write for 
catalog. 


Complete line of famous Gensco 
Bushman Swedish bow saws. 24’, 
30", 36", 42” and 48” lengths... 
Rigid frames, adjustable frames 
tension levers, tapered frames and 
extended handles. Also replace- 
ment blades for all bow and buck 
saws. Write for literature and prices. 





Swedish 
Wood Screws 


Gensco-Crown-Brand slotted 
wood screws in flat, round 
and oval head styles. Made 


Swedish Mora 
Hunting Knives 


Inlaid Swedish steel 
blades, curly birch han- 
dles, plated brass bol- 





® \  sters, guards and butts. in steel and 
\ Top grain leather sheaths brass. Write 
with metal reinforcing. for prices. 


Free display 
with seven 
knife assort- 
ment. Write 
for catalog 
sheet. 


GENSCO TOOL DIVISION 












GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue « Chicago 39, Illinois 
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WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 103. 


wide range of door thicknesses, 
from 1% to 2 in.; double knob bear- 
ing for freedom from binding or 





knob wobble, and comes'with double- 
spring, precision-built latch or witli 
auxiliary safety dead lock at slight 
additional cost. Harloc Products 
Corp. 


For more data circle No. 26 on postcard, p. 103 


Aluminum Lunch Kit 
Sanit-Kit all-aluminum lunch kit 
is made of heavy gage aluminum, 
deep drawn with rounded corners 
and seamless construction. Easy to 





keep clean, it will not rust or cor- 
rode. It has russet leather handle 
and sure-lock snaps. Space is pro- 
vided in top for vacuum bottle. Kit 
is available with or without re- 
movable pie tray. Penn Metal Ware 
Co. 


For more data circle No. 27 on postcard, p. 103 
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Washing Machine 


Designed for small homes and 
apartments, this new washing ma- 
chine is slightly more than 30 in. 
high and top dimensions are 1614x 
17% in. It features folding wring- 
er, flat top, and can wash 6 lb. of 
clothes in four minutes. It moves 
easily on four casters and has 





anodized aluminum tub with round- 
ed bottom for easier cleaning. Cover 
serves as tray to catch laundry af- 
ter wringing. Water action is pro- 
vided by a pulsator located in side 
of tub. Finished in baked white 
enamel; cover is natural aluminum. 
For AC or DC current. Hoover Co. 


For more data circle No. 28 on postcard, p. 103 


Fast Drying Glue 

Duratite White Glue, an extra 
strong, fast drying glue, is a poly- 
vinyl acetate resinous emulsion that 





bonds all commonly used household 
materials: wood, paper, fabrics, 
leather, metal, glass, chima, pottery, 
tile and plastics. It has 3,000 lb. per 
sq. in. shear strength and is easily 
applied with finger or brush. Not 
sticky or tacky, it is noninflamma- 
ble and has no irritating odor. 
White on application, it dries to a 
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“7he LAMSON & SESSIONS @. 








“‘THERE GOES THE ONE I WANT!” 


Catch as catch can bolt and nut selling methods 
have no place in the modern hardware store. You can make your 
bolt and nut business even more profitable when you let 
the “Self-Service” Lamson Bolt Bar save you time 
and steps to the back room. 
The Bolt Bar comes complete with 106 of the fastest-selling 
sizes of bolts, nuts, washers, etc. Experience proves that 
the Bolt Bar stock turns over an average of 6 times a year.* 
The extra profits and time-saving convenience of the Lamson 
Bolt Bar should be a “must” for every hardware store. 
Ask your distributor salesman for the facts on the 
Lamson Bolt Bar or write to us direct., 


*Says Mr. Edward Gmyreck of 
Gmyreck Hardware, Detroit: 
“We have only had the Bar 3 
months and have refilled it 3 
or 4 times already.” 





1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 





106 most popular sizes 


The modern way to s« 
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with NU-TOP pads 


STAINLESS STEEL — NU-TOP provides decorative 
protection for stove, cabinet and table top with life- 
long lustre stainless steel utility pads. Whisked 
clean in a second, these rust and heat-resistant pads 
are constructed to outlast all others. Exclusive 
NU-ROUND Corners won't damage the most fragile 
finishes. In the two most favored sizes — 
17” x 19” and 14” x 17”. 






NU-ROUND 


CHROMIUM — This shining NU-TOP beauty 
holds up through the heaviest duty. Triple 
plated, gleaming chromium is fashioned into 
the season's most smartly styled pattern 

. a top customer choice. Completely heat and 

| wear resistant, Exclusive smooth NU-ROUND 
corners protect the slickest finishes. In 

five popular sizes to fit any surface. 


© Mtanaietd Prades ero etterteed to 1100 end G00D BOUSEREEPING 


the Wetatoid co. 














5815 Kinsman Road @ Cleveland, Ohio*” 




















CHAMPION SHELF 
BRACKETS 


are 
EASY to Apply 
Strong and 


Inconspicuous 










No. 88 
Supplied in 
All Sizes 
Affords more shelf room when 


used in a series of shelves 


Champion brackets are good 


profit items 


The 
IAWIMUAMIALIVIALAI IY mae 


GENEVA. OHIO 
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WHAT’S NEW 





permanent, colorless invisible bond 
and will not stain clothing. Two 
ounce bottle retails for 30¢; 14 
pint, 45¢; 1% pint, 70¢; pint, $1.20; 
quart, $2.10, and gallon, $6.50. 
Webb Products Co. 


For more data circle No. 29 on postcard, p. 103 


Electric Coffee Maker 


Packaged for the gift market, 
the Aiken electric Coffeemaker with 
semi-automatic stove comes in 
three-color gift carton that can be 





used for counter display. Set com- 
bines Coffeemaker with the new 
Delray stove with heat control 
switch. Set sells for $13.95, includ- 
ing tax. Silex Co. 


For more data circle No. 30 on postcard, p. 103 


Electric Sprayer Kit 


Electric sprayer, three paint 
strainers, stirring paddle and spray- 
ing instructions make up electric 
sprayer kit. Sprayer is new Deluxe 
model VS-600-UL, with wear-proof 
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sapphire nozzle. Kit is packed in 
sturdy steel sprayer storage chest 
with a convenient folding handle 
for carrying. It has a clasp lock and 
is cushioned for protection. It has 
holes in back for mounting or hang- 
ing on workshop wall. Kit retails 


| 


Dealers are discovering new profits 
When They Stock 


(7) 


fr 
A 


, aff 
f 
J 
One i, IP 


—_ ~ i $14.95. Burgess Vibrocrafters, Fast- Selling ( = i, ae 
pint, $1.20; For more data circle No. 31 on postcard, p. 103 os 
| rater The ONLY Guaranteed” Enamelware 


postcard, p. 103 


Glass-Tint, a spray-on glare fil- 
ter, makes automobile windshields 











asker glareproof. Sprayed directly on : 
a deities This Label Assures You 
pounhggem Fast Turnover! 

hat can be 











windshield it filters out glare 
caused by sun, snow and oncoming 
headlights. It gives windshield uni- 
form light blue-green color. Win- 
dow washing will not affect this 
non-toxic, hard-as-glass spray. One 






Belmont Quality “Sells” 


=  Belmont—and only Belmont—car- 
ries the label that guarantees your 
customers top quality for their enam- 
elware dollars. Inside that durable 





gleaming white enamel there sim- 
ply has to be the finest materials 
available to produce the constantly 
uniform product your customers 
want. That’s why dealers who go 
Belmont report volume, turnover 
and profits are UP! 


Selmout Appearance “Sells” 


Dealers tell us that when they clear out dusty 
remnants and job-lot bargains of enamel- 
ware, and display uniform shining white 
Belmont ware, the “eye appeal” is real “buy 


a com- | container holds enough to tint any appeal” —ringing cash registers prove it! 
e new ‘ ; ae ; 
ar windshield. Retail price is $2.29. ‘ u r) 
at control pelbeaemen Gove . Selmout Popular Prices “Sell 
95, includ- Seis donee Gite diadis a: 38 on ocsieand, wo. 08 Your customers buy all the Belmont ware they 

















want for the price of a piece or two of those 
fancy, expensive metal utensils—and don’t 




















ee | Force-Proof Knob think that isn’t important to a lot of budgets! 
Integralock has force-proof knob Volume production makes possible the best 
+ ek Bie a pe i ui wilds tock buy for utility and beauty on the market. 
i ' ‘ oe 
we gales under extreme torsion and allows Selmout Safe Delivery “Selle” 
and spray- Only Belmont gives you scientific packaging 
neice Ml that assures damage-free delivery. Practically 
p electric stops headaches of carrier damage claims, 
2w Deluxe costly replacement delays. Belmont ware 
rear-proof arrives in perfect, clean, saleable condition. 
You sell more faster, you make more with Belmont 
—and we're not kidding! 
Made 
| Top eer by Selmout Stamping & Enameling Co. 
100 Belmont Street « New Philadelphia, Ohio | 
| Division of The Ridge Too! Company 
leeetnaineientantaaminatian —Use the coupon to get a FREE Sample! — — -—- — — — — — - 
| 7 Memo to Selmont: 
| | Please send me FREE Belmont Titanium Enamel Pie Pan (Dealers only) [] New Catalog [) 
| | Name 
: \ knob to spin without operating the | | % 
; J lock. Correct key still works and | Address 
—a— ; pin can be easily replaced. As extra City Zone. State 
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your 


customers 


MIDDLETOWN, N. Y., U.S.A. 


jakers of Hand and Power Hack 
Saw Blades, Frames, Metal Cutting Band 
Saw Blades and Clemson Lawn Machines. 


@ 1626 








@ For more information on these products and services 
use free post card on page 103. 


security feature, Sentry Bolt is a 
horizontal dead bolt of tough ex- 
truded brass that gives nearly an 
inch of additional protection. It 
operates from inside by a turn- 
knob, from outside by key. Integra- 
lock also features key-in-knob con- 
venience and quick installation. 
Sargent & Co. 


lor more data circle No. 33 on postcard, p. 103 


Nylon Mop 


Magnetic vacuum action of this 
nylon dry mop captures dust, is 
easy to wash and dries quickly. 





Dust is held in mop until whirled 
free. Mop head removes easily for 
washing and never mats. It is com- 
pletely padded to guard furniture 
from marring or scratching. Easy 
Day Mfg. Co. 


For more data circle No. 34 on postcard, p. 103 


| 
| 





Floor Machine 


Junior Whirlwind 12, floor main- 
tenance machine, polishes, scrubs 

and steel wools floors. It features 
| toe latch handle release which elim- 
inates stooping, stowaway handle 
that locks upright for easy storage, 
and fixed wheels that have no 
springs to pop up. It has non-mark- 
ing rubber bumper and cable, safe- 
ty handgrip switch, anti-static 
shock rubber grips and trigger, and 
static eliminator wire in brush. 








Electric motor is grease-sealed for 
life. It has 12 in. brush spread, 
brush speed 185 r.p.m., 14 h.p. ca- 
pacitor-type motor and single gear 
drive. Holt Mfg. Co 


For more data circle No. 35 on postcard, p. 103 


Flexible Window Material 


Wyr-O-Glass now comes in 26 in. 
width as well as standard 36 in., 
both in 25, 50 and 100 lineal yard 
rolls. It is a 4x4 in. mesh wire rein- 
forced plastic window material. 
Warp Bros. 


For more data circle No. 36 on postcard, p. 103 


Nylon Paint Brushes 

Flagged and tipped nylon paint 
brushes contain a blend of both 
types of filaments, providing better 
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Federal 
Specification 


FF-S-Illa = 


Southern Wood Scvews 














--- What all little screws 


should know! 














/ x mL! iP \\\\\*\s™ 





SOUTHERN 


WOOD SCREWS 


(Slotted or Phillips heads) 


Whenever it is required that wood screws meet 
Federal Specification FF-S-11la, manufacturers 
have a habit of simply using Southern Wood 
Screws. 

For Southern Wood Screws are designed 
especially to meet this exacting federal specifica- 
tion . . . and provide the most in holding power. 
Uniformly made of the highest quality materials 
in one of the most modern plants of its kind, 
Southern screws are of Government-approved 
single thread construction . . . accurately ma- 
chined . . . with precision-milled slots, full size 
shanks and sharp gimlet points. You can depend 
on them for satisfied customers. 

Wide range of sizes from 3/16” No. 0 to 6” 
No. 30—in steel and brass. Write today for in- 
teresting literature on types of wood screws—and 
for the Southern Wood Screw catalog. 


FACTORY WAREHOUSES 


4100 Dell Avenue 
North Bergen, N. J. 


641 Stewart Ave., S.W. 
Atlanta, Georgia 


325 W. Ohio Street 
Chicago 10, IIl. 





SOUTHERN SCREW COMPANY 


104 Rickert St., Statesville, N. C. 
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this Housing ever 
Breaks or Distorts we 
will replace it Free 


“RiGetD” means 
most service for 


your money! 





Only Genuine 


RribcID> 


PIPE WRENCHES 


assure you fast turnover and 
good steady profit 








Your customers are pre-sold on the wrench with that 
guarantee label on it, the qne wrench that gives them 
the extra-easy work and extra durability that have 
made RI@AID> the world’s most popular pipe 
wrenches. 


Only RIf@BID assures a hookjaw that always rides 
freely in the housing; adjusting nut that always 
spins easily to pipe size; replaceable alloy jaws that 
won’t slip or lock on pipe; handy pipe scale on hook- 
jaw; and safe stout comfort-grip I-beam handle. 


Sell genuine RIf@AID’s— it’s easy, and it pays! 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO 











HOGTIE the 
GLUE, 
BUSINESS !/ 








Super Strength 


Polyviny! Resin 


GLUE 


Sold by Hardware, Lumber, and 
Paint Dealers EXCLUSIVELY! 


POLYVINYL RESIN 


Attractively 
Packaged and 
PRICED TO 
SELL! 





2-02. 3 0° V4 pt. 45° | 


Complete line of larger sizes 


*DRIES QUICKLY... wood can be 


worked in 30 minutes! 


*SUPER STRONG... 3000 tbs. shear | 


strength 


*BONDS ANYTHING... wood, fab- 


rics, paper, leather, metal, glass, 
china, pottery, tile, plastics 


| 


Invisible, colorless bond. Won’t | 
stain clothing. Easy to apply. Won’t 
dry out in the container. 

“This is the finest glue ever made.” 
Earl S. Webb, President 
Webb Products Company 


R2 ORDER FROM YOUR JOBBER NOW 


(If he doesn’t have it, 
we will supply direct} 


f gcc PRODUCTS CO. 








nardino, Cal.* Norcross, Ga 


San Be 
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| aluminum or steel. 


| settings. 
| For more data circle No. 37 on postcard, p. 103 


WHAT'S NEW 


pick-up and laying-off. Brush has 





| patented settings which eliminate 


nails and prevent splitting. Fer- 
rules are of rust-proof, heavy duty 


It has locks | 


that are claimed to be 3% times | 


stronger than conventional nailed 
Hanlon & Goodman Co. 


Wall Thermometer 


Skillet design wall thermometer 
No. 19 is a miniature replica of the 
old Colonial Dutch skillet. Finished 
in several attractive colors, pointer 
is fully protected by unbreakable 
erystal. Six come mounted on dis- 
play card which shows additional 








| sales messages as each thermome- 


ter is sold; also individually carded. 
Retail, 60¢ each. Cooper Thermom- 


eter Co. 
For more data circle No. 38 on postcard, p. 103 


Portable Electric Tools 


Added to the Handyman line of | 


portable electric tools are the H40 
router and H26 shaper kit with a 


complete line of bits and cutters for | 


use with these tools. Router does all 


| types of work in wood or plastic. It 


has micrometer depth adjustment 
and locking device, and sealed type 
ball bearing motor which operates 
at 18,000 r.p.m. from any light 
socket. Motor unit for router can 
be used in shaper kit to provide 
bench shaper. Shaper has tilting 
feature and consists of shaper plate, 


| 
| 


Effort-Saving .. . 
Time-Saving . .. 


For extra 
to all those who 
seek fast, easy 
operation, 
out wasted mo- 
tion. 






















AMALITE’S 


Katehi 


SCREW 
DRIVER 


sales 


It's new! Extra- 
large stream- 
lined handle, 

chrome - plated 
ratchet mechanism, 
and highly-polished, 
ground and tempered 
blade—all in one in- 
tegral unit. Displayed 
in the eye-catching two- 
color Display and Stock 
Package, they'll bring fast 
sales—and quick profits. 


with- 


Stock Blade 
No. Type Length 
T4161 '4"' Slotted 1/,"" 
T4165 '4"' Slotted 5" 

T812 No. 2 Recessed _|!/2"" 
7802 No.2 Recessed 5° 

SET yo Packed 1 doren 


BY (Gur 7s 





ONLY 
small 
utility 
hook! 


BaP . ge) 


shown 


actual 
size 


‘UmuTY HOOK? 


A small Utility Hook for clos- 5< 

ets, kitchens, stores, factories ea. 
and many other uses... a carded, 
real hook for fast selling! 2 for 15¢ 
Bright plated finish in packages and carded. 

See your jobber today for immediate delivery 


Jobber Inquiries Invited 
















789 E. 132nd St., New York 54 
Phone: MOTT Haven 5-7400 
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WHAT’S NEW 














one fence and guard, and one arbor. 
Line of cutters and bits are made 
of high speed steel, ground and 
honed. Stanley Electric Tools. 


For more data circle No. 39 on postcard, p. 103 


Alkyd Flat Enamel 


Free of objectionable paint odors, 
this easy to apply alkyd flat enamel 
combines the beauty of flat wall 
paint with the durability of enamel. 
Called Satone, it can be applied 
with brush, roller or spray. It needs 
no special sealer or primer, and 
leaves no lap lines, streaks or brush 
marks. It covers most surfaces in a 
single coat and has fast drying 
qualities. It is washable and comes 
in 12 base colors plus white. Patter- 
son-Sargent Co. 


For more data circle No. 40 on postcard, p. 103 


Tang Butt Chisel Sets 


New line of No. 403 tang butt | 
chisels now comes in special sets | 
which are available in a choice of | 1st CHOICE Cy ee HEAVY EQUIPMENT. ici 
wood cases, plastic rolls or metal- | 
edge fiber board boxes. No. 403 





For heavy equipment that must stand tons of stresses and strains, there 
is no substitute for strength and holding power in the threaded fasteners 
holding the equipment together That's why manufacturers of heavy-duty 
equipment prefer TRIPLEX FOR TOUGHNESS. 

Remember TRIPLEX manufactures a full line of threaded fasteners . . . 
famous for toughness through three decades. Write for your copy of our 
catalog and wall chart for quicker and easier ordering. 


| TRIPLEX SCREW COMPANY 


Division of 


Th MEU RRAWD Corporation of America 
5317 GRANT AVENUE ¢ CLEVELAND 5, OHIO 
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YOUR CUSTOMERS 
KNOW..... 
STERLING'S 


GOING PLACES 


1950... 
NON- 
FLAMMABLE 5F5 . 





A safe, deep-cutting 

paint remover. Top 

quality, 5F5 is a re- 

order story. 
1951... 
@korp.. 
The _ prefabricated 
caulking that never 
dries out. A_ best 





seller everywhere. 


1952... 

Sterling 

KRAK-TITE ..9 

The brilliant-white sealer 
for plumbing and tile. 
The “Mr. Fix-it” for 
homeowners. 





THANKS TO YOU DEALERS .. 
and your customers who ask for 
Sterling’s nationally - advertised 
products. 


STERLING now offers . .- 


The nation’s most complete caulking 
and sealing service. —& 





Sterling’s complete paint removal and 
brush cleaner services. @ 





STERLING PAINT. 
& VARNISH CO. 


190 Commercial St. Malden, Mass. 





118 











WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 103. 





H-4 set, illustrated, consists of four 
chisels, 44, 4%, 34 and 1 in. sizes, 
in attractive hardwood case. In- 
side of case has individual compart- 
ments to hold and protect tools. No. 
403R-6 set consists of six chisels, 
Y%, %, %, 1,1% and 1% in., ina 
plastic roll with individual pockets 
and protected with covering flannel 
flaps. No. 403C-1 consists of three 
chisels, 144, 34 and 1 in., in metal- 
edge fiber board box with dividers. 
Greenlee Tool Co. 


For more data circle No. 41 on postcard, p. 103 


Wrench Sockets and Parts 

Complete selection of sockets and 
parts with % in. square drive have 
been added to the line of Life-Time 





“29... | 


wrenches. Included are sockets in 
both the double hex or 12 point pat- 
tern as well as the double square or 
eight point style. Double hex sockets 
come in standard and deep wall 
models. Sizes range from % in. to 
114 in. for double hex sockets and 
from 7/16 in. to 34 in. for double 
square sockets. Parts and handles 
include extensions and flex handles, 
adaptors, universal joints and re- 
versible ratchet. Billings & Spencer 
Co. 


For more data circle No. 42 on postcard, p. 103 


(Resume reading on page 13) 











| 


YOU'VE A CUSTOMER 
IN EVERY KITCHEN 





for National's 
BRASS, ALUMINUM, STAINLESS STEEL 


LINOLEUM 
BINDING 


An inexpensive, easy way to brighten 
and modernize any kitchen. 12 feet 
of high sheen, *4” punched lino- 
leum binding in a clear plastic case 
with nail supply enclosed. Another 
National feature that delights the 
homemaker and wins quick sales 
for you. 


National Metal 
Products Company 


P.O. Box 9965 e Pittsburgh 33, Pa. 


Lau 
complete, 
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30 Colors 


3 Metallics 


PLASTIC —_ 
PROTECTIVE PAINT 


Professional Results Always 
Everything you need for a major line of 
self-spray paints . . . quality material .. . 
foolproof results . . . popular prices 
. . . quick turnover . . . easy sales and 
repeats . . . quick, convincing demonstra- 
tion and FULL PROFIT FOR YOU! 

Write for Full Profit Proposition 


Other KERPRO PRODUCTS Now AVAILABLE 
AT YOUR JOBBERS 

@ KERPRO ‘‘SPICE"’ @ KERPRO Weatherproof 

© KERPRO ‘‘PINE’’ Spray, the Invisible 
Home Deodorizers Umbrella 
and Air Refreshers @ KERPRO ‘‘SNOW"’ 

@ KERPRO Insect Flakes for Xmas 
Killers and ‘'189"' Decorating 


ALL KERPRO PRODUCTS ARE GUARANTEED 


PROTECTIVE COATINGS Corp. 


9 5S. FAIRVIEW AVE. © PARK RIDGE, [LL 
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LAU 


git 


Lau now brings you the 
complete, well-rounded fan line 
for fast profitable sales. 


to Sell More Fans in 1953 


all the facts about the Lau quality line of Combination 
ns. It’s the complete, well-rounded line that appeals 
D every customer. For example, Model 2052 (illustrated 
at right) the most outstanding fan in America today. 
It has 20” blades, moves 2500 cfm at hi-speed, is ex- 
tremely powerful and compact. This fan comes 
complete with adjustable metal spacer panels for 
mounting in sash type windows 301/,” to 3914,” wide. 
It may easily be lifted out and used as a portable 
fan. It may be used in either the ““TILTA-BREEZ” 
easel or the “PORTA-BREEZ” pedestal. It’s the 
fan with dozens of uses and it will make a big 

hit with your customers, 


The One Fan Line That Gives You Everything! 


With just 3 models, 3 sizes, you can offer your customers a choice of ANY 

type fan they want! They can be used in Windows, on Floor, Table, under 

Table, on Wall, as a Circulator or Hassock Fan. There isn’t a single 

occasion for which a Lau fan may not be used. Lau also offers 24” and 

30” 2-speed reversible Window Fans that will cool several rooms, an 

apartment or a small home. Get all the facts! Call your jobber or 
distributor today. 


Model 2052. 

America’s outstanding 20” 
Window Fan, complete with 
adjustable metal side ex- 
panders. 


¥* 


24” and 30” 
large Window - 
Fans with 2- 
reversible 


12”, 16”, and 
20” Fans all 
have carrying edestal fa 
handles, i rings air into 
pe guards motors. room at any 
ront and rear. angle desired. 


* 


THE [Ajj BLOWER COMPANY 


2025 Home Ave., Dayton 7, Ohio 


A 


~_— ee 
ieee eatin al 


atti. 
44 Hv i 


“The Fan to see in'53 


TW ttttt4 444444 
| ] 


Alli! 


A 








Write for full information and catalog pages 
describing the complete Lau fan line 


TILTA-BREEZ 
the easel fan that 
every customer wants 
Choice of 3 sizes for 
12,16 of 20 fans 


Hassoc 
fan, unde 
a table, t 
circulat 
PORTA-BREEZ cae 
the Revolutionary 
new pedestal fan for 
Model 20521S$ 
It's completely 


adjustable 





World’s Largest Manufacturers of Warm Air Furnace Blowers 


You Make 
More Money On 


CASTERS 





when you 
carry the 


FINEST! 






Today more people are caster-con- 
scious than ever before. 

This TV age makes it essential that 
furniture be easy to move. More and 
more people want furniture that can 
be easily rearranged. These are just 
two of the reasons for the increased 
caster demand. 

So make sure you have the easy-roll- 
ing, quiet Bassick “Diamond-Arrow” 
and “Diamond-Dart” Casters on hand. 
They're sure to satisfy .. . because 
they’re the most efficient ball-bearing 
swivel casters made. 

Get the full advantage of today’s big 

demand by displaying Bassicks on 
your counter. Ask your jobber for 
this Bassick Display 
(HD-10) if you’re not 
already using it. 
THE BASSICK COM- 
PANY, Bridgeport 2, 
Conn. In Canada: 
Belleville, Ont. 






Bassick 


A DIVISION OF 
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| other selling aids. 


TO HELP YOU SELL 








New Displays and Other Dealer Sales Helps 


(Continued from page 13) 
When fan is turned on, display re- 
volves slowly, pointing up the cir- 
culating air pattern of fan. De- 





signed to increase sturdiness of 
fan, new steel base completely en- 
closes motor as an added safety 
feature. General Electric Cu. 


For more data circle No. 43 on postcard, p. 103 


Outdoor Items Catalog 

This 1953 catalog includes water- 
proof match boxes, compasses, 
knives and many other outdoor and 
sporting equipment. It also fea- 
tures Gun Sight Display Case and 
Catalog is free 
upon request. Marble Arms & 
Mfg. Co. ’ 


For more data circle No. 44 on postcard, p. 103 


| Knife Display Card 


Three-color display card is of- 
fered with assortment No. 1110C 
of 12 pocket knives. Forest green 
frame on card sets off two yellow 
recessed panels, on each of which 





are six knives. Vertical panels slide 
up for easy access to knives but are 
designed to cut pilfering loss. On 
right side illustrations show uses 
of knives. Card has easel for set- 
ting in window or on counter. 
Knives have high-carbon steel 
blades with hand honed edges. Two- 
blade Pony jack knives retail for 
$1.25. Ulster Knife Co., Inc. 


For more data circle No. 45 on postcard, p. 103 


Freezer Floor Plan 
Homemakers can determine exact 
space needed and best location for 
upright freezer in the home with 
floor plan patterns cut to the exact 
size of Manitowoc freezer floor 
space requirements. Plan unfolds to 





2914x36 in., the size of Model 14 
and 18-5 freezers. Patterns can be 
used as direct mail pieces. Manito- 
woe Equipment Works. 


For more data circle No. 46 on postcard, p. 103 


Sealer-Primer Literature 


Catalog sheets describing quick- 


drying Sealer-Primer, premium 
quality white pigmented shellac, 
are now available. Attractively 


printed in two colors, they empha- 
size the main selling points of the 
new product, a one-coat  sealer- 
primer and stain-killer. It can be 
used for sealing and priming wood, 
metal, plaster and porous surfaces 
of many kinds. It also kills stains 
from bleeding knots, sap streaks, 
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WHAT'S BOOSTING 





7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 






EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
steel blades, Duraluminum handles. 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 





POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 342” embroidery scissors, all SeH them once and you'll never 
three pieces nickelplated. Handsome carry another brand! Fine steel and 
genuine leather case. Great ‘‘woman fine looks in patterns to suit every 
appeal.” taste. 





POCKET KNIVES 


The Saturday Evening 


POST 


Recognized 
STEAK SET 


Hollow-ground blades of stainless Va lu 
steel. Pakkawood handles; serrated asv. 1837 
cutting edge. Women buy them on 

sight. 





Ask your jobber to show you the 


BOKER TREE BRAND LINE 


On over * 


Cotalogs Avaiieble on Requ t 


H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street New York 7, N. Y. 
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AREA HEAT 






is putting 

the heat 
on sales.. 
building a 
fire under 
profits! 


Ray. 
eect 
“Dearborn Area Heat is the most 


sensible, most saleable heating concept yet! 
It gives your customers automatic heating 
at its best. By putting a Dearborn gas area 
heater in each living zone of their home — 
with each heater automatically controlled — 
it gives them even temperatures, “bare-foot 
comfort” throughout the house. 


DEARBORN AREA HEAT Makes Dollars for You. . 
Because it gives you BIG, MULTIPLE SALES of 
Dearborn gas area heaters. Every customer you sell on 
Dearborn Area Heat will buy the heaters he needs for 
each area of his home — from 3 to 6 heaters or more. 
Every customer you sell on Dearborn Area Heat is 
a multi-unit customer instead of a single unit customer. 
And you get EXTRA SALES ON DEARBORN AUTOMATIC CON- 
TROLS. Every heater you sell carries the extra sale of 
a Dearborn automatic control..an extra helping of 
profits from Dearborn Area Heat! 

REGIONAL SALES OFFICES: Dearborn Area Heat can 
Merchandise Mart, Dallas, Texas 









bring you more sales and 
profits than any other kind 
of heater sales —and that’s 
a fact, not an idle claim. It’s 
a fact we'll be glad to prove 
—ask us to do it! Write, 


wire or call for more 





information. 


STOVE COMPANY 


DALLAS « CHICAGO 
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THE Shazoe CHROME TWINS! 





Sharon’s 66 
Assortments 










Sie ron 


; REFILLABLE 
These 2 refillable assortments 
Sharon - : ASSORTMENT 
REFILLABLE will give you o complete No. CM 828 
ASSORTMENT chrome plated wood CHROME PLATED 
No. CW 1988 screw and ma- 


STEEL MACHINE SCREWS 
AND NUTS 
e12 Sizes Round Heaa 
Screws and Hex Nuts 
© Sizes from 6/32 x a to % 
(20) x 2 
© 828 Screws and Nuts 


Ask your jobber or write us 


CHROME PLATED 


STEEL WOOD SCREWS 


® 8 Sizes Round Head 
e 8 Sizes Oval Head 
e 1988 Steel Wood Screws 

@ Sizes from Yo x 4 to 244 x 8 
R.H.; % x 4 to 1% x 6 Oval 
Head 


chine screw 


department 





power vise stand 
adds profit to 
“Pipe Cut-to-Sketch” business 


@ It threads 2” pipe 5% minutes faster than 
by hand. 
@ It threads sizes down to 4” with propor- 
tionate time savings. 
@ It can pay for itself in less than 2 months. 
e Its wrenchless chuck eliminates need 
for a wrench or chuck bar. 
e@ Its rugged construction and all steel 
unbreakable case guarantee a lifetime 
of dependable performance. 


The 





For full facts that prove how much the Oster Power Vise Stand can profit 
you call your friendly Oster Wholesaler, or write us for a free factual booklet. 


THE MANUFACTURING CO. 
Main Office and Factory: 
1893 » CELEBRATING 60 Years Leadership in the Threading Industry 1953 


2028 East 61st Street ¢ Cleveland 3, Ohio 
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70 HELP YOU SELL | 


hot plaster patches and other hard- 
to-hide blemishes. It dries in less 
than an hour. Parks Co. 


For more data circle No. 47 on postcard, p. 103 








Sprayer Catalog 


Tractor-mounted sprayers are 
presented in this new two-color, 
16-page catalog, No. TM-53. It 


helps dealer select proper type of 
sprayer for different spraying 
jobs. Wide variety of spray nozzles 
and other parts are listed, includ- 





ing specific data on mounting both 
front and rear-mounted models. 
F. E. Myers & Bro. Co. 


For more data circle §o. 48 on postcard, p. 103 


Television Display 
Eight-piece window display is 
designed to boost television sales by 
emphasizing ll-channel tuning. 
Printed in two colors, it contains 
large banners and blunt-nosed ar- 
rows along with lithgraphed repro- 
ductions of the singlt Arvin tuning 
knob and the mechanism of the 
dual-tuner. Messages on the various 
pieces making up display points out 
that the all-channel tuner brings in 
82 VHF and UHF channels on a 
single knob. Arvin Industries. 


For more data circle No. 49 on postcard, p. 103 


Floor Treatment Offer 
Special package contains a bal- 
anced assortment of 4 qt. and 6 pt. 
of L.F.T., linoleum floor treatment, 
and at no extra cost to the dealer 
a free pint bottle worth $1.49. Also 


HARDWARE AGE, MAY 28, 1953 








includ 
an in- 
Deale} 
profit 


For mor 


Wall; 
Wit! 
scrape! 
bottle 
mover, 
with h 
of rer 
large 
rooms. 
yoursel 
“clean- 
deal cc 
24 ser: 
display: 


For more 


Plasti 
New 
Wood is 
product’ 
and she 
color de 
been rep 
that dra 





formance 
includes 
that feati 


HARDWA 





ner hard- 
»s in less 


card, p. 103 


ers are 
wo-color, 
[-53. It 
‘type of 
spraying 
ly nozzles 
1, includ- 





na, One 


iting both 
| models. 


steard, p. 103 


lisplay is 
mn sales by 
tuning. 
t contains 
-nosed ar- 
hed repro- 
yin tuning 
m of the 
he various 
points out 
brings in 
nels on a 
tries. 
stcard, p. 103 


ffer 

ns a bal- 
and 6 pt. 
rreatment, 
the dealer 
1.49. Also 


28, 1953 











included are a window banner and 
an in-store hanger sign for display. 
Dealer investment is $12.60 and 
profit is $7.79. Embree Mfg. Co. 


For more data circle No. 50 on postcard, p. 103 


Wallpaper Remover Deal 
With this deal, a 3 in. Warner 
scraper can be offered with a 6 oz. 
bottle of Easyoff wallpaper re- 
mover, $1.35 value for $1.19. Mixed 
with hot water, 2 oz. makes 1 gal, 
of remover; bottle is enough for 
large room or two average size 
rooms. Designed for the do-it- 
yourself market during the spring 
“clean-up, fix-up, paint-up’”’ season, 
deal consisting of 24 bottles and 
24 scrapers also includes counter 
displays. Klean Strip Co., Inc. 


For more data circle No. 51 on postcard, p. 103 


Plastic Wood Packaging 
New package design for Plastic 
Wood is more visible and heightens 
product’s identification on counter 
and shelf. Former red and black 
color design, illustrated top, has 
been replaced by container, bottom, 
that dramatizes versatility and per- 





formance of product. New design 
includes orange background color 
that features overall woodgrain ef- 
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GET READY / 


FOR THE 


ROFIT PARADE 
Sa 34 





WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
®@ Thermostatic action prevents tip burning! @ Built to withstand con- 
tinuous heavy duty! ® Heats 4 times faster than most other irons! 
® No radionic interference while in use! ® UL and Canadian Stand- 
ards approved! © Successfully passed the 65° below zero test! 

®@ Precision wound on pure mica sheet! ® Heat-Control 
means greater economy! @ Complete size range . . . 20 
to 1000 watt! © Operates on 110-120 volts, AC or DC! 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 








) 
~ 
lw 






< 


WALL MANUFACTURING CO. 


GROVE CITY © PENNSYLVANIA 
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MUK-LUK JUST DOESN’T KNOW 
WHEN TO STOP SINCE HE GOT 
THOSE WONDERFUL 6-W ICE TOOLS! 


































No doubt about it! G-W Ice Tools—the 
complete line—are the easiest to handle. 
Vessses', Whether you’re building a cool ranch 
house, or just a cool profit you'll find 
that G-W Ice Tools move faster— 
do a better job! 












Ice Aprons 
Scoops * Scales 
Creepers * Chippers 






Write for bulletin on— 














TONGS CHISELS SHAVERS Hooks * Picks & Sheaths 
Tamping Poles * Saws 
GiFFoRrD-bWooo Co. Snowscrapers 
Since 1814 Mauls * Forks * Axes 
HUDSON, N. Y, Bars ° Breakers 
New York 17, N. Y. St. Louis 1, Mo. Chicago 6, III. 


420 Lexington Ave. Railway Exchange Bldg. 565 W. Washington St. 


GD 2902 


The Sherman 


“TULIP” 


SPRINKLER 


Brass 
Reenforced 
Spray Head 











Colorful ... Durable 
Low Priced 


Body Reenforced 
Internally by 
Heavy Trans- 

verse Ribs 


\ 


Ss 


Z Most Improved 





Sprinkler on 
The Market 


Similar to “ring” sprinklers, it is a low cost sta- 
tionary sprinkler providing a large full-volume 
fountain-shaped water pattern. The Sherman 
“Tulip” is durable—there’s nothing to rust, no 
moving parts to wear. In the same price range as 


“ring’’ sprinklers, it will sell better because of its 
colorful red, yellow and green finish and its at- 
tractive design. 
quate today! 


Make sure your stock is zde- 
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fect keyed to product. Use of black 
and white for copy and illustration 


| adds to contrast for better visibil- 
| ity. Boyle-Midway, Inc. 


For more data circle No. 52 on postcard, p. 103 


Revolving Tool Display 


This CD1 display unit in yellow 
and maroon, for counter or show 
case, takes 1 sq. ft. of space and ac- 
commodates any four of seven pan- 
els from which to choose. Unit re- 
volves for maximum display of tools 
and easy access to any tool dis- 
vlayed. Each panel billed at cost 





of tools only. Fixture to hold four 
12x24 in. panels is $5. Crescent 
Tool Co. 


For more data circle No. 53 on postcard, p. 103 


Battery Selling Aids 
Counter card, illustrated left, 

shows all latest makes and models 

of portable radios and the Burgess 





batteries they use. It serves as a 
quick reference for customer and 
dealer. It is also available as wall 
hanger with calendar attached. 
Three-dimensional electric flasher 
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r or show money selling 
sah vont DEMPSTER because 

». Unit re- it’s America’s 

lay of tools quality water system! 
- tool dis- 

ed at cost 


No wonder the farmer won't have anything else! Dempster 
offers him a tried-and-tested water- supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
2. It’s just plain sense that you can sell more Dempster 

ater Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line. . . 


SS TE 








SPEEDY SPRAYER 890 


Diaphragms eliminate oily -pis- 
tons. Ye h.p. motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 
Ibs, pressure. Never needs oiling. 
With gun, less motor, retail $36.50 








hold four 
Crescent 





: 7 
DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 





a 





SHALLOW-WELL JET- 
stcard, p. 103 MASTER — Only one movin 
part. No special pressure tan 
needed. Easily installed and 
exceptionally efficient. 


Is 
Pitan SPEEDY SPRAYER 444 ,. 
ated left, No job too big! 4 on De 
1 , oil-f ir at s. 
nd models pressure. Ya hip. motor oF 


engine. With gun, less motor, 


ie Burgess retail $66.00 


PAINT 
TANK 778 





DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 











Ais Boe “ud 


CENTRIFUGAL PUMPS — 
Impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 








Holds 3 gallons. 
Corried or hung 
on ladder. With 
10’ air and paint 
hose. Retail 


$22.00 


MOBILE SPRAYER 950 


Ideal Automatic Tank sprayer for 
home or commercial use. Steel 
tank with VY hp. compressor. 
Removable wheels ond handle. 
With gun, less motor, retail $97.50 





windmill attachment. ter irrigation pumps made than 


Dempster Centrifugal Pumps. 





America’s Quality Line of Farm 


Arana eames 
WATER SUPPLY EQUIPMENT 





Pumps ¢ Tanks © Windmills e 
‘rves as a Irrigation Equipment 
omer and 
le as wall 
attached. 
ic flasher 


W. R. BROWN CORPORATION 
2665 Normandy Ave., Chicago 35, Ill. 
Specialists in Portable Sprayers for Over 30 Years 
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DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 
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AMERICANA 


All 





“H" HINGE 


#318—for %"' offset doors 
#319—for flush doors 





The hardware your cus 
tomers are looking for 
. the most popular fine 
you can feature! Every 
“Americana” item 

is beautifully formed 

in hammered stee! 
finished in “Star 
Brite’’ Black, An- 
tique, Copper or 
Brushed Brass. 
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TODAY'S MOST PROFITABLE HARDWARE FEATURES 


tlle 





6 Wehthtee 


WRITE TODAY 


Ay metal 


, Broo 


Sold through wholesalers only 


FOR COMPLETE CATALOG 









AMERICANA 


with screws 


AMERICANA 


DRAWER PULL 


with screws 
#394 


pRODUCTS CO- 





“HL” HINGE 


#320—for fiush doors 
2#317—for %'' offset doors 














klyn 17, N. Y. 


TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 103. 


sign, right, produces a sales mes- 
sage on the company’s portable bat- 
teries in a three-dimensional effect 
when it flashes on; when it flashes 
off sign becomes useful mirror. 
Burgess Battery Co. 


For more data circle No. 54 on postcard, p. 103 


Drapery Cord Package 
New home replacement market 

put-up of King Cotton drapery cord 

makes available handy 50 ft. cello- 





phane wrapped coils. It comes six 
coils to a Selleord counter display 
box and is available in all standard 
drapery cord colors. John H. 
Graham & Co., Ince. 


For more data circle No. 55 on postcard, p. 103 


. 
Can Opener Unit 
No. 24 can opener dispensing unit 
is free with assortment containing 
24 can openers in regular packages; 
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six No. 32 Budgit, retailing at $1.49 
each; six No. 33 Junior Magnetic 
at $1.95 each; six No. 61 Senior at 
$2.69 each, and six No. 80 Deluxe 
at $3.49 each. Called Pick-a-Dazey, 
self-service unit in yellow and black 
is sturdily built and is 16 in. high, 
8 in. deep and 17 in. wide. Name 
and price of each item are clearly 
marked. Retail value is $57.72. 
Dazey Corp. 


For more data circle No. 56 on postcard, p. 103 


Coffee Filter Display 


Single-service coffee filters for 
use with Sunbeam Coffeemaster 
Models C-30 and C-20 now come in 





a new pop-up counter-display car- 
ton, 11144x4%x3% in. Colorful car- 
ton, attractively designed, holds 24 
envelopes of 50 disposable filters 
each. Envelopes retail for 25¢ each 
for Coffeemaster C-30 filters, or 30¢ 
per envelope for C-20 filters. Car- 
ton holds either size or an assort- 
ment of both. Schwartz Mfg. Co. 


For more data circle No. 57 on postcard, p. 103 


Chain Saw Promotion 


A Three Minute comparison test 
has been developed for prospective 
buyers of chain saws. National ad- 


vertising is announcing free test 
and dealers can get complete Con- 
vincer Test Sales Kit which in- 
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JOBBERS TOLD US- 





“Don’t change it! 


! You have the BLT anid SE c2tch 


on the Market /” 


se 


Barented rersion catch 

at sill holds Keystone Screen secu- 
rely in place. Just turn knob to ad- 
just for proper permanent setting. 


Lielusive free Hating bar 


assures snug fit at bottom... adjusts 
screen to uneven or off-level sill. 











veystone 


“atuminum TENSION screens 


Growing demand for 

Keystone Aluminum 

Tension Screens has re- 

sulted in thousands of installa- 

tions throughout the nation—and 
our jobbers tell us this means thou- 


sands of satisfied users! 

Recently—in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jdbbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—‘“Don'’t change the design of 
Keystone Tension Screens! You are now using the 
best and safest catch on the market!” 

Cash in now! Display and feature these popular 
screens—the smart, new way to clt screening costs, 
reduce maintenance and add convenience to homes 
and apartments! Ideal for all double-hung windows. 
Easily installed—no heavy frames to cut or fit. No 
painting—no rust. Easily replaced screening. Low 
first cost, low upkeep, neat appearance. Investigate! 





eeooe® 





Help Your Customers and 


Increase Your Sales! 
Tell ‘em WHERE fo caulk 


EXISEAL 


CAULKING COM 
id Example——~ 


Space between sill and founda- 
tion permits air leakage that 
causes cold floors — detracts 
from heating efficiency and 
costs money! Recommend 
caulking all around inside of 
cellar with FLEXISEAL 
CAULKING COMPOUND. 


Seal where window and door 
frames meet siding is broken 
as house ages—causes moisture 
entrance, decay and drafts. 
Recommend caulking around 
all frames with POUND. | 


POUND 





CAULKING COMPOUND. 











Here are the places that 
generally require caulking with 


FLEXISEAL CAULKING COMPOUND | 


1 Around door and window frames 
(particularly in masonry houses). 


2 Where wood trim meets siding. 


3 Edges and corners 
clapboards. 


of warped 


Where sill meets foundation wall. 


Where 
house. 


pipes or wiring enter 
Behind gutters (both above and 
below where gutter joins house). 


_v oOo 61 lf 


Flashings around chimneys, para- 
pet walls, coping, joints of metal 
roofs, etc. 


Remember WHERE to use Caulking 
Compound and you’ll make extra 
sales. Remember to stock FLEXI- 
SEAL CAULKING COMPOUND 
= you'll make many extra repeat 
sales. 


FLEXISEAL CAULKING COMPOUND 
flows readily, does not slump or sag, forms a 
tough, rubbery skin and stays soft under- 
neath for years). FLEXISEAL CAULKING 
COMPOUND is consistently good — every 
batch meets and exceeds Federal Specifications! 


Order from your 
jobber 












tory for information and 


prices on all FLEXISEAL Products. 


LANDEN PUTTY WORKS, inc. 


456 IRVING ST., MALDEN, MASS. 
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TO HELP YOU SELL 


| cludes instruction for holding three 


minute demonstration, mailers, 
mats, radio announcements, giant 
three-color broadsides, display sug- 
gestions, point-of-sale material, 


| manuals, catalog sheets, and more 


than 25 other separate items to in- 
crease chain saw sales. Clinton Ma- 


chine Co. 
For more data circle No. 58 on postcard, p. 103 


Cleaning Aids Display 
Compact all-steel permanent floor 
display is available at no extra cost 
as part of an assortment of Ekco- 
Minute cellulose sponge mops and 





cleaning aids. Finished in burnt 
orange enamel, display is 18x20x- 
60 in. and occupies only 24% ft. of 
floor space. All Minute items are 
packaged in colorful orange and 
black cartons or wrappers. Display 
value is $19.80, but is priced in the 
Ekeo assortment at $9.90, which 
dealer recovers by selling two free 
double header Minute Mops includ- 
ed in deal. Ekco Products Co. 


For more data circle No. 59 on postcard, p. 103 


Level Merchandiser 


Called the No. 1400 Merchan- 
diser, this pack includes six levels, 
all made of California sugar pine: 
one No. 0500, 18 in., two vials, with 
a list price of $1.85; one No. 09, 18 
in., two vials, $2.10; one No. 0500, 
24 in., two vials, $1.98; one No. 
04A, 24 in., four vials, $3.50; one 
No. 04A, 30 in., four vials, $3.95; 
and one No. 6A, 30 in., aluminum 
bound, six vials, $7.70. Merchan- 
diser is of two-tone brown cloth- 


oak 
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Yo 


In Glass 


| 

| Straight or offset handle rods in 

| wood or cork tips with new style 
blades in glass fiber or steel. The 
world’s lowest price quality line. 
Send for bulletin and prices. 


PREMAX PRODUCTS 


DIVISION CHISHCLM-RYDER CO., INC. 
| 


5321 Highland Ave. Niagara Falls, N. Y. 





BENNETT - IRELAND IN 


+ NOUWICH. NEW YORK 





Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------- 


{ catalog and full profit details... 


| | Bennett-Ireland Inc. 
| Norwich, N. Y. Dept. 553 North St. 


Send me catalog and information on 
Flexscreen. 
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You know he’s always on the job 


Come hell or high water, there are some people 
who simply won’t be denied the privilege of do- 
ing their duty. It’s just a matter of basic char- 
acter, disciplined by daily diligence . . . and, as 
much as anything else, a pride in maintaining 
a record that has been so painstakingly built. 

This is the kind of duty that Bristol Brass 
men understand so well. They, too, have a name 
for “always being on the job”... and they won’t 
stand for the smallest nick in that name... 
if determination, brains and resourcefulness 


can help it. And they have plenty of all three. 
Try Bristol Brass service on your own sheet, rod 
and wire needs. You may encounter two new 
experiences ...in quality, as well as in service. 


The BristoL Brass CORPORATION, makers of 
Brass since 1850 in Bristol, Conn. Offices or 
warehouses in Boston, Chicago, Cleveland, Day- 
ton, Detroit, Los Angeles, Milwaukee, New York, 
Philadelphia, Pittsburgh, Providence, Rochester. 


Cite Feahin neat Bross ot ite Best 
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Setting 


a record 


WORLD’S STRONGEST 
PALMER HAMMER 


—chalking up big 


sales coast to coast 


Complete line 


130 


Most Patterns List 


The greatest 
striking and 
pulling power. 


A result of 
PALMER’S 
perfect balance 


A FINE 
HAMMER AT 
A POPULAR 

PRICE 





at $1.95 


PLAIN AND BELL FACE 
CURVED AND RIPPING 
CLAWS. ALL WEIGHTS 
AND FINISHES IN 
4 PRICE GROUPINGS. 


Manufacturers of 
WELLOCT PLIERS 

Get our illustrated 

descriptive literature 


PALMERCE@S39TOOL CORP. 
MEADVILLE, PENNA., U. S. A. 
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@ For more information on these products and services 
use free post card on page 103. 


design container board with metal 
eyelet for hanging. Printing in 
color, it tells contents and features 
of levels. Peerless Level & Tool Co. 
For more data circle No. 60 on postcard, p. 103 


Packaged Lock Display 


Point-of-purchase merchandising 
of padlocks is featured in this 
Select - A- Lock display that dis- 


YALE 


SELECT-A-LOCK 
* Weather Resistance + Ai-around Use 


* Rustless Case * Pop-Up Shackle 
* Rugged Durability 








penses packaged locks. It is a self- 
contained selling device that per- 
mits customers to select any of four 
different padlocks without the as- 
sistance of a sales clerk. Designed 
to create impulse sales, it is a 
gravity-fed unit that is also color- 
ful and informative. It contains 
four each of four different padlocks. 
Large pricing spaces are for deal- 
er’s convenience. Yale & Towne 
Mfg. Co. 


For more data circle No. 61 on postcard, p. 103 


Appliance Ad Book 


This Dealer Ad Help Book, avail- 
able free, tells how to tie up and 
cash in on company’s national ad- 
vertising. It has a chart on how to 
plan advertising for best results 
and shows numerous ads available 
to dealers. Book deals with house- 
hold appliances for heating, light- 
ing, cooking and ironing, and out- 


door equipment. It lists sales help 
literature available, radio announce- 
ments and shows cuts for drop-in 
illustrations in newspaper advertis- 
ing. Coleman Co., Inc. 

For more data circle No. 62 on postcard, p. 103 


Chain Folder 

Four-page folder covers various 
types of commercial, industrial and 
agricultural chains. It contains il- 
lustrations and complete technical 
details: sizes, weights, working load 
limits, etc., all in simplified charts 
and tables. It provides a quick and 
easy way to determine chain re- 
quirements for general application 
as well as specific jobs. Campbell 
Chain Co. 


For more data circle No. 63 on postcard, p. 103 


Glaziers Points Display 
Specially designed carton and 2 
doz. boxes of points comprise this 
glaziers’ points display. Top of 
blue and red carton folds in two to 
form a poster-like backing which 
illustrates how glaziers’ points are 





used in installing window panes. 
Display gives price per box and 
calls attention to free driving tools 
provided in each box. Boxes, red 
and white in color, contain approxi- 
mately 250 sheet-metal points. Cost 
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* for over a « 
MANAGEMENT & 
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++. IN FACT, IT's 
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sales help 


== || Anmiversary Specte 


ostcard, p. 103 





re ari din Vv 
one wal The Outstanding 
ontains il- 


cone ALL PURE BRISTLE 


fied charts 


quick and , “ ; | ‘ 
van | 96 Wall Brushes 


application 


“to Retail for *36;29! 


3" SIZE 


ostcard, p. 103 


splay Reg. Value 
ton and 2 |/2 Brushes, 3" Size, $1.00 Ea., to Retail for 75e= 9.00 


“s 12 Brushes, 3/2" Size, $1.50 Ea., to Retail for 1.00 = 12.00 


in = 12 Brushes, 4" Size, $2.00 Ea., to Retail for 1.25 = 15.00 
ing whic | adel 
points are 36 Brushes, Regular Value $54.00......... ....... To Retail for $36.00 





Dealer's Cost Only $24.00 tie" ranex 


mENT TD WITH 212" 
Kuck oF ye BRISTLE LENGTH 
S @ 


Guaranteed by 
Good Housekeeping 
Py, ~ 





















A PACKAGED DEAL 
36 Brushes to a Carton Ready to Re-ship. | 


Carton contains 2 boxes 3", 2 boxes 31/2", | 


2 boxes 4" each containing 1/2 dozen 


Lh) 
‘ 4" Siz 
S7AS ADveptistD TERS 





K FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
+++ IN FACT, IT'S OUR THIRTY-FIRST YEAR! 








MAIL THIS 


















Ow panes. 2 

d 

Ace Posse 10th ANNIVERSARY WALL BRUSH SPECIALS 
packed 1 dozen each 3", 32" and 4" 

Boxes, red COLONIAL BRUSH MFG. CO., INC. 

n approxi- NAME 

pints. Cost 160 WASHINGTON STREET, NO. 








BOSTON 14, MASS. STREET 
CITY 


Y 28, 1953 



















ZONE STATE 


Telephone: Richmond 2-2515 





“Uk a World of 
Oger 
Tm (ote 


THEY HAVE A WORLD OF SALES APPEAL— 
realistic operation, true detailing of design, and, most 
y outlast other toys 3 to 1. 





important to parents, they 







With Model Toys, YOU GET A WORLD OF ADVER- 
TISING SUPPORT—a continuous national advertising 
program, growing larger every year! 


From April thru 






September these big 


mass circulation maga- 





zines pre-sell Model 
ee ee 


And from October 
thru December 
the campaign 

expands to these 

(includes full color 
covers, too). 








MODEL TOYS ARE IN 
THE MAGAZINES NOW 


—a display will pay! 


Model Toys offer a world of merchandising helps, too: 
e envelope stuffers (or take 
home pieces) e newspaper 
ad mats e radio and TV 
scripts e personalized pub- 
licity stories e layaway 
posters e award-winning 
point-of-sale display * 


*($20 f.0.b. factory—2 actual cost.) 


THE CHAS. WM. DOEPKE 
MANUFACTURING CO., Inc 
ROSSMOYNE, OHIO 
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TO HELP YOU SELL 


to dealer is $1.60 per carton. Box 
retails for 10¢; carton, $2.40. Red 
Devil Tools. 


For more data circle No. 64 on postcard, p. 103 





Hand Tool Catalog 


Presenting the complete line of 
Warren heavy forged hand tools, 
this new 1953, 16-page catalog, No. 
353, contains illustrations, prices, 
specifications and package sizes. 
Among tools illustrated are ham- 
mers and sledges, picks, tongs, bars, 
mattocks and hoes. Warren Tool 
Corp. 


For more data circle No. 65 on postcard, p. 103 


Tack Counter Display 
Self-service counter display dis- 

penses packaged tacks in less than 

1 sq. ft. of space. It is included in 





merchandise deal consisting of 1 
doz. each of 30 items; carpet tacks, 
furniture nails, brads, etc. Called 
the Tack and Nail Bar, it holds 180 
packages in 30 rows of six each. 
When customer takes a box from 
bottom of any row, next package 
automatically slides into place. Deal 
costs $21.60 and provides profit of 
$14.40. Atlas Tack Corp. 


For more data circle No. 66 on postcard, p. 103 


Level Catalog Pages 

Catalog pages are now available 
on the new 48 in. Aluminedge level. 
Pages contain complete specifica- 
tions, photographs and _ descrip- 
tive sketches. Aluminedge level 
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the fisherman wise 
has plenty 
of flies 





The smart fisherman doesn’t head for his fa- 
vorite stream with only one or two flies to 
catch the wary trout! No sir—he has a hatful 


of enticing beauties to offer his “prospects”! 


IF YOURE FISHING for more pump sales 
this year (and who isn’t?)—don’t let the “big 
ones” get away because you haven't got the 
pump to interest them! When you handle the 
big GOULDS line of dependable water sys- 
tems—you're sure to have the right pump for 
every prospect—no matter what his require- 
ments. Deep well, shallow well, any capacity, 
any pressure, any price—GOULDS has the 
pump for the job—and every one has dozens 
of famous GOU LDS quality and performance 
features that make your selling job easier. 


FISHING’S GOOD THIS YEAR... more 
people need more pumps than ever before 
and they've got the money to buy ’em, too! 
Better see your GOULDS distributor soon 
and get set to land more pump profits with 
the complete GOULDS line! 


NEEDS 
NO TANK 






Goulds Pumps Inc., Seneca Falls, N. Y. 


Here’s your leader... GOULDS balanced flow jet 





When you sell GOULDS WATER SYSTEMS 


you can sell every prospect 
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Increase your profits by investing one square foot of your valuable 
floor space in a Wagner display. You'll find that the Wagner will 
earn more profits for you per square foot than most items. 


Here's why! 


When you show your customer that only the Wagner has Mov-O- 
Matic Combs that move in and out of the brush to keep it clean so 
it can sweep clean, she'll not accept anything less. And Mov-O- 
Matic Combs are just one of the ten exclusive features found only 
in a Wagner. 


Boost your sales by selling that ‘extra something” found only in a 





70 HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 103. 


No. 648-AB is entirely aluminum 
bound with precision-rolled alumi- 
num top and ends. It contains 
four plumbs and two levels. Bulle- 
tin CS-648, it is free upon request. 


| Columbian Vise & Mfg. Co. 


For more data circle No. 67 on postcard, p. 103 


Pocket Knife Display 


Kamp King, four-blade outdoor 
knife, now comes with attractive 








Wagner! 


You need a Vacuum Cleaner once a week 


YOU NEED A 


KOMBED-KLEANED SWEEPER 


evERY DAY 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 










| 
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| close easily, 


counter display in form of rustic 


In four colors, display 


log cabin. 
holds 12 knives. Corner of display 
illustrates various blades and tools 
| of knife; cutting blade, cap-lifter 
and screw driver, awl and new type 
can opener. Blades of highly pol- 
ished, fine cutlery steel open and 


yet firmly. Handles 
have sure-grip stagging. Imperial 


| Knife Associated Cos., Inc. 


For more data circle No. 68 on postcard, p. 103 


| Tool Catalog 


This 12-page, three-color tool cat- 
alog and price list shows complete 
line of tools for plumbers, steam- 
fitters and machinists. It covers 
complete technical data and un- 
conditional guarantee policy. Illu- 
strated throughout, it lists individ- 
ual specifications and description. 
Available upon request. Erie Tool 
Works. 

For more data circle No. 69 on postcard, p. 103 


(Resume reading on page 14) 
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New for Summer, |); 


The Decoware Picnic Basket 


“€étih sell at in price! 
ean sell at a bargain price! 
LC w® 









@ all-metal body in simu- 
lated basketweave design 


@ natural-finish wood han- 
dies riveted on to stay 


@ lithographed in handsome 
tones of brown and tan 


@ sanitary cream-colored 
interior 


@ handy size for average 
family—9% x 13% x 81/16 
inches 


~— 


Every family that goes picnicking or touring should welcome the new 
Decoware Picnic Basket. It’s good looking, it’s practical, and you can offer it 
at a walk-away price. Being all-metal, it’s absolitely sand-proof. Handles fold 
back to save space in the car. The sooner you get them in stock, the sooner 
you'll want more. Write, wire or telephone for prices! 


CONTINENTAL © CAN COMPANY 


Continental Can Building, 100 E. 42nd Street, New York 17, N. Y. 


Eastern Division: 100 East 42nd St., New York 17 * Central Division: 135 South La Salle St., Chicago 2 * Pacific Division: Russ Bidg., San Francisco 4 
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Quick Service and Advertising 
To be NRHA Congress Topics 


Quick service, Fair Trade, 
selling technique and _ the 
irha national advertising 
campaign will be major top- 
ics at the 54th annual Con- 
gress of the National Retail 
Hardware Association at the 
Casablanca Hotel in Miami 
Beach, Fla. The convention 
begins Monday, July 13, and 
adjourns on Thursday, July 
16, at noon. 

Registration of delegates 
and guests will begin nine 
a.m. on Monday at the head- 
quarters hotel. That eve- 
ning at 7:30 the President’s 
Buffet Supper will be held 
on the Pool Deck of the Cas- 
ablanca for all attending the 
Congress. State songs and 
dancing will conclude festiv- 
ities for the day. 

Formal opening of the 
covention will be on Tuesday 
morning at 9:30 with presi- 
dent John T. Skolfield deliv- 
ering his address. “Quick 
Service Is Profitable,” will 
be the topic of E. B. Weiss, 
vice-president of Grey Ad- 
vertising Agency, New York 
City. 

William J. Pilat, presi- 
dent, Russell W. Allen Co., 
New York City, will discuss 
“Robots Can’t Sell Every- 
thing.” Profit margins will 
be the subject of Arthur L. 
Scaife, manager, sales plan- 
ning, General Electric Co., 
Bridgeport, Conn. 

An industry luncheon will 
be given for the men of the 
convention at 12:30 in the 
Algerian Room of the head- 
quarters hotel. 

Tuesday afternoon at 2:30 
there will be a round table 
conference with three mem- 
bers of the NRHA staff 
leading the discussions: 
Fred R. Olmstead, promo- 
tion manager: John H. 
Walsh, merchandising man- 
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ager, and Harry Harlan, 
management manager. 

“Life Comes to the irha 
Program” will be discussed 
by C. J. Christopher, man- 
ager-treasurer, Minnesota 
Retail Hardware Associa- 
tion, on Wednesday morn- 
ing. Charles Wheeler, presi- 
dent, Salt Lake Hardware 
Co., Salt Lake City, whole- 
saler, will talk on, “A 
Wholesaler Brings Life to 
the irha Program.” 

W. H. Gove, sales develop- 

(Continued on page 142) 





Conron Opens Branch 
In Davenport, lowa 


Conron, Inc., Danville, IIl., 
wholesaler, has opened a 
branch office and warehouse 
at 216 E. Third St., Daven- 
port, Iowa, it was announced 


by Thomas W. Conron, Jr., 
vice-president and _ general 
manager of the firm. 

The new Davenport divi- 
sion will handle a general 
line of hardware, tools, build- 
ers hardware, electrical and 
plumbing supplies, paint and 
housewares. 

Robert L. Sermersheim has 
been named branch super- 
visor. Mr. Sermersheim has 
worked in various depart- 
ments of the Danville plant, 
and later represented the 
company in the Muncie, Ind., 
area before his recent ap- 
pointment. 


Nall Hardware Moves 
Wholesale Division 


Elmer L. Nall, owner of 
Nall Hardware, 17 S. Main 
St., Madison, Wis., whole- 
saler, has purchased the 
Kroeger property, land and 
building, and has moved the 
wholesale and contract divi- 
sion of his company to the 
new quarters at 631 W. Main 
St., Madison. 





Hardware Briefs: 





Faxon and Podolsky Buy Old Boston Store; 
Three Purchase Becker Hardware in Ohio 


Boston, Mass.—The 111- 
year-old A. J. Wilkinson 


Hardware Co., 184 Wash- 
ington St., has been  pur- 
chased by Raymond H. 


Faxon and Max H. Podol- 
sky. Mr. Podolsky, who 
started in the hardware 
business at the age of 15 as 
an errand boy, has taken 
over the bulk of the business 
and the operational work. 
The store was acquired 
from eight stockholders who 
had conducted the business 
since 1949. No changes are 
contemplated and the pres- 
ent help is being retained. 
Massillon, Ohio—The 
Becker Hardware, Inc., store 
has been purchased by Karl- 





ton W. Stuhldreher, Edward 
M. Davies and Robert Or- 
wick. The store will be man- 
aged by Mr. Orwick, who 
was an employee of the 
Becker concern more than a 
year ago. Mr. and Mrs. 
A. G. Rorabeck were former 
owners of the store, which 
will continue to operate un- 
der the present name. 





North East, Pa.—The 
North East Hardware Co. 
recently held its grand open- 
ing under the ownership of 
Louis King and A. W. 
Campbell. The store has two 
large floors of merchandise. 





Chattanooga, Tenn. — The 
(Continued on page 156) 


Elect Wendt President 

Of Old Guard, SWHA 
At the annual meeting of 

the Old Guard during the re- 


cent Southern Hardware 
Convention in Dallas, Tex., 





& 


R. R. WENDT 


the following were elected of- 


ficers of the Old Guard, 
Southern Wholesale Hard- 
ware Association. 

R. R. Wendt, Joliet, Il., 


Phoenix Mfg. Co., president; 
Harry A. Taylor, New Or- 
leans, La., Plymouth Cord- 





HARRY A. HOFFNER 


age Co., first vice-president; 
Julian C. Scruggs, manufac- 
turers’ agent, Nashville, 
Tenn., second vice-president; 
Harry A. Hoffner, manufac- 
turers agent, P. O. Box 4346, 
Jacksonville 1, Fla., secre- 
tary-treasurer, and Charles 
A. Pitts, Jacksonville, Fla., 
Remington Arms Co., as- 
sistant secretary-treasurer. 
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esident G. H. Baker Promoted By The change in top manage- = 
SWHA W. W. Conde Hardware mentment positions’ was Qussins & Fearn Converts 40 
an ef made at the recent annual 
cea ae is George A. st eres meeting of the company’s e . 
manager since 1945 for the ‘board of directors. R tail St t S If S 
Hardware W. W. Conde Hardware Co, Robert Oster has_ been e ores 0 € “ ervice 
las, Tex., Watertown, N. Y., whole- named executive vice-presi- Gains Gen O - 2 . : , 
saler, has been elected by the dent and treasurer, and Gil- ussins & oe ek aul A. Scholl, executive 
bene’ of Givestees. on & vies. tert B, Seach bes been hardware chain with head- vice-president of the com- 
president and director at the elected secretary. quarters in Columbus, Ohio, pany. a 
company’s recent annual The company manufac- recently converted to semi- The “guinea pig” store was 
meeting. tures electric housewares self-service in all of its 40 converted to semi-self-service 
Other officers elected at small motors, and barber and retail stores. about a year ago. By today’s 
This conversion to self- standards, the first change 
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the meeting are: William W. 
Conde, president; Harry J. 
Yoder, vice-president, and E. 
J. Turner, secretary - trea- 
surer. 

B. C. Willmott, Mrs. T. E. 
Knowlton, Mrs. Harold W. 
Conde, W. W. Conde, Mr. 
Yoder and Mr. Turner have 
also been elected to the board. 

Mr. Baker, new vice-presi- 
dent and director, is also 
secretary of the Onondaga 
Hardware Co., Inc., Syracuse, 
N. Y., wholly owned subsi- 
diary of the W. W. Conde 
Hardware Co. He joined the 
Conde firm in 1945. Previous 
to that, he was associated 
with the duPont company; 
Finch-Pruyn & Co., Glens 
Falls, N. Y., and the Sher- 
win- Williams Co., Bridge- 
port, Conn. 





Singer New Head Of 
Friedstrass Co., Inc. 


Carl N. Singer has joined 
the Friedstrass Co., Ince., 
New Brunswick, N. J., dis- 
tributor. Mr. Singer has 
also been elected president 
of the company. 

Mr. Singer, who was for- 
merly general merchandise 
manager of H. Schultz & 
Co., Newark, N. J., has also 
been associated with Sears, 
Roebuck & Co. 





Elect John Oster, Jr., 
Head of Oster Mfg. Co. 


John Oster, Jr., has been 
elected president of the John 
Oster Mfg. Co., Racine, Wis. 
He succeeds his father, John 
Oster, Sr., who was elected 
chairman of the board. 
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JOHN OSTER, JR. 


service follows a period of 
extensive experimentation in 
a “guinea pig” store in Clin- 
tonville, according to Ray 
Wunderlich, president of 
Cussins & Fearn. 

The experimental store 
demonstrated that use of the 
semi-self-service technique 
gave customers quicker ser- 
vice, attracted larger num- 
bers of women to the store 
and indicated that 50 pct 
more customers could be han- 


dled than with previous 
methods. 

Conversion of the stores 
was under the direction of 


George V. Rankin Elected President Of 


Yakima Hardware Co., Succeeding Sinclair 


George V. Rankin has 
been named president of the 
Yakima Hardware Co., Ya- 
kima, Wash., wholesaler. He 
succeeds the late Robert C. 
Sinclair. 

Starting his career with 
the firm in 1916, Mr. Rankin 
was active in various phases 
of sales work until 1937 
when he was elected to the 
board of directors and made 
a vice-president. He became 
active in the management of 
the business at that time, 
and in 1939 was given the 
additional responsibility of 
secretary. 

Mr. Rankin is the second 
generation of the Rankin 
family to be president of the 
firm. His father, the late 
George S. Rankin, held the 
position from 1897, when the 
firm was incorporated, until 
1939. 


1953 


Other officers of the firm 
include Donald W. Sinclair, 
executive vice-president and 
treasurer; Robert L. Rankin, 
vice-president; Richard A. 
Marble, secretary; and Gil- 
bert L. Hall, assistant treas- 
urer. 





RANKIN 


GEORGE V. 


was rather a crude effort at 
streamlining. But gradually 
other changes were _insti- 
tuted, Mr. Wunderlich ex- 
plained. 

Every fixture in the ex- 
perimental store was rebuilt 
to handle a pyramid -type 
display common to. super- 
markets. Merchandise was 
departmentalized. Almost 
everything that was not 
packaged at the factory had 
to be pre-wrapped. For ex- 
ample, nails were put up in 
5 lb bags. 

Problems in deliveries, 
COD’s, telephone orders, etc., 
had to be worked out. But 
the biggest problem of all 
was the cash register, which 
had to be a special job with 
a special key for every one 
of the store’s 26 departments. 
Finally, Mr. Wunderlich had 
a cash register company de- 
sign and build a register that 
would resolve the problem. 

The registers provide the 
customer with an _ itemized 
record of the amount of 
every purchase, the number 
of the department from 
which it came, the number of 
the store, the date, and the 
tax. 

The experiment which led 
to instituting the semi-self- 
service system in all 40 
stores, was summed up by 
Mr. Wunderlich this way: 
“Our customers got faster 
service and consequently we 
got fewer complaints. And 
it brought more women into 
the store— women seem to 
like to shop around by them- 
selves. Now, we can put 50 
pet more customers through 

(Continued on page 142) 


137 








American Hardware Promotes 


Schwamberger, Udischas 


Jack R. Schwamberger 
and William Udischas have 
been promoted by the Ameri- 





JACK R. SCHWAMBERGER 


can Hardware Supply Co., 
Pittsburgh, Pa., wholesaler. 

Mr. Schwamberger, who 
has been a _ salesman for 
American Hardware travel- 
ing in the eastern Pennsyl- 
vania and Maryland terri- 
tories, has been advanced to 
the position of buyer of 
sporting goods, fishing 
tackle, toys and wheel goods. 

Mr. Schwamberger has 
served American Hardware 
in various capacities, culmi- 
nating in sales prior to his 


recent promotion. 

Mr. Udischas has been ele- 
vated to the position of 
salesman and will cover the 
territory vacated by Mr. 
Schwamberger in eastern 
Pennsylvania and Maryland. 

Mr. Udischas has_ been 
with American Hardware 
for many years, having 
worked in various positions 
in the firm’s warehouse. Af- 
ter serving in the armed 
forces, he returned to Amer- 





WILLIAM UDISCHAS 


ican Hardware and_ spent 
considerable time in the 
company’s buying depart- 
ment. 


Harry Dietrich, Morley Bros., Voted NRHA 
Title of Wholesaler Salesman of the Year 


The designation “irha 
Hardware Week Wholesaler 
Salesman of the Year” has 
been awarded to Harry Die- 
trich, Morley Bros., Saginaw, 
Mich., at the conclusion of 
the recent irha Hardware 
Week, sponsored by the Na- 
tional Retail Hardware Asso- 
ciation. 

Hardware retailers who 
participated in Hardware 
Week cast their votes for the 
hardware wholesaler sales- 
man who had been most help- 
ful in assisting their local 
efforts to make Hardware 
Week a success. The ballot- 
ing was part of this year’s 
Hardware Week promotion, 
under the direction of the 
NRHA. 

Second place in the ballot- 
ing went to Ed Wilson, 
Knapp & Spencer, Sioux City, 
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Iowa. Third place was voted 
to Hugh Murray, W. Bing- 
ham Co., Cleveland, Ohio. 

First place winner, Mr. 
Dietrich, together with Mrs. 
Dietrich will be guests of the 
NRHA at the 54th Annual 
Congress at Miami Beach, 
Fla., where Mr. Dietrich will 
be presented to the conven- 
tion and officially designated 
“irha Hardware Week Whole- 
saler Salesman of the Year.” 

The other two winners wilil 
be awarded substantial cash 
prizes for their work in be- 
half of the retailers who 
voted for them. 

Mr. Dietrich has been with 
Morley Bros. since 1920. He 
started traveling 10 years 
later. His territory is in 
Michigan. 

His achievements to date 
include positions of editor, 


News of the Trade 





secretary and president of 
Alpena Rotary Club, Exalted 
Ruler of Alpena Elks, dis- 
trict vice-president of Mich- 
igan Elks, activity in scout- 





HARRY DIETRICH 


ing as Cub Master, winner of 
five-year Scouters Key, and 
Silver Beaver award. 





Bendix Names Kimball 


John P. Kimball has been 
appointed a regional sales 
representative for Bendix 
Home Appliances, a division 
of Aveo Mfg. Corp. 


Re-Elect Davis Head 
Of Remington Arms 


Beginning his 21st year as 
head of the company, C. K. 
Davis was re-elected presi- 
dent and general manager 
of Remington Arms Co., 
Inc., Bridgeport, Conn., at 
the annual meeting of the 
stockholders of the company 
held recently at Wilmington, 
Del. 

Mr. Davis has served as 
Remington’s president and 
general manager since 1933 
when E. I. du Pont de Ne- 
mours & Co. purchased con- 
trolling interest in the com- 
pany. 


C. A. Clark Co. Bought 
By W. R. Trowbridge 


The C. A. Clark Co., 
Springfield, Mo., has been 
purchased and will be oper- 
ated by W. R. Trowbridge. 
The company will continue 
under the name of C. A. 
Clark Mfg. Co. 

The company was headed 
by C. A. Clark for the past 
25 years and up to the time 
of the purchase. 








Baumann Retires From Masback, Inc. 








Harold E. Masback (left), president of Masback, Inc., 
New York, offers his thanks and best wishes to Charles 
E. Baumann on his last day with the wholesale firm. Mr. 
Baumann, who has been in charge of the preparation of 
Masback catalogs, retired on April 30, completing 14 


years with the company, and 


has moved to Chatham, 


N. Y., where he intends to spend his time fishing and 
working in his home workshop. 

Mr. Baumann began his hardware career 51 years ago 
when he entered the employ of Hammacher Schlemmer 
& Co., which was then located at 209 Bowery, in lower 
Manhattan. Later he was employed by Yale & Towne in 
New York and in Stamford, Conn., in the contract order 


department. 
sale hardware catalog work. 


He resigned in 1918 to engage in whole- 
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OFFERS FOR YOUR SELECTION 
THE BEST KEY DUPLICATING MACHINE 
FOR YOUR PARTICULAR NEEDS 

















| 01 ‘di CO., Inc. 


ra CHARLESTOWN, N. H. 





USE OUR ? 
PAY AS YOU PROFIT PLAN ¢ Kindly send information 


CONTACT YOUR JOBBER = OR = o on Key Machine No. 
also on “PAY AS YOU PROFIT PLAN” 





State 
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-News of the Trade — nammenncoeen 


Rockwell Forms Four Delta Sales Divisions 
Under Meyer, Taylor, Eldridge, Mortimer 


The Delta Power Tool Div. Taylor has served as assist- 
of the Rockwell Mfg. Co., ant sales manager. 
Pittsburgh, Pa., has an- Mr. Eldridge was previ- 
ously service manager and 
sales training director for 
Delta. Mr. Mortimer is a 
former district sales man- 
ager. 

Government sales under 
the new plan have been put 








of Rule T ' ae under the supervision of 

Utility Knives, and George Powell. John Claude 
will supervise sales to 

Padlocks is a schools. 

perennial favorite. 


Finnegan Joins Leven 
As Head of All Buying 










NO. 505C ae Thomas P. Finnegan has 
50 ft. Steel Tape in Chrome or Zine . co weres joined J. Leven & Co., Irving- 
plated finishes. ton, N. J., wholesaler. 
nounced the adoption of a og Da ig Mages ed 
LOC revised set-up involving the ne Seley A 

NO. 45 PAD . appointment of several Delta York, will be sis complete 

Plated Steel shells and shackles. officials. charge of the buying of all 
Brightly colored centers. Various Under the new system, 
sizes. 2 keys with each lock. four sales divisions have 
a been set up at the firm’s 
ee home office in Pittsburgh, 
. NO. 101 PADLOCK each under a product man- 
& Die cast, rustproof, baked enamel ager directly responsible to 
” finish. Many sizes to choose from. E. W. Ristau, vice-president 
in charge of power tool sales. 
The four product man- 





agers are: I. G. Meyer, 
Homecraft tools division; A. 
V. Taylor, accessories divi- 
sion; Ben Eldridge, metal 
working division, and Thom- 
as C. Mortimer, woodwork- 
ing division. 

The change has been made, 
according to Mr. Ristau, to 
give better service to the 
firm’s dealer organizations types of merchandise for the 
A popular, all-purpose knife with $ in the face of expanded op- Leven firm. 
adjustable replacement blades to retail at 75¢, erations and increasing di- Mr. Finnegan had _ been 
versification of lines. with the Masback organiza- 

Mr. Meyer, former central tion since 1940 where he was 
area regional sales manager, the buyer of heavy hardware, 
has also served as district waxes, paints and allied sun- 
sales manager and Home- gpies. 
craft sales manager. Mr. —_ 


Carroll New Territory 
Manager for Ekco 


Ekco Products Co., Chi- 
cago, Ill., announced the pro- 
motion of Tom Carroll to ter- 
ritory manager for its house- 
wares division in the Mem- 
p his-Birmingham-Nashville 
territory. 

Mr. Carroll has been with 
Ekeco since May, 1952. For 
six years before that he was 
sales representative for Re- 
public Enameling & Stamp- 
ing Co., which was acquired 
A. V. TAYLOR by Ekco last year. 





THOMAS P. FINNEGAN 








NO. 406W 
Die cast, chrome plated or baked 
enamel cases. White tape with 
black markings. Automatic : 
brake. Replaceable blade. aN 


<<... from your jobber now. 


Write for complete catalog. 
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“agg on CROSS-SECTION 

Co., Irving- ROSS- of Pittsburgh- ’ 

aler. developed feather-tip Neoceta bristle THERE Ss & 
formerly —showing molded-in grooves for PITTSBURGH BRUSH 

Inc., New superior paint carrying capacity. 

1 complete FOR EVERY HOME 
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abelian AND INDUSTRIAL USE 

























And 
here’s your 
newest sales 





Sash 
h 
OR FAST SALES, satisfied customers and _ 


repeat business, among professional paint- 





ers and homeownersalike, Pittsburgh Red Stripe booster one Sow autel 
brushes are your best bet! Red Stripe combines the all — 
NEGAN hogs’ bristle with scientific Neoceta, Pittsburgh’s i 
new wonder-bristle designed specifically for Enamel new © metal forndte 
ise for the painting. Both bristles wear at the same rate— sig 
ot toms your customers’ assurance of smoother, neater, HOME PA INTING KIT 
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the address & WALL COATER! 
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rritory Company, Brush Division, Dept. A-5, 3221 op suggested retail price: $3.69 
° : It’ ll Pittsb h’ H P. i Kit, 
<°) Frederick Ave., Baltimore 29, Maryland. Brushes prt  dhaghecheene-oy a al ths rg 
Co Chi- painting! It includes the 7-inch wide FleetWing Wat 
“9 CoatTer; a l-inch Neoceta brush for trim; a Ki1pe-On 








-d the pro- Pp a T T gs isa U RG nH pan for attaching to ladder; and a booklet describing 
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The best use the best 


These leading manufacturers 
make ironing board covers 


of ASBESTON' 








For the quality covers that mean quan- 
tity sales, manufacturers and retailers 
alike know you can’t beat Asbeston. Their cus- 
tomers know that covers made of Asbeston are tops 
for safety, for durability, for smooth and easy ironing. 
Over 414 million homes already enjoy the proven 
advantages of ironing 
board covers made of 
Asbeston—the non- 
burning asbestos fab- 
ric. And the total keeps 
mounting every day. 
So play smart— feature 
the covers that feature 


the Asbeston label. © 


UNITED STATES RUBBER COMPANY 
Rockefeller Center, New York City 
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Change Conference Booth Days for Hardware 
Convention in Atlantic City, October 11-14 


During the 1953 joint an- 
nual convention, Oct. 11-14, 
of the American Hardware 
Manufacturers Association 
and the National Wholesale 
Hardware Association, the 
days for the Conference 
Booth Program have been 
changed to Monday and Tues- 
day afternoons, Oct. 12 and 
13. 

Formerly this activity of 
the convention was held on 
Monday and Wednesday af- 
ternoons, but a _ preference 
for the change was expressed 


by the majority of those 
companies who are partici- 
pating in the plan. 

The final registration and 
attendance figures for the 
joint Southern Convention in 
Dallas of the manufacturers 
association and the Southern 
Wholesale Hardware Asso- 
ciation indicate that it was 
the largest Southern Conven- 
tion to date. Based on a to- 
tal registration of 1,547, total 
attendance was approxi- 
mately 1,750 with 313 ladies 
in attendance. 





Topics at NRHA 


Congress 
(Continued from page 136) 
ment manager, Minnesota 


Mining & Mfg. Co., St. Paul, 
Minn., will conclude that 
session with, “Do It Your- 
self and Sell in 53.” 

Messrs. Olmstead, Walsh 
and Harlan will conduct an- 
other round table _ session 
Wednesday afternoon. 

Committee reports, elec- 
tion and installation of offi- 
cers, and planning for the 
1954 National Congress will 
be on the program Thurs- 
day morning. Concluding 
formal address of the con- 
vention will be on national 
affairs by Governor Herman 
H. Talmadge of Georgia. 

The Wholesaler Salesman 
of the Year will be intro- 
duced at this session. 

Maurice Mermey, director 
of the Bureau of Education 
on Fair Trade, Washington, 
D. C., will discuss Fair 
Trade at one of the sessions. 

Bus and boat trips will be 
available to conventioneers 
at special rates on Monday, 
Tuesday and Wednesday. 

A fishing tournament will 
be one of the diversions of 
the Congress, with small 
groups in each boat, under 
the supervision of a qualified 
captain and mate. The hard- 
wareman landing the big- 
gest fish will be given a 
suitable trophy at _ the 
Wednesday night party. Golf 
privileges will be available 
at the Normandy Shores 
Country Club, with the 
tournament to be _ held 
Wednesday afternoon. Past 
president J. D. Reynolds, 


Carthage, Mo., will direct 
the golfing program. 

For the ladies of the con- 
vention there will be a 
luncheon and style show on 
the Pool Deck of the Casa- 
blanca at Tuesday noon. 

The industry banquet will 
be held on the Pool Deck on 
Tuesday evening to be fol- 
lowed by a floor show and 
dance. On Wednesday at 10 
a.m. there will be a Coffee 
Hour with wives of NRHA 
directors as hostesses for 
the wives, mothers and 
daughters of conventioneers. 

Just for Fun, a _ water 
show, beauty pageant and 
dance will conclude the so- 
cial program on Wednesday 
evening on the Pool Deck. 





Stove Firm Appoints 
Two New Sales Heads 


Two new divisional sales 
managers have been selected 
to represent the Detroit- 
Michigan Stove Co., Detroit, 
Mich., it was announced by 
Paul Inskeep, director of 
sales. 

H. Lee Suttles has been 
named for the Kansas-Ne- 
braska territory and V. R. 
Allison, Jr., has been desig- 
nated for the North and 
South Carolina territory. 





Cussins & Fearn 
Self-Service 

(Continued from page 137) 
the store than we could a 
year ago.” 

The changeover will not 
result in a reduction in the 
number of employees needed. 
There will still be clerks in 
every store for customers 
who need them. 
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— & DUNN 





dly presents 





20-M Vinyl 
SEALER and PRIMER 
H 


ITE 


or utwo-coats-A-Day 


Not Deodorized ... Not Odor Free--- 
but ABSOLUTELY ODORLESS! 


” Painting a 
...100% Pure Alkyd 


f 
in 20 minutes. t 


wing white that 's completely 


This new cad product dries hard 
it can be used over porcus, highly alkaline sur- 
faces, and hot plaster An excel ent sealer and Now, 4 non-yello 
undercoater used under OF over all types of ¥ free of rosin and resin modifiers. Dun’s Pride 
flat paints, enamels or latex pase paints. 20-M white brushes 2S easily as latex paints. It has 
VINYL Sealer and Primer has excellent sealing i excellent non-penetration; can be used without 
and hiding properties when mixed with 3 primers, and dries hard in 4 to 6 hours leaving 
spachtle it can be sanded in one hour. 
a sturdy, scrubbable surface 
available under both Cook & Dunn 
and private labels. 
Rn oe 
* 
Aaumony Pues 4 Vinyl & Later 
nmont eo © TINTING TONERS 
For coloring Viny! 


and Latex Coatings 
d extremely fine 


gments groun 
oloring emulsion 


Made from pure P! 


The top-quality, “puffier”’ jatex paint. One coat 
gives uniform color over plaster, wallpaper 
wallboard. . even prick and cinder plock and specially formulated for © 
Ready-mixed for use with roller, brush of spray. paints yal Toners have brilliagt tone, high 
Free from painty odors. pries in 30 minutes tinting strength, and exceptional lightfastness. 
and |S super washable i 
olors and white | Bright Green Bright Red 
8 Medium Green Bright Yellow 
Ultramarine Blue 


12 Popular Decorator c 
many more by 


plus 
h Cook & Dunn 
labels. 


intermixing 
Bark Brown 


Raw Sienna Lomp Black 


l COLORS © | 


Available under bot 
and private 










*Galions and Quarts 






ATTENTION: 
Jobbers and 
Manufacturers’ Agents 


Several territories not covered 


by our compony salesmen 
ney-makers, and other 
cad products i 
hese terri 


‘ Paget peamte 
Paintings fun with COOK & DUNN 


Trade Mark 


K eee g eee 


guar 
ories 


able to yo" int 











WRITE: v 
.: Val Tomsak co 
OK 
& DUNN PAINT CORP., Box 117 
om x , NEWARK 1, NE 
; W JERSEY 
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Customers everywhere | 
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are demanding 























Here’s the perfect answer to those increasing 
calls for more shelf space ... K-V Adjustable 
Shelf Standards and Supports! Mill, showcase 
and furniture men prefer K-V because they can 
be set in flush or mounted on the surface of 


wood work. Make sure your stock is complete! 


All standards are numbered 
every inch for easy alignment 
of shelves, 4” adjustments. 
Bright electroplated finish. 
Available in lengths up to 144”. 
Screw type nails furnished. 





K-V window gardens 


Customers can put 
shelves anywhere 
with these Satin 
Anochrome plated 
No. 80 standards 
and No. 180 brack- 
ets. They make 
possible fascinating 
K-V Windo-Gar- 
dens—an exciting 


indoor hobby. 


Be SURE (0 specify K-V/ Order the 
complete catalog for full details today! 


NRL EL 





ARLE W. 


Grand Rapids, Michigan 

















News of the Trade-——— 


William Goldenblam & Co. Celebrates 50th 
Anniversary; Winkler Named Sales Manager 


William Goldenblum & Co., 
Glendale, N. Y., wholesaler, 
celebrated its 50th anniver- 
sary on May 23 at a banquet 
held at the Hotel Plaza in 
New York City. At the 
same time it was announced 
by the company that Herman 
Winkler has been appointed 
sales manager for the firm. 

The anniversary banquet 
was tendered by Ira and Ar- 
thur Goldenblum to their 
executive and sales staffs. 

The total number of years 
of service with the Golden- 
blum company represented 
by the senior one-third of 
the sales staff is 320 years. 





Silverstein Heads 
Vaco Products Co. 


At a special meeting held 
recently of the board of di- 
rectors of Vaco Products Co., 





HARRY SILVERSTEIN 


Chicago, Ill., Harry Silver- 
stein was elected president 
to fill the vacancy left by the 
death of C. D. Pettingell, co- 
founder of the firm. 

Alvin E. Shugarman, for- 
mer vice-president, was 
named executive vice-presi- 
dent, and James T. Pettin- 
gell was elected vice-presi- 
dent. Other offices remain 
unchanged. 





Hill-Lanham Formed 
In Mt. Ranier, Md. 


C. Vernon Hill, for the 
past seven years president of 
Barber & Ross Co., Washing- 
ton, D. C., has organized a 
corporation under the name 
of Hill-Lanham, Inc., with 
two former associates, Au- 
brey L. Lanham and Edward 
E. Prokop. 


In this group are: Anthony 
J. Kirschgessner, 50 years 
service; Emanuel Winkler, 
37 years; Edward Aemisseg- 
ger, 36 years; Mr. Winkler, 
33 years; Simon Gelbard, 29 
years; Henry Cohn, 25 
years; Abe Levy, 25 years; 
Benjamin Pinckney, 24 
years; Charles Gelbard, 22 
years; Seymour Aschen- 
brand, 20 years, and Her- 
man Shafer, 19 years. 

The firm was founded in 
1903 by the late William 
Goldenblum. Two years ago 
the company moved from 
Manhattan to its present lo- 
cation, 80-00 Cooper Ave., a 
new building in Glendale. 





The new business will be 
conducted with general con- 
tractors and builders in mill- 
work and builders’ supplies. 
The firm maintains ware- 
house and offices at 3620 
Wells Ave., Mt. Ranier, Md. 

Mr. Hill, who spent 24 
years with Barber & Ross, is 
a member of the Advisory 
Board of Washington Home 
Builders. 





Pressure Cooker Firm 
Name Change Official 


The National Pressure 
Cooker Co., Eau Claire, Wis., 
has become National Presto 
Industries, Inc., when the 
corporate name change, ap- 
proved at the annual stock- 
holders’ meeting last Janu- 
ary, was made official. 

The new title was chosen 
as more representative of 
the growing family of Pres- 
to products. 

Lewis E. Phillips, presi- 
dent since 1942 of the Na- 
tional Pressure Cooker Co., 
has been re-elected as presi- 
dent of National Presto In- 
dustries, Inc., with Morton 
B. Phillips, Melvin S. Cohen, 
Jules W. Lederer, and 
Charles O. Dahl continuing 
as vice-presidents. 





Rudiger-Lang Moves 


The eastern sales office of 
Rudiger-Lang Co. has been 
moved to Suite 310, Inter- 
national Trade Mart, New 
Orleans 12, La. 

This sales office, formerly 
located at the firm’s Toccoa, 
Ga., plant is managed by 
John Disimone. 
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to keep the 
home fires 
burning 


Here are three of the most reliable wicks ever made. They’re 


clean burning. They’re long lasting. They’re priced to give you a 


generous profit. Keep R/M Wicks in stock for satisfied customers. 











QUIK FLAME 


The most efficient kindler ever 
developed for range burners. 
Patented operl mesh construc- 
tion provides best possible re- 
sults with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright in the 
burner channel. Glass yarn at 
burning edge facilitates the re- 
moval of carbon deposits. Pack- 
aged 6 ft. to the box, %” and 
1%” wide. 





KINDLERITE 


R/M’s standard quality woven 
asbestos kindler. A sturdy, long- 
lived wicking with wire core in 
both warp and filling yarn. 
Packaged 512 ft., 6 ft., and 100 
ft. to the box, in widths of 76”, 
1”, 1%” and 13%”. 








WOVEN GLASS 


The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. 
The only glass wicking woven 
with a wire core in every strand 
to protect the burning edge. 
Packaged 512 ft., 6 ft., and 
100 ft. to the box, in widths of 


Ya", 1", 1%" and 136”. 
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Factories: 


RAYBESTOS-MANHATTAN, INC: 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 


Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Teflon Products « Packings « Mechanical 
Rubber Products « Abrasive and Diamond Wheels « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 


Radiator Hose « Rubber Covered Equipment « Sintered Metal Products « Bowling Bails 
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. not when you stock New Bedford 
self-dispensing cartons of full and half-coils 
for greater sales—more profit— 
better merchandising. 
No doubling-up. A single stock for each rope 
size from 3/16” to 3/4”—only one inventory. 
Rope is easier, quicker to sell by foot or 
pound—complete units eliminate remnants. 
No extra charge for the carton . . . and these 
attractive self-dispensers sell themselves. 
Printed red for manila, green for sisal, they use 
negligible floor space. Stack ’em in pyramids— 
stack ’em on edge—any way you stack ’em 
they’re a sure-fire display for 
selling top-quality rope. 
Look at these additional built-in features: 
e All-enclosed carton keeps rope factory- 
fresh, free from dirt and grease 
@ Rope stays snarl-free—no 
collapsed-coil confusion 
@ Easy-to-read specification panels mean 
finding the right rope fast 
And you can be sure of the right rope length— 
no guess work—coils factory-marked in red 
every ten feet, New Bedford rope is easier 
to handle, easier to sell by foot or pound 
(there’s no charge for this feature, either). 
Sell rope the New Bedford way . . . make 
your rope sales really pay. 


WRITE TODAY 
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NEW BEDFORD CORDAGE CO. 


New Bedford, Mass. 


* i 

NEW BEDFORD CORDAGE COMPANY 1 
NEW BEDFORD, MASS. | 
CO Rush me full details 
() Please send me introductory trial order: Manila () Sisal cE} 3 
Rope Sizes (_______ ) 
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Two Rope | Elect Hanssen Head of National Housewares 


Manafacturers Association; Others Named 


S. L. Hanssen, president 


| of Hanson Scale Co., Ghi- 


cago, Ill., was elected presi- 


| dent of the National House- 


| Wares 


Manufacturers’ As- 
sociation at the regular an- 


| nual meeting of the board of 





| elected executive 


directors held recently at the 
Palmer House. 

C. M. McCreery, vice- 
president of Revere Copper 


| & Brass, Inc., Rome, N. Y., 
| Was 


elected vice-president, 
and W. E. O’Brien, general 
sales manager of Toastmas- 
ter Products Div., McGraw 
Electric Co., Elgin, Ill., was 
elected treasurer. 

A. W. Buddenberg was re- 
secretary 


| for his eleventh consecutive 
| term. 


Directors also voted a re- 


fund of 25 pct on exhibit 
fees to exhibitors in the Chi- 
cago 1953 National House- 
wares Exhibit. The refund 
is the seventeenth successive 
refund in the past 14 years 
by the NHMA to exhibitors 
in its semi-annual national 
exhibits, 

Prior to the recent meet- 
ing, the membership had re- 
elected the following direc- 
tors, each for a term of 
three years: J. R. Caldwell, 
president of Wooster Rubber 
Co., Wooster, Ohio; C. M. Mc- 
Creery, and W. E. O’Brien. 
J. J. Harding, president of 
Federal Enameling & Stamp- 
ing Co., Pittsburgh, Pa., was 
elected to the Board for one 
year to fill the unexpired 
term of Ralph M. Fawcett. 





| Richlin Liquidates 


| Harold Richlin, 


Firm and Retires 


After more than 28 years 
in the hardware business, 
owner of 
Richlin Supply Co., Williams- 


| port, Pa., has retired. 


The Richlin Supply Co., a 
wholesale and retail outlet, 
has been liquidated by Mr. 
Richlin. The move to give up 
his business was prompted 
by the owner’s health. 

Mr. Richlin began his hard- 
ware career working for his 
father, who owned the Mor- 
ris Richlin Hardware in 
Brooklyn, N. Y. After five 
years the store was moved 
to Yonkers, N. Y., where he 
spent another two years. 

With seven years of re- 
tail hardware experience be- 
hind him, Mr. Richlin then 
opened his own store, Harold 
Richlin Hardware, in Scars- 





HAROLD RICHLIN 


dale, N. Y. After four and a 
half years in Scarsdale, he 
moved to Williamsport and 
opened the wholesale-retail 
business. which he has had 
for the past 17 years. 

Mr. Richlin’s plans for the 
future include a tour of the 
United States, after which 
he will return to the hard- 
ware industry. He does not 
intend to return to the whole- 
sale or retail aspect of the 
business. He is giving con- 
sideration, to establishing a 
manufacturers’ representa- 
tive agency. 





Ryerson Steel Expands 
Spokane, Wash., Plant 


With the purchase late in 
1951 of the steel service 
plant of the former Inland 
Empire Steel Co., Spokane, 
Wash., by Joseph T. Ryerson 
& Son, Ine., Chicago, IIl., a 
spokesman for Ryerson said 
that it was looking forward 
to expanding the steel ser- 
vice facilities at this plant. 

Work had begun on a new 
span which will permit the 
addition of reinforcing bar 
fabricating operations to the 
company’s service on other 
types of steel. Approximate- 
ly 10,000 sq. ft. of working 
space will be made available 
for this purpose. The new 
reinforcing bar facilities are 
expected to be ready for op- 
eration within the near 
future. 


HARDWARE AGE, MAY 28, 1953 











oth 
wa 
sul 


for 


dis 





hd 
for 

cha 
twil 


‘ 
Dee 
self- 
pum 
lift i 


_ 





THE 


HARDW. 





wares 


Named 


n exhibit 
1 the Chi- 
11 House- 
he refund 
successive 
14 years 
exhibitors 
national 


ent meet- 
p had re- 
ng direc- 
term of 
Caldwell, 
er Rubber 
C. M. Mc- 
. O’Brien. 
ssident of 
& Stamp- 
, Pa., was 
d for one 
unexpired 
Fawcett. 


our and a 
rsdale, he 
sport and 
sale-retail 
has had 
urs. 

ns for the 
yur of the 
fer which 
the hard- 
does not 
the whole- 
ect of the 
ving con- 
lishing a 
2presenta- 


xpands 
|, Plant 


se late in 
1 service 
er Inland 
Spokane, 
‘, Ryerson 
go, Ill., a 
erson said 
y forward 
steel ser- 
his plant. 
on a new 
vermit the 
reing bar 
ons to the 
on other 
yroximate- 
f working 
» available 
The new 
tilities are 
dy for op- 
the near 


28, 1953 


Myers offers a complete range 
of water systems for your 


suburban customers 


“HN” Ejectos deliver plenty of 
water, plenty of pressure for large 
suburban homes with two or more 
bathrooms. Capacities are ample 
for automatic washing machines, 
dishwashers, lawn watering. 


FOR PLEN 


beyond city water mains 


TY OF WATER 
PLENTY OF PRESSURE 


More Buyers Buy Myers! 


JOHN SMITH—YoUR MYERS DEALER 












Ejecto Jr. Myers new budget- 
priced water system is made to 


“MHN”’ Ejecto. A 2-Stage pump 
for deeper wells or for higher dis- 
charge pressure. Furnished in both 


order for small homes, cottages, 
resorts. Compact — only 24” high 
for undersink installation or wher- 


twin and packer models. 


ever space is limited. 


Myers Bulldozer is a tried-and- 
proved, heavy duty water system 
for large farms, estates, irrigation 
projects. Built for high pressure, 
big capacity and continuous oper- 
ation. Capacities of 500 and 1000 
gallons per hour. 








Shallow Well Reciprocating 
pump for installation where verti- 
cal water lift does not exceed 25 


ft. Self-oiling. 


Deep Well Power Pumps. A 
self-oiling, reciprocating type 
pump for use where vertical water 
lift is over 25 ft. 














Your Myers Distributor is a good man ‘ 
to know. Take advantage of all the serv- 
ices he offers. Remember, he's in business to 
help you make more profit on Myers products. 





THE F. E. MYERS & BRO. CO., 308 Fourth Street, Ashland, Ohio 
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Myers Water Conditioning 
Equipment goes hand-in-hand 
with Myers Water Systems. By 
selling the full Myers line you 
make more profit and do a better, 
more complete “water” job for 
your customers. It’s good business 
to stock and push Myers softeners, 
filters, neutralizers, purifiers and 
Clearstream Feeders. 
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Expect 700 to Attend First Annual Meeting 
Of Lawn Mower Institute in Chicago, June 26 


The first annual meeting 
of the Lawn Mower Insti- 
tute will be held June 26 at 
the Edgewater Beach Hotel, 
Chicago, Ill., it was an- 
nounced by Harold Howe, ex- 
ecutive secretary of the or- 
ganization. 

Seven hundred persons, 
representing 40 manufactur- 
ers who now belong to the 
Institute, are expected to at- 
tend. The headquarters of 
the organization are in 
Washington, D. C. 

“The purpose of the Insti- 
tute is to serve the industry 
as a whole,” Mr. Howe said. 
“In recent years the produc- 
tion of lawn mowing equip- 
ment has grown from a vol- 
ume of ten million dollars a 


Murray Ohio Appoints 
Three to Sales Dept. 


The Murray Ohio 
Co., Cleveland, Ohio, 


Mfg. 
an- 


nounced the appointment to 
sales 


the department of 





WILLIAM ANDERSON 


Anderson, 
and Pat- 


Messrs. William 
William Dunigan 
rick Carroll. 





WILLIAM DUNIGAN 
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year to more than one hun- 
dred million dollars a year. 
It was felt that an institute 
was necessary to advance the 
welfare of the industry.” 
Chairman of the General 
Convention Committee is T. 
Bowring Woodbury, presi- 
dent of Aircapitol Mfg., Inc. 
Other committee members 
are: H. M. Cooper, Cooper 
Mfg. Co.; A. W. Schenck, 
Savage Arms Corp.; D. M. 
Lilly, Toro Mfg. Corp.; W. 
J. Harris, Monark Silver 
King, Ine.; C. Neal Turner, 
Eclipse Lawn Mower Co.; 
S. O. Briggs, Reo Motors, 
Inc.; M. J. Walker, Jacob- 
sen Mfg. Co., all of whom are 
directors of the Institute. 





PATRICK CARROLL 


Mr. Anderson is contacting 
and establishing official 
Murray Ohio service agen- 
cies in all territories. These, 
agencies are qualified to do 
service and repair work on 
the entire Murray line of bi- 
cycles and wheel goods. Cur- 
rently Mr. Anderson is a di- 
rector of the Amateur Bi- 
cycle League of America. 

Mr. Dunigan has manifold 
duties in the Murray sales 
department. He is a mem- 
ber of the Quality Control 
Committee. At present this 
group has approximately 150 
items on extensive road tests. 
The committee also daily se- 
lects and inspects six com- 
pleted models from the ware- 
house. Before entering the 
sales department, Mr. Duni- 
gan served on Murray’s In- 
dustria] Relations Staff. 

Mr. Carroll will specialize 
in bicycle promotion. He will 
conduct sales meetings with 
salesmen of jobbers handling 


News of the Trade 





the Murray line. He spent 
six years in the bicycle field 
before joining Murray this 
spring. 





Seck-DeVault Becomes 
Affiliate of Kyanize 


The Springfield Paint Mfg. 
Corp., Springfield, Ill., has 
become an affiliated company 
of Kyanize Paints, Inc., 
Everett, Mass., and will op- 
erate in the future as the 
Seck-DeVault Paint Co. 

Renshaw Smith, Jr., Kya- 
nize executive vice-president 
and General manager, point- 
ed out that the Springfield 
affiliate will continue to man- 
ufacture, sell and distribute 
the Seck-DeVault line on an 
expanding basis just as it 
has been doing in the past. 

The union of the two com- 
panies gives the Seck-De- 
Vault line additional finan- 
cia] and research facilities 
and provides Kyanize with 
western manufacturing fa- 
cilities. Under the new plans, 


Mr. Smith becomes chair- 
man. J. A. Seck, at Spring- 
field. remains as president. 


Henry D. Bainbridge of Kya- 
nize becomes vice-president 
at Springfield. All other 
officers at Springfield will re- 
main in their present capaci- 
ties. 


Magic Chef Appoints 
New Distributors 


Magic Chef’s distributor 
lineup in southeastern U. S. 
has been increased by recent 
appointments, it was an- 
nounced by Marc W. Pender, 
sales vice-president of Magic 
Chef, Inc., St. Louis, Mo. 

Named to handle the full 
Magic Chef line were: Long- 
Lewis Hardware Co., Bir- 
mingham, Ala.; Orgill Bros. 
Hardware Co., Jackson, 
Miss.; Orgill Bros. Co., Mem- 
phis, Tenn., and Stratton- 
Baldwin Co., Inc., New Or- 
leans, La. All will distribute 
gas ranges, electric ranges, 
room air conditioners, and 
gas and oil home heaters. 
Orgill Bros., Memphis, and 
Stratton- Baldwin formerly 
distributed incomplete Magic 
Chef lines. 

Also in the southeast, Ja- 
cobi ‘Hardware Co., Inc., 
Wilmington, N. C., has been 
assigned as exclusive home 
heater distributor for its 
territory. 


Schmid Promoted By 
De Laval Separator 


Walter F. Schmid has 
been appointed assistant gen- 
eral sales manager of the De 





WALTER F. SCHMID 


Laval Separator Co., Pough- 
keepsie, N. Y., it was an- 
nounced by C. B. Schmid, 
president of the company. 

Mr. Schmid, formerly man- 
ager of the firm’s Refrigera- 
tion Div., in his new posi- 
tion will be closely associated 
with W. A. MeGill, vice- 
president and general sales 
manager. 

Mr. Schmid joined De 
Laval in 1932 at its Chicago, 
Ill., office, where he became 
engaged in the company’s 
sales management activities. 
After serving in the armed 
forces, he returned to the 
company, and in 1948 he was 
transferred to the firm’s 
New York office to become 
manager of the Refrigera- 
tion Div. 


Toussaint Resigns From 
Conlon-Moore Corp. 


Resignation of Monroe A. 
Toussaint, vice-president and 
assistant to the president, 
was announced by B. J. 
Hank, head of the Conlon- 
Moore Corp., Chicago, III. 

Mr. Toussaint resigned to 
become vice-president and 
general manager of Valley 
Industries, Inc., Algonquin, 
Ill. 


New Manitowoc Plant 


A $350,000 plant expansion 
program at the Manitowoc 
Equipment Works, Mani- 
towoc, Wis., will double pre- 
vious freezer production, ac- 
cording to Erle S. Brown, 
sales coordinator of the firm. 
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There is a... 
mg-OfAl Kleener for 


SEWERS ... SEPTIC TANKS... BOWLS 
GREASE TRAPS .. . DRAIN PIPES 











No “Peaks” or “Valleys”—In demand the 
year around, sales of King-Of-All Kleeners 
are not limited to seasonal “Peaks” or 
“Valleys” ... Promote them through your 
plumbing or household departments and 
reap the profits that come from frequent 
repeat sales of related items... 


Advertised Nationally—in leading shelter 
magazines—farm papers—and to motel, 
trailer park, office and apartment building 
managers... 


Available Through Hardware Jobbers— 
write King Manufacturing Company for 
the name of your nearest jobber. 


Sewer and Septic Tank Kleener— a Che 

In demand wherever Sewers and Sep- Owe, Md yo” Sepe; 

tic Tanks exist Dissol ~ 88 an gVill Ren Tank Good 
y sf 

ic Tanks exist . . . Dissolves greases ~~, 2d On’ ™Move Fibro 


and other solids . . . Thus permitting 
the bacteria to do their work without 
the addition of any other Reactiva- 
tor. Cleans sewers of greases, solids 
and tree roots. 


~ Stri, i 
‘ c . 
Sewers tions from 





































Drain Pipe Cleaner—Dissolves hair and 
greases . . . Tops for cleaning drains in 
Barber Shops, Beauty Parlors, Apartment 
Buildings and Private Homes. . . 










Sewer and 
Septic Tank 
Kleener, *gal- 
Grease Trap Kleener—Quickly relieves lon cans, 4 
any clogged or sluggish grease trap— es 
Easily applied—simply pour the cleaner 

into the drain— 


Bowl Kleener —Dissolves stains — cuts 
films—leaves the bowl sparkling white— 
and with a fresh rose scent— 


Drain Pipe Kleen- 
er, *12 oz. cans, 
24 per case 


A few high potential territories are open 
for exclusive sales representation in New 
York and the New England states—For 
details write King Manufacturing Com- 
pany, Flint 6, Michigan. 





Grease Trap Kleener, Bowl Kleener 
*quart cans, 12 per *22 oz. cans 
case 12 per case 





KING MANUFACTURING CO. 





FLINT 6, MICHIGAN 


*All weights and measurements are U.S. Standard. 
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“Suture! NOT the scalpel — 
the PARKER COPING SAW!”’ 





Bay Heads Tool Sales 
For Bonney Forge 


Roger O. Bay has been 
named sales manager of the 
Tool Div. of Bonney Forge 





ROGER O. BAY 


& Tool Allentown, 
Pa. 

The appointment was an- 
nounced by Ellis J. Wright, 
vice-president and sales man- 
ager of the Miller Mfg. Co., 
Detroit, Mich., of which Bon- 
ney is a wholly-owned subsi- 


Works, 


diary. 
Mr. Bay, formerly sales 
manager of the automotive 


division of Cleveland Pneu- 


News of the Trade 





Bonney home offices in Al- 
lentown. 

Mr. Bay first entered the 
automotive field as a jobber’s 
salesman, _ specializing on 
fleet accounts. His career 
was interrupted by World 
War II, after which he joined 
Drum Jack Corp., a subsi- 
diary of Cleveland Pneuma- 
tic Tool Co., as a sales en- 
gineer. He was later made 
special sales representative 
of Cleveland Pneumatic, and 


became sales manager of 
that company’s Automotive 
Div. in 1951. 


Forster Elected Head 
Of Hercules Powder Co. 


Albert E. Forster was 
elected president of Her- 
cules Powder Co., Wilming- 
ton, Del., at the monthly 
meeting of the board of di- 
rectors of the company. He 
was elected also chairman of 
the executive committee. 

Mr. Forster succeeds 
Charles A. Higgins, presi- 
dent and chairman of the 
board. Following the com- 
pany’s retirement policy, Mr. 
Higgins resigned as presi- 
dent of Hercules, a post he 


















You. can be well 
prepared for every 
Coping Saw demand, 
without half the trou- 
ble of the surgeon 
above. Keep a good 
stock of Parker and 
Trojan Coping Saws, 
right out in plain sight 
— the better the vari- 
ety of the 11 price 
ranges and styles, the 
better your turnover. 
Every saw is a leader 
in its price field. 





PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. ° 
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mative Tool Co., will direct 
sales of Bonney mechanics’ yesigned the chairmanship 
hand tools in the automo- of the company’s executive 
tive, refrigeration, industrial, committee. He will continue 
hardware, farm implement as chairman of the board, a 
and marine markets. He will position to which he was 
make his headquarters at the elected in 1944. 


has held since 1939. He also 


CG. F. F. Sheely Retires From Indiana Group 





G. F. Sheely, center, retiring managing director of the 
Indiana Retail Hardware Association, receives best wishes 
from Lorie Powell, Plymouth, Ind., president of the 
state association. At the right is the new managing di- 
rector, W. J. Sheely. Mr. Sheely, who is retiring from 
active service for the association after 48 years will move 
with Mrs. Sheely to one of the lakes in northern Indiana 
where they will enjoy the comforts of their home. 
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TOUGH HEADS... 


ugh WH 


Republic Upson Cap Screws 





@ Tough heads to outlast hard-muscled 
mechanics, armed with heat-treated 
wrenches... 


Sharp threads that will tighten 
smoothly and powerfully with full 
engaged-thread area to resist pull-out. 


Republic Upson Cap Screws are but one 
member of the family of Republic 
Upson products ... more than 20,000 
styles, sizes, and types of highest- 
quality precision-made fasteners for 
all industries. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO e GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N. Y. 
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Old Hi Says 


“Got time for 
a brief case 








Then take time to talk over your 


tackle needs with a specialist— 
your H-I salesman. He's got the 
“know-how’ to recommend the numbers that sell 
best in your area and he’s got H-l—the largest 
line of fishing tackle in the world — for you to 


choose from. 


So, take time for a “brief case” of profit when 
your H-| salesman stops around. Find out why H-I 
tackle—for every fisherman and every kind of 
fishing—is preferred at both famous fishing and 


active buying spots. 


Find out, too, how you can tie in—and cash in— 
with H-l’s big-space, hard-selling national adver- 
tising—in striking full color—in leading maga- 


zines read by your best customers. See your H-l 


Dept. 3 


man now, or write us for his name. 


<Sihis 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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=! | Lake Erie Hardware Co. Honors E. G. Fraend 


—_—_—_—_———News of the Trade—__—_ 


Upon Retirement; C. 


The Lake Erie Hardware 
Co., Cleveland, Ohio, whole- 
saler, held a dinner in honor 
of E. G. Fruend, whose re- 
tirement from active man- 


| agement of the company was 


recently announced. At that 
time it was also announced 
that Mr. Fruend will retain 
his connection with the com- 
pany in the capacity of 
chairman of the board. 

The dinner, held May 5, 
was tendered for all em- 
ployees of the firm. 

Mr. Fruend was president 
of the company for 30 years, 
having been one of its found- 
ers when it was established 


Ray-O-Vac Names Three 
District Managers 


Three new district man- 
agers have been appointed 
by Ray-O-Vac Co., Madison, 





KENNETH MALCOLM 


Wis., it was announced by 
J. A. McIlnay, vice-president 
for sales. 

The new appointees in- 
clude Kenneth Malcolm, who 
will be in charge of the Up- 
per New York State and 
Vermont district; Juan 





as 


JUAN CHANDLER 


F. Fraend Is Successor 


in 1924. Previous to that, 
he was also associated with 
the hardware field, bringing 
to 55 years the total of his 
activities in the industry. 

C. F. Fruend, Mr. Fruend’s 
son, has assumed active 
management of the firm. 
Previously, he was connect- 
ed with Thompson Products 
Co., serving 16 years in 
sales and 10 years in the 
purchasing department. 

The younger Mr. Fruend 
has announced that plans for 
expansion are presently un- 
der consideration and will 
be made known as they ma- 
terialize. 


Chandler, to head the 
Virginia-North Carolina dis- 
trict; and Charles Close, who 





CHARLES CLOSE 


will be in charge of Long 
Island, N. Y. 





Name Miller Manager 
Of Sands Level & Tool 


Hubbard & Co., Pittsburgh, 
Pa., has appointed George L. 
Miller as general manager of 
its subsidiary, the Sands 
Level & Tool Co., Clinton, 
Ind. 

Mr. Miller has had a wide 
experience in sales and plant 
management positions. 


Waggener Paint Elects 


At a recent meeting of the 
directors of the Waggener 
Paint Co., Kansas City sub- 
sidiary of Pratt & Lambert, 
Inc., Buffalo, N. Y., L. E. 
Neumann was elected presi- 
dent and treasurer; and L. 
M. Meidinger was elected 
vice-president. 
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TRACE MARK 





TIME-TESTED — 
and PROVEN 








The high quality of the Copperweld Solid Wire 
Clothes Line brings you more satisfied customers, 
word-of-mouth sales . .. and greater profits. It’s 
unbeatable. It has the features that women want 
in a clothes line—bright, smooth surface—easy 
to handle—unharmed by weather. It’s strong, 
non-rusting, permanent, remains taut. Tinned sur- 
face assures cleanliness. Packed in brilliant orange 
and blue box with cellophane display window. 
50-ft. or 100-ft. lengths—12 of one size to a 
shipping container. 


COPPERWELD HOUSEHOLD WIRE 


for hundreds of uses in home, shop, garden, garage. 








@ Twenty-four coils of assorted sizes are packed 
in this attractive counter display box—one box to 
a corrugated shipping container. @ Also available 
on colorful cards. One 25-ft. or 75-ft. coil to a 
card—a dozen of one size in a carton—G6 cartons 
to a shipping container. 


If your jobber can't supply you, write 


COPPERWELD STEEL COMPANY 


Glassport, Pa. 


NO MORE THAN 
ORDINARY WIRE 





Mr. Dealer, Meet the . 
B | Z- 4 j D S$ —Those Two 


Traffic Stoppers, @ flY King 
Profit Poppers! . -... Gru 


"¢ 


~ MUONS 


Brother, if your cash 

register needs oiling 

don’t delay another day, THE 

FLY KING SEASON is GRRE SORT OT 


here to stay. 14S THROW ann 


NEW LOW PRICE 4.59 


? Retails at 

3 Mr. Dealer, imagine, Inet. 
you don’t mess with FLY 
jars when you sell TOXIN 
FLY KING. THE HOUSEWIFE 
USES THROWAWAY JARS! 


It’s easier to sell a 
FLY TOXIN RE- 
FILL ‘on to say 


“no.”’ Retails at 
All shipments prepaid in 100 Ib. 
quantities consisting of: 18 doz. 


BERCHIN ENTERPRISES, INC. 


3324 W. VICTORY BLVD. 
BURBANK, CALIFORNIA 
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It’s that easy to prove that ADJUSTO-SEAL is the world’s 
best weatherstrip ... whether it’s combined with metal 
for door bottom use, or with plastic for around doors 
and windows. 


When customers see how ADJUSTO-SEAL’s thousands of 
vertical wool fibers snug right down against that uneven 
surface...you can start for the cash register. For the 
occasional customer who still hesitates... just pick up 
an ordinary weatherstrip and try the same thing. 


That’s all, brother! You've clinched the sale. Because 
no other weatherstrip can pass the “clenched-fist” test. 


BE SURE TO FEATURE 
BOTH ADJUSTO-SEAL PRODUCTS! 


The NEW PLASTIC AND PILE ADJUSTO-SEAL 
for around doors and windows comes marked 
at 1 ft. intervals for easy dispensing, and is pack- 
aged two ways: in bulk, on reels of 50 yards; 
or in individual packages containing 17 feet 
(enough for around one average door or 
window). 


This new Schlegel product has all the proper- 
ties that have made ADJUSTO-SEAL door 
bottom weatherstrip so popular with your cus- 
tomers. Door bottom strips available in stand- 
ard sizes. 
If your Jobber 
doesn’t carry ADJUSTO-SEAL, 
write: SCHLEGEL Manufacturing Co., 
Dept. HA, Rochester, New York 
Oakville, Ontario, Canada 





NEW FAST SELLER FOR 


SMALL PARTS STORAGE 
KLEER-VUE 





E-2Z-¢ STORAGE CABINETS 
with 2-INCH DEEPER DRAWERS 


Here’s the newest, low-cost multi-purpose storage 
cabinet—strong enough to hold 15 drawers full of 
lead, yet minimum light in weight. The see-thru 
clear plastic drawers (34” deeper than average 
size) show at a glance the parts or equipment they 
are storing. Increased convenience from the deeper 
drawers—-15 drawers hold any and all parts, office 
supplies, etc.—removable dividers in each drawer, 
safety catch prevents any spilling, drawer dimen- 
sions 27” wide x 6” deep, cabinet 1554” wide x 
834” high x 64%” deep. 





Electric Weld All Steel 
Cabinet—in baked enamel 
gtay finish. 


Name plate slot in each 
drawer — easily identifies 
contents. 

Packaged Individually, shipping weight approx. 814 Ibs. 


Order Now—thru your wholesaler—or write: 


KLEER-VU 


636 H PENN AVE, 


MANUFACTURING 
COMPANY 





PITTSBURGH 22, PA, 
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News of the Trade 





Sessions Clock Co. Names Westrich, Ravenel, 
Vochko and Ritzer as Sales Representatives 





JAMES E. WESTRICH 


JAMES E. RAVENEL 





JOHN W. VOCHKO 


Four new sales representa- 
tives have been added to the 
Sessions Clock Co., Forest- 
ville, Conn., sales force, 
Douglas Lapham, manager 
of clock sales has recently an- 
nounced. 

James E, Westrich, Jr., un- 
til recently associated with 
the Crosley Div. of Avco 
Mfg. Co., will represent Ses- 
sions in its southwestern 
territory, setting up head- 
quarters in Dallas, Tex. 

James E. Ravenel will take 
over the company’s south- 
eastern territory, operating 
out of Atlanta, Ga. Mr. 
Ravenel has been a manufac- 


JOHN RITZER 


FRED 


representative foi 
several nationally famous 
American houseware lines 
and, prior to that, repre- 
sented the Schick Co. in this 
area. 

John W. Vochko, Jr., until 
lately representative of the 
Federal Enamel & Stamp 
Co. in the Pittsburgh area, 
will now represent Sessions 
Clocks in the Pittsburgh- 
Cleveland territory. 

Fred John Ritzer, recently 
representative for the Pretty 
Products Co. in the New York 
Metropolitan area, will now 
represent Sessions Clock in 
the same territory. 


turers’ 


Elect Lea to Olin's 
Executive Committee 


Robert W. Lea, former 
president of Johns-Manville 
Corp., and presently a direc- 
tor of Olin Industries, Inc., 
East Alton, Ill, has been 
elected by the Board of Di- 
rectors to Olin’s executive 
committee, president John 
M. Olin announced recently. 

In addition to President 
Olin and Mr. Lea, other 


members of the executive 
committee are Spencer T 
Olin, first vice-president; 
John W. Hanes, financial 
vice-president, and E. W. 
Taft, treasurer. 





Buys Factory Building 


Burgess Vibrocrafters, Inc., 
Chicago, Ill., has purchased a 
new factory building at 
Grayslake, Ill. The building 
has 36,000 sq. ft. of space. 
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MECHANICS BOX 


HEAVY DUTY 


Deluxe, double cantilever 
model. Holds all wrenches, 
sockets, small parts, etc., for 
the big jobs. 

Reinforced. Made to withstand 

heaviest use and abuse. All 

unnecessary weight eliminated. 

One of the lightest, yet strong- 

est boxes for its size on the 

market. 

@ S1zE—18” x 10” x 13”, PACKED 
ONE Per CTN.; WT. 22 Las. 

@©4 RETRACTING TRAYS—2 TRAYS 
COVERED FOR SOCKET WRENCHES. 
EACH HAS POSITIVE, EASY-ACTING, 
SPRING CATCH ON COVER. 

@ MULTI-COMPARTMENTED. 

@® END WALLS BELOW TRAY LEVEL. ALLOW EASY 3 RBINPORUING 
ACCESS TO BOTTOM. SKID STRIPS ON 

A tremendous seller in industrial areas. Get profit mae 

making story now on this NEW BOX. Write today. , 


WATERLOO VALVE SPRING COMP. CO., Waterloo, lowa 


INCREASE YOUR TURNOVER 


with DIAMOND TOOL MERCHANDISER 


The Diamond No. 53 revolving tool merchandiser has beauty 
to catch the eye. Diamalloy tools have the quality to clinch 
the sale. 


CAST ALUMINUM 
HANDLE, 


SPARKLING GREEN 
ENAMBL FINISH. 








Eight square feet of panel 
display space rests on one 
square foot of counter 
space. Display stand is 
bright red baked-on enamel. 
Packed in carton with tools, 
weight 70 Ibs. 





DIAMOND TOOLS 


SOLD BY 
LEADING JOBBERS 
EVERYWHERE 











Display has four easily as- 
sembled panels 12” x 24”, 
and consists of the following 
fast-selling Diamalloy tools: 
13 wrenches, 31 pliers, 2 
staple pullers and 8 snips. There is no charge for the display stand. 


**There is nothing finer than a Diamond” 


DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVE. DULUTH, MINN. 
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~-.is the Word For Your 


C// 


GEL 


PROFIT PICTURE 


WHEN YOU 
» STOCK 
> DISPLAY 


SEALED BEAM 


ELECTRIC HAND LAMP 





| Ault 








Here's an electric hand lamp that’s ideal for sports, 
utility and emergency uses! The hermetically sealed- 
beam bulb locks out dirt and moisture—assures a clear, 
brilliant, powerful beam at the flick of a switch. Big 
Beam Model 166 has been designed and produced 
by the manufacturer of America’s most popular line of 


Price 
$750 


less 
battery 





News of the Trade 











HARDWARE BRIEFS 








(Continued from page 136) 


Hardware Co. has 
opened a new suburban store 
at 3646 Brainerd Rd. Ches- 
ter V. and Hugh H. Ault are 
partners in the business. 





Buffalo, N. Y.—Fire se- 
verely damaged the interior 
of the Elmwood Hardware 
Store. Flames, fed by hun- 
dreds of gallons of paint 
and lacquer, were confined 
to the basement and _ first 
floor of the building. 





Ottumwa, Iowa—The Ped- 
rick & Thorne hardware 
store on Church St. has 
rented the building next 
door in a move toward ex- 
pansion. The building is be- 
ing remodeled and _ redeco- 
rated, and entrances are 
being cut from the present 
store into the newly-acquired 
quarters. The business is 
owned by Frank Pedrick and 
Dave Thorne. 





Buckhannon, W. Va.—The 
A. G. Shannon Hardware 
store recently observed its 
31st anniversary with a spe- 
cial anniversary sale. The 


| store, owned by A. G. Shan- 








portable electric hand lamps. 


A ZBIG Seller Backed by This a 
National Advertising Campaign w 


V Saturday Evening Post V Sports Afield 
V¥ Popular Mechanics 
V¥ Field & Stream 


v¥ Outdoor Life 


We Tell ’'Em... You Sell 


Vv Country Gentle 





Big Beam 
No. 211 


MANY ACCESSORIES 


Big Beam Jr. 
No. 111 


V Hunting & Fishing 


man 


Vv Progressive Farmer 





Big Beam Flare 
No. 


400F 


See Your Jobber or Write Direct for Literature 


U-C LITE MANUFACTURING CO. 


1036 W. Hubbard Street, Chicago 22, Ill. 
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Sa 


non, features a new tool bar 
and other modern fixtures. 





Brillion, Wis.—The Pritzl 
Hardware store, founded 
here in 1911 by Frank and 
Charles Pritzl, has been sold 
to Henry Brockmon of She- 
boygan. Mr. Brockman an- 
nounced that he will con- 


| tinue the business under its 
| 
| present name. 





Petersburg, Va.—The 
Walnut Hill Hardware Co., 


| 2010 S. Sycamore St., owned 


and operated by Carter A. 
Goodwin and George A. 
Elko, recently held its grand 
opening. Free prizes in- 
cluded a power lawn mower, 
cooker-deep fryer, hand mix- 
er-beater and rod and reel. 





Herington, Kan.—The 
Walter Samples Hardware 
has opened in its new loca- 
tion at 3 South Broadway. 
The new store has been com- 
pletely remodeled and _ re- 
decorated. 


Boardman, Ore.—Sale of 
the Boardman Supply Co., 
the largest store in the city, 
has been made by Mr. and 
Mrs. Robert Parker to Mr. 
and Mrs. George Wiese. 





Rye, N. H.—A new hard- 
ware store operated by 
George T. Mahar on Wash- 
ington Rd. has recently 
opened for business. 





Bordentown, N. J.— Ber- 
nard Berg and Seymour 
Saperstein, of Elizabeth, 
have opened the Bordentown 
Hardware Co. in a store at 
133 Farnsworth Ave. 





Lovington, N. M.— Fire 
damaged the Jones Bros. 
Hardware store causing 
considerable loss to the 
firm’s stock. Dillard Mor- 
gan is manager of the store. 





Cortez, Colo.—The Jett 
Hardware & Lumber Co. 
store has been purchased by 
the business manager, Basil 
Slavens, his wife and son. 
The business was sold by 
J. N. Jett and will be known 
as Slavens. 





Benton, Ark.—Fire  re- 
cently caused considerable 
damage to Farmers Hard- 
ware Store. 





Glendale, Calif—The new 
Landes Hardware Store, 519 
N. Brand, has been opened 
by Glenn W. Landes. 





Cleveland, Okla.—The in- 
terior of the Case Hardware 
store has recently been re- 
decorated. The store was 
painted, shelves lowered, 
and the counters and display 
area rearranged. 





Chicago, Ill—The O. K. 
Hardware recently moved 
into its new store at 5329 N. 
Milwaukee Ave. 

Advance Hardware, form- 
erly on Roosevelt Rd., re- 
cently moved into its new 
building at Touhy and Cali- 
fornia Aves. 





Mauch Chunk, Pa.—James 
Castagnera has opened his 
new hardware store at 15 W. 
5th St., E. 
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_PREVENTS LEAKS 


ENDS ANNOYING NOISES 






















“THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TOk 
PLEASE EVERY 

CUSTOMER’’ 







Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 


ADJUSTABLE 
CARTON 


full line. 


TESTED 
QUALITY 
FOR OVER 
100 YEARS 








ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 


YOU'LL SELL MORE 


TANK BALLS 


Featuring 
SURE-GUIDE 


_ TANK BALL 


imum FULL COLOR 
“NK BAL! CONTAINER 


Each Tank Ball 


Individually 
Boxed 














SAVES WATER BILLS 


~eger COMPLETE 
THE SURE-WAY TO STOP TOILET LEAKS . WITH ROD 








eal 







UE foie: 
= COLORFUL The 
COUNTER 
CARD 


Supplied with 
every Dozen 
Tank Balls 


SURE GUID ree P 


t Seating 
Petter Every FUSS 













Sold through Authorized Jobbers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER CO. 


2701 N. BROAD STREET + PHILA. 32, PA. 
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New Double-Duty “Wet-Pack”’ 





Chamois-Substitute 
Sells on Sight 


ee ® 
mira-snam 


Can Clean Up For YOU! 


mira-sham, the new fast selling chamois substitute, 
comes “damp-packed” in a sealed plastic bag—ready 
to use. mira-sham is double purpose—use first to 
wash—then for streak-free, lint-free wiping! Easy to 
use On wood, metal and glass surfaces—and most 
others too. mira-sham actually improves with use! 





Your Profits Start 
When You Set Up a Display 


Saies-making target display, as shown, included with 
your order. mira-sham 18” x 19” size, retailing at 
98¢, is packaged in attractive self-selling consumer car- 
tons. Packed 24 to a case, your cost per case is only 
$14.16. Fast turn-over means more profit for you. 
Order from your jobber or send coupon below. 


THE VISKING Corporation 
400 West Madison Street, Chicago 6, Illinois 


me CC SC SC. 


THE VISKING Corporation, Dept. HA-5 

400 West Madison Street, Chicago 6, Illinois 

Gentlemen: Please ship me ............ cases of 18” x 19” size 
mira-sham in eye appealing packages. 24 packages to the case 
at $14.16 per case. Orders of 12 or more cases shipped prepaid, 
except to West Coast. Terms 2% 10 days—net 30. 


PE ck datnn a6 50dN e6EbR ede bads 166454 bee OED 











999999 2009 OY9DOOA POO OO 

© 
° NOW SHOWING DAILY 2° 
; ° 
‘99 | 








it’s a sure sellout... 
when you feature 


THE CLEANING TOOLS 
YOUR CUSTOMERS NEED... 








You’re sure to have the cleaning tools customers need 
...in fine quality goods at a fair price... when you 
sell the WHITE line. Your customers know the WHITE 
name, too — you don’t have to spend valuable time 
“selling” unknowns! 


WHITE MOP WRINGER CO. 


2 Mohawk Street Fultonville, N. Y. 
CANADA FACTORY: PARIS ONT., CANADA 


MOPMASTER 












OUTFITS 


White Mopmaster 
Double Outfits pay their cost in a short time 
by savings on cleaning compound costs. Capo- 
cities up to 17% gallons. 

Write for CATALOG No. 153 


WHITEY MOPZUM SAYS: 


Your Customers know... 
It’s RIGHT . . . if it’s J, 












A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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News of the Trade 








HARDWARE BRIEFS 








Arkansas Pass, Tex.— 
O. F. Poling, manager of the 
Arkansas Lumbe: Co. for 
the past five years, has pur- 
chased an interest in the 
Naylor Hardware & Furni- 
ture Co. Mr. Poling has 
joined M. E. Naylor, found- 
er of the firm, in active op- 
eration of the business. 





Minneapolis, Minn. — The 
Fridley Hardware & Appli- 
ance, 6473 University Ave., 
has changed hands and is 
now owned by Gene Elofson 
and Joe Dahl. They have 
taken over the management 
from Art Christianson, who 
has operated the store for 
the past six years. The store 
recently held an _ elaborate 
grand opening. 





Philiv, S. D—Olson Hard- 
ware & Implement recently 
held its formal opening. The 
new store is owned by Herb 
Olson. Coffee, doughnuts and 
a Dutch lunch were served 
at the opening. 


Higginsville, Mo.—The 
Corbin Furniture & Hard- 
ware Store has held a grand 
opening recently. The store 
has reopened on a full scale 
basis for the first time since 
last Jan. 2, when it was con- 
siderably damaged by smoke 
from a nearby fire. 





Osburn, Idaho—A Mar- 
shall-Wells store has opened 
in the Scheller Building un- 
der the management of 
Gene’s Radio Shop, Inc., of 
Wallace. 





Indianapolis, Ind.—The 
C. & W. Hardware & Gift 
Shop, 1509 N. Emerson, has 
recently opened for business. 





Chesaning, Mich. — The 
Chesaning Hardware Vari- 
ety store has closed for re- 
modeling. The store will be 
made into a modern, self- 
service type business. The 
store will have new counters, 
more display space, new 
lighting, floor and check-out 
lanes. 





Mississippi Retailers Elect Officers 


z 





Officers elected by the Mississippi Retail Hardware As- 
sociation at its recent joint annual convention with the 
Louisiana Retail Hardware Association, are, seated, left 
to right: W. E. Howard, Jr., W. E. Howard Supply Co., 
Laurel, retiring president, and directors, O. L. Ander- 
son, Coast Hardware Co., Gulfport, and Jess Sanders, W. 
C. Sanders & Son Hardware Co., Maben. Standing, left 
to right are: H. D. Young, Young Hardware Co., Bruce, 
director; Turner Bigham, Bigham Anderson Hardware 
Co., Pontotoc, vice-president, and W. H. Fincher, Jr., 
The Fincher Co., Lexington, president. David C. Mans- 
field, Jackson, Mise., is secretary-treasurer of both asso- 
ciations. 
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Mr. Retailer weit, wire on PHone your sopser For... 


THE BIGGEST SELLING DOLLAR 


HOUSEWARES ITEM IN ALL oF THE 4B STATES 








nationally advertised 


SPATTER Pa Ur. 


the AIR CONDITIONED aluminum safety-lid for your frying pan! 









Yes... Spatter-Prufe is one of the 
country’s biggest dollar housewares 
items. But remember only Spatter- 
Prufe has no mechanical parts to get 
out of order. No holes to line up. 
Only Spatter-Prufe will not fray, 
shred or warp. Simple, effective, 
nationally advertised Spatter-Prufe 
is America’s favorite... TOPS in sales! 






s] Now.. each 


each 


hondle comes 
with special 

wing - nut for 
Every Spatter-Prufe is -pemaamaated 
shipped complete. . in 
a beautiful two color 
counter display pack- 
age (with wing-nut 
and knob in separate, 
enclosed envelope.) 

PACKED: for your 
convenience in one, 
three or six dozen to 
the master container. 






Firs any 
SIZE SHULLET 





SPATTER-PRUFE, INC. * Ambassador Bldg. * St. Louis 1, Mo. * GArfield 6706-7 


America’s Bigeg(ac 74a fm@ Champion 


| No Finer Quality 








Tie In With Nationwide 
Ranch-House Building Boom 







A BIG DEMAND 
FOR OUR NEW 


RANCH HOUSE || 
MAIL BOX | 


PLYMOUTH 


100% Umylété Plastic 


© Easy to 
Install. 

® Mail can be 
easily in- 
serted and 
removed. 





Styled for Today's Ranch-type architecture, and de- 
signed to hold the largest magazines, small parcels, 
newspapers, and first class mail, Attractively fin- 
ished in hard baked enamel, over rust resistant steel. 
The favorite of the home owner and mail carrier. 








FINISHES “ ences te. 
ze: x 3x 4 
No. 8-54: Brushed Brass Material: 24 Seuge Galvan- paque or Transparent 


e0 
@ Brilliant Red or Green 

@ 10-year WRITTEN GUARANTEE 
@ 2-way Perma-Grip COUPLING 
e2 hs 
ep 


nealed Steel 
Packed: Each in corrugated 
carton, 6 to the case. 


No. HA-54: Hammered Aluminum 
No. HB-54: Hammered Bronze 





5-ft., 50-ft., or 75-ft. len 


t 
Write today for literature. acked 6 in attractive floor DISPLAY CARTON 


PATENT NOVELTY CO. 


Dept. HA Fulton, Illinois 











PLYMOUTH RUBBER COMPANY, INC., CANTON, MASS. 
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KITCHENS — 
WARDROBES 


Handy-Hook fixtures are 
in demand for kitchens, 
closets, wardrobes, utility 
rooms and a host of other 
spots around every home. 





FOR TOOLS 


Whoever uses tools 
finds a real need for 
Handy-Hook fixtures 
...in homes and shops, 
for garden tools or 
virtually anything that 
will hang up. 


e Carefully Engineered 

¢ Beautifully finished 

e Over 200 different fixtures 

e Eye appeal makes easy sales 


e Always a large inventory assures 


prompt shipment to you. 


e New low prices. 


Ask your jobber or write for full information today or 
Detroit, Michigan. 


Phone WAlnut 1-5381, 





6825 MILLER AVENUE + DETROIT 11, MICHIGAN 
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—_——————News of the Trade 


NEWS OF 





MAN stetdhctainistemeal AGENTS 





Pease-Chappel & Co. 
Formed in Wisconsin 
Loren Pease, manufactur- 
ers’ representative for the 
past six years, and Jack 
Chappel, former salesman 





LOREN PEASE 


for Greenlee Tool Co., Rock- 
ford, Ill., have formed a part- 
nership to be known as Pease- 
Chappel & Co., with head- 
quarters at 733 E. Beau- 
mont, Milwaukee, Wis. 


Name Kasrel, Carpenter 
To Handle Tuck Mfg. Co. 


Jack Kasrel, Chicago, II1., 
and L. E. Carpenter, Los 
Angeles, Calif., have been 
appointed by the Tuck Mfg. 
Co., Inc., Brockton, Mass., to 
handle its products in the 
midwest and southwest sec- 
tions of the country. 

Mr. Kasrel, who will main- 
tain headquarters at 1915 
W. 62nd St., in Chicago, will 
cover Illinois, Indiana and 
Wisconsin. 

Mr. Carpenter, who will 
maintain headquarters at 
1734 Buckingham Rd., in 
Los Angeles, will travel Cal- 
ifornia, Arizona and E] 
Paso, Tex. 





Five Firms Appointed 
By Pennwood Numechron 

The Pennwood Numechron 
Co., Pittsburgh, Pa., has 
named five representatives 
to handle its line of Nume- 
chron clocks. 


They will cover the north- 
central states representing 
Electro-Line Products Corp.; 
Farm & Ranch Co.; Federal 
Products Co.; Greenlee Tool 
Co., and Michigan Ladders. 

Mr. Pease will work out 
of Milwaukee, covering the 
southern part of the north- 
central states, while Mr. 





JACK CHAPPEL 


Chappel will work out of 
Minneapolis, covering the 
northern and western pert 
of the territory. 


The new appointees in- 
clude: Earl Goetze Co., 2205 
Grand Ave., Kansas City, 
Mo.; Herbert Sierk & Co., 
2705 Canton St., Dallas, 
Tex.; Albert M. Solen Co., 
1225 E. 17th Ave., Denver, 
Colo.; Arthur L. Ehlers & 
Co., 49 Central Ave., Cincin- 
nati, Ohio, and Crain-Bren- 
nan Associates, 850 Euclid 
Ave., Cleveland, Ohio. 





Liberty Steel Chest 
Names Gasstrom-White 


Gasstrom-White & Co., 
Inc., New York City, has 
been appointed to represent 
the Liberty Steel Chest 
Corp., whose general sales 
office is at 200 Fifth Ave., 
New York City. 

The representative will 
cover New York State, in- 
cluding Metropolitan New 
York, northern New Jersey 
and Fairfield County, Conn., 
with the line of steel chests 
and boxes. 
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Carpet-like beauty 
’ at low cost 







” This shows exact 
Texto Tred Texture 






STEP UP SALES 


Sales and profits go up when you show 
Texto Tred rubber stair treads to your | 
customers. They like the "ripple twist" 
carpet-like texture, resiliency underfoot, 
durability and decorator colors. 

At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 








to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 
Write 


interchangeable store fixtures available. 


today. for huge catalog No. SMA 


W. C. HELLER & COMPANY 
Montpelier, Ohio 
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Gilbert's 
more colorful 


alarm clocks 














BRING EXTRA SALES 
| AND PROFIT TO YOUR 
| CLOCK DEPARTMENT 


Rich maroon . . 
. a delicate dusty rose. They join the ever-popular 


. 2 pastel green that is exactly right 


ivory in these well styled Gilbert alarms . . . all with 
rugged plastic cases that can't fade, chip or discolor. 


The way Gilbert blends appealing colors with high 
mechanical quality makes a combination hard to beat. 
And they're realistically priced to assure quick turnover 
at a fair profit. 


Above, No. 5209 ''Com- 
mander'' available in ivory 
or maroon. At the right, No. 
5210 "Dictator" in ivory or 
green. 40-hour movements; 
plain or luminous dials. 





"Little Gilbert" No. 6200-L comes 
in ivory, green or rose. 30-hour 
single key wind; luminous dial only. 
For extra value, extra profit, fea- 
\ ture the "Little Gilbert" with 
| 2-JEWEL movement. 









Write, wire or phone 
our nearest office today 


WM. L. GILBERT CLOCK CORP, 
WINSTED, CONNECTICUT 


THE 


290 First St. 
San Francisco 


141 W. Jackson Blvd. 
Chicago 


551 Fifth Ave. 
New York 








a 96 Sy a Years | Priced to Sell 
of Accurate Sewice | At a Profit Today 
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Robinson-McGill Hardware Co. Sells Retail 


Business; Retains Manufactaring Division 


The Robinson-McGill Hard- 
ware Co., Shelbyville, Tenn., 
after more than 60 years in 
the retail hardware business 
in that city, has announced 
the sale of its retail business 
to the Knox Pitts Hardware 
Co. 

The transaction included 
only the retail portion of the 
firm’s business and Robinson- 
McGill will continue to man- 


ufacture harness, collars and 
saddlery under that name. 
The firm also retains its knit- 
ting mill. 

The name of Robinson-Mc- 
Gill Hardware Co; was estab- 
lished in 1895 when the late 
W. J. McGill bought out J. E. 
Deery’s interest of Deery & 
Robinson, who had been op- 
erating the business for sev- 
eral years at that time. 





S. C. Johnson Names 
Goebel District Head 


Don C. Goebel has been ap- 
pointed Chicago district 
manager (Household Prod- 








DON C. GOEBEL 


ucts) for S. C. Johnson & 
Son, Inc., Racine, Wis. 

Mr. Goebel joined the 
Johnson company in 1941 as 
a household products sales- 
man in the Pittsburgh dis- 
trict. He served in the 
Navy during World War II 
and returned to become a 
salesman in the Chicago dis- 
trict. 

In 1945, Mr. Goebel was 
named district officer and 
warehouse supervisor in the 
Chicago district. 

For the past seven years 
he has served as area man- 
ager covering metropolitan 
Chicago and outlying areas. 

As Chicago district man- 
ager, he replaces R. J. 
Emens who has been ap- 
pointed North-Central re- 
gional manager for the wax 
firm. 





Morton H. Harris, Inc. 
To Construct New Plant 


Morton H. Harris, Inc., 
has announced the construc- 
tion of a new plant at 2050 
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Westgate Ave., West Los 
Angeles, Calif. 

The new structure will 
cover 15,000 sq ft and in- 
clude modern mass produc- 


tion machinery. 





Midwest Metal Stamping 
Buys Voss Bros. Co. 


Voss Bros. Mfg. Co. of 
Iowa has been sold to the 
Midwest Metal Stamping 
Co., Kellogg, Iowa. 

The sale included all sales 
and service rights as well as 
all tools, dies, patents and 
equipment necessary for the 
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continued production of 
washers and repair parts for 
washers which are now in use. 


The business will be moved 
to Kellogg where Midwest 
also owns the One Minute 
Washer Co. in addition to a 
metal stamping business. 
The firm also manufactures 
a line of toys. 





Metallizing Engineering 
Completes Warehouse 


The Metallizing Engineer- 
ing Co., Long Island City, 
N. Y., has just completed a 
new office and warehouse 
building at 518 N. Western 
Ave., Los Angeles, Calif. 

The modern building in- 
creases the firm’s floor space 
by 60 pet, and features an 
off-street truck loading plat- 
form, modern lighting fix- 
tures, and commodious sales 
offices. 

West Coast orders will be 
quickly processed and 
shipped through these new 
facilities. Jack Ward, Met- 
co’s West Coast manager, 
will make this office his 
headquarters. 





Officers of Louisiana Retail Group 


La., and C. J. Borne, New Orleans. 


4 


At the recent joint convention of the Louisiana and Mis- 
sissippi Retail Hardware Association, the following off- 
cers were elected by the Louisiana association. Seated, 
left to right are, directors, C. E. Vetter, New Orleans, 


Standing, left to 


right, are B. Ned Richardson, Richardson Hardware Co., 
Ponchatoula, new director; C. H. Hatfield, Hatfield Hard- 
ware & Lumber Co., Winnsboro, president, and W. D. 
Judlin, Jr., Peter Judlin, Inc., New Orleans, retiring presi- 


dent. 


Not pictured are: M. 


T. Ward, John W. Ward 


Hardware Co., Alexandria, vice-president, and the follow- 
ing directors; H. J. Cornay, Home Supply Co., Lafayette; 
G. G. Gardiner, Dixie Hardware Co., Inc., Crowley, and 
J. A. Sibley, Sibley’s, Bossier City, David O. Mansfield, 


Jackson, Miss., is secretary-treasurer. 





Smith Transferred By 
Nicholson File Co. 


Lloyd C. Smith will repre- 
sent Nicholson File Co., 
Providence, R. I., in the in- 





LLOYD C. SMITH 


dustrial area of southern 
Ohio and Kentucky. 

Mr. Smith, who has been 
associated with Nicholson 
File for more than 25 years, 
has served in Chicago, upper 
New York State and the 
New York industrial area. 

In his new position, he 
takes charge of the territory 
formerly served by E. A. 
Fuller, who has been trans- 
ferred to the home office of 
Nicholson File in  Provi- 
dence, to take over an as- 
signment in connection with 
sales promotional activities 
of the company. 





New York Trade Group 
Holds Annual Dinner 


More than 80 members and 
guests of the Hardware 
Trade Association of New 
York gathered for their an- 
nual dinner and entertain- 
ment at the Downtown 
Athletic Club, New York 
City, April 22. The even- 
ing’s festivities were super- 
vised by Roy C. Schmidt, 
Stanley Tools, a brief wel- 
come being extended by 
David Stagg, Patterson 
Bros., first vice-president. 

Three golf parties will 
comprise the summer pro- 
gram. The first will be on 
Tuesday, June 16, at The 
Knoll in Boonton, N. J. The 
Tamarack Club in Port Ches- 
ter, N. Y., will be the scene 
of the outing on Tuesday, 
July 21. On Thursday, Sept. 
24, the place will be the 
Plandome Club in Plandome, 
i i. 
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OBITUARIES 





E. D. Peden 


E. D. Peden, 52, executive 
vice-president and member of 
the board of directors of the 





E. D. PEDEN 


Peden Iron & Steel Co., Hous- 
ton, Tex., wholesaler, died 
May 6. 

Mr. Peden, president of the 
Texas Wholesale Hardware 
Association at the time of 
his death, began working for 
Peden Iron & Steel during the 
summer months of 1913, and 
became permanently employ- 
ed there in July, 1925. He 
was made executive vice- 
president of the firm in 1948. 

He planned and organized 
the Peden Employees’ Trust 
in 1943 for the benefit of 
long-time Peden employees. 
The company was founded 
by his father, E. A. Peden, 
and his uncle, D. D. Peden. 

He was for many years ac- 
tive in the Southern Whole- 
sale Hardware Association. 
Active in community activi- 
ties, Mr. Peden was also a 
member of the Houston Club, 
Lakeside Country Club of 
Houston, Houston Chamber 
of Commerce and the Elm 
Club of Princeton University. 

Survivors include his 
widow, two daughters, his 
mother, two sisters and a 
brother. 





Julius K. Werner 


Julius K. Werner, 82, in 
his 67th year with the 
Wyeth Co., St. Joseph, Mo., 
wholesaler, died recently 
after a three-week illness. 

Born in Germany, Mr. 
Werner came to this country 
at the age of 16 and the fol- 
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lowing year began his long 
career with the Wyeth Co. 
While with the wholesale 
firm, he held various posi- 
tions eventually achieving 
that of hardware buyer, the 
title he held up to the time 
of his death. 

A golf enthusiast, Mr. 
Werner was one of the 
founders of the Hardware 
Golf Association. He was 
also a life member and past 





ik 


JULIUS K. WERNER 


Exalted Ruler of St. Joseph 

Lodge No. 40, B.P.O. 
Survivors include _ his 

widow and two daughters. 





Walter W. Rector 

Walter W. Rector, 65, pres- 
ident of True Temper Corp., 
Cleveland, Ohio, died May 16. 

Mr. Rector, graduated from 
the University of Wisconsin 
in 1909, after which he joined 
the:-Marshall Wells Co., Du- 
luth, Minn., wholesaler. He 
remained with the company 
for 20 years and left as gen- 
eral manager. 

He took the post of mer- 
chandise manager of the 
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WALTER W. RECTOR 
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hardware department for the 
Montgomery Ward Co., in 
1934. Two years later he be- 
came general merchandise 
manager. 

In 1938 Mr. Rector joined 
True Temper, then known as 
American Fork & Hoe Co., 
as merchandise director. He 
was elected vice-president 
and director of the company 
in 1941 and was promoted to 
executive vice-president and 
general manager in 1948. 

The following year he was 
elected president of the firm. 

Survivors include his widow, 
a son and three grandchil- 
dren. 


Neil Carlberg 


Neil Carlberg, 61, dean of 
the sales organization of 
Masback, Inc., New York 
City, died April 29. 

Mr. Carlberg joined Mas- 
back in April 1908 and de- 
voted his entire business 
career to the company, with 
the exception of the time he 
served his country during 
World War I. 

He was singularly success- 





NEIL CARLBERG 


ful as a sales representative 
and was consistantly at the 
top or among the leaders in 
sales. 

He is survived by his 
widow, a son and daughter. 





Edward Weingarten 


Edward Weingarten, 62, 
assistant to the president of 
the Exact Level & Tool Mfg. 
Co., Inc., High Bridge, N. J., 
died April 19. 

Before World War I, Mr. 
Weingarten was in the circu- 
lation department of the 
American Machinist maga- 
zine. After the war, he re- 
turned to the publication 
field and was employed by 
HARDWARE AGE. Following 
this, he joined Winchester 


Arms and organized a chain 
of hardware stores for the 
company. 

Mr. Weingarten then went 
into business for himself, 
manufacturing Edward Rust 
Remover. During World War 
II, he joined the War De- 
partment as Chief of the 
Emergency Procurement Di- 
vision. In 1944 General Rei- 





EDWARD WEINGARTEN 


mel awarded him the highest 
honor the War Department 
gives to civilians. 

After World War II, he 
joined Your Business maga- 
zine, which was eventually 
purchased by HARDWARE AGE. 
Shortly after, Mr. Weingar- 
ten joined Exact Level & Tool 
at the invitation of the com- 
pany’s president. He was in 
charge of as well as 
assistant to president. 


sales 
the 


Charles F. Watson 

Charles F. Watson, 84, for 
62 years a salesman, 48 of 
which were with the Lisk 
Savory Corp., Canandaigua, 
N. Y., died May 11. 

Mr. Watson, a member of 
the HARDWARE AGE 50-Year 
Club, at the turn of the cen- 
tury traveled from Texas to 
Montana for the United 
States Whip Co., Westfield, 
Mass. 





CHARLES F. WATSON 
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ONE OF THE HOTTEST PROFIT 


ITEMS TO EVER HIT 
THE HARDWARE FIELD 


IT STOPS 
SQUEAKY 


FAN BELTS 
RETAILS FOR 50c 


AND... 





Up ‘til now, there was no real cure for squeaking, slipping fan 
and V-belts. Some used soap or some other make-shift remedies that 
just made matters worse. This squeaking is caused by a hard “glaze” 


that forms on the belt and makes ic slip. 


Cling-Surface dissolves this glaze and silences 
the squeak. Motorists, home owners and 
hobbyists everywhere are enthusiastically 
buying and using this new product. YOU 
can be the first in your neighborhood 


to cash in on this fast selling item! 


NATIONALLY ADVERTISED to 


10 MILLION MAGAZINE READERS 


plus NEWSPAPER, RADIO, TV 


Dealer helps furnished to 
retailers free of charge. 


Hardware Wholesalers, Jobbers and 
Manufacturers’ Representatives want- 
ed for several good territories. Write, 


phone or wire: 


CLING-SURFACE CO., INC. 
1046 NIAGARA ST. 








i —— “ ~ 


In every Cling-Surface display carton of 
—" 12 cans, you'll find a coupon that is good 
for one EXTRA can. 


ASK YOUR JOBBER, TODAY! 
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BUFFALO, N. Y. 


& 


MERCHANDISE 


FOR YOU 


SPORTS 
WFirin £3 
‘ . xe 






‘ it also stops slipping V-belts on home power tools, 
furnaces, washers, dryers, power lawn mowers and snow plows. 





WALKER D. STUART, 
completed 50 years as 
president of the Richmond 
Hardware Co., Richmond, 
Va., on April 15, at which 
time he was honored by 
his employees with gifts 
and flowers. Mr. Stuart 
acquired the business in 
1903 with two other as- 
sociates, S. H. Wilkinson 
and R. E. V. Farrar, both 
deceased. Two years ago 
the business was moved to 
a new building in the ex- 








WALKER D. STUART 


panding west end industrial area of Richmond. 
His son, W. D. Stuart, Jr., is vice president and 
treasurer of the wholesale company. 


ADOLPHUS RIGGS, 
JR., hardware dealer of 
Kennett, Mo., who ob- 
served his 88rd birthday 
on March 20, has engaged 
in the hardware business 
since 1898. His father 
was a tinsmith and hard- 
ware dealer who had a 
business at Fredericktown, 
Mo. Because of the Civil 
War the Riggs family 
moved to Illinois. It was 





ADOLPHUS RIGGS, JR. 
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on the return to Missouri that Mr. Riggs was 
born in a wagon on the banks of the Mississippi. 
As a young man he worked as a telegrapher for 
the Iron Mountain Railroad until 1898 when he 
joined his brother, Louis, in the hardware busi- 
ness. Two sons, A. M. Riggs and L. G. Riggs, are 
associated in business with him. Big game hunt- 
ing and collecting Indian relics have been his 
favorite hobbies. 


CHARLES G. GILBERT, 

president of Gilbert’s 

Hardware, Oregon, IIl., 

completed a half century 

in the trade last Jan. 7, 

when he joined his father 

in the business that was 

then known as Gilbert & 

Matmiller Hardware. Mr. 

Gilbert served as presi- 

dent of the National Re- 

tail Hardware Association 

in 1936, and served as a 

CHARLES G. GILBERT director from 1928 to 1941. 

He was also managing di- 

rector of the Illinois Retail Hardware Association 

from 1934 to 1936, and was president of the state 

organization in 1928. The Gilbert Hardware store 

was out of business for only one hour, in 1924, 

when the store was destroyed by fire. The company 

bought a competitor and continued in business. 
His chief hobby has always been gardening. 


EDWARD VY. N. 

MYERS, Allwood, N. J., 

who represents the Otto 

Bernz Co., has been sell- 

ing Bernz blow torches 

since 1902. Among the 

other companies that Mr. 

Myers has represented at 

various times are the 

Cushman Chuck Co., 47 

years; Barnes Tool Co., 35 

years and Tuck Mfg. Co., 

20 years. Mr. Myers re- 

EDWARD V.N. MYERS calls that when he first 

started selling torches 

they were for industrial use only, but now they 

are being used by homeowners. Mr. Myers studied 

mechanical drafting in school and became in- 

terested in engineering and construction products. 

Mr. Myers, who celebrated his 75th birthday in 

January, has a number of hobbies including oil 

painting and model building. He has built 40 
model boats, mainly replicas of ocean liners. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
years. “Many farmers and ranchers 
are more careful in assuming the 
risks of debts,” it notes. 


The department adds that the 
well-equipped condition of many 
farms was also a factor in making 
short-term credit “less necessary.” 

The survey also finds that in 
parts of the South short-term credit 
had increased more in 1952 and 
1951. An important contributing 
factor to this is the heavy regional 
trend toward diversification of pro- 
duction. 





Treasury Alert But Sees 
No Depression Signs 


W. Randolph Burgess, Deputy 
Secretary of the Treasury, re- 
ports the Treasury and the Fed- 
eral Reserve Board are watching 
the economy closely and will take 
measures quickly to offset any 
recession. 

But on the whole, he reports, 
inflationary influences still pre- 
dominate and any talk of a de- 
pression “is only a guess.” 











Bigger Payrolls Boost Personal Income; 
Factory Workers Paid $1 Billion More in March 


Personal income in the United 
States reached an annual rate of 
more than $281 billion in the first 
quarter, a 7 pct gain over the like 
1952 period, reports the Commerce 
Dept. 

During March, individual income 
amounted to an annual rate of 
$2821 billion, up $11 billion over 
February levels. The department 
attributes most of the gains in 
March to continued increases in 
private industry payrolls—particu- 
larly manufacturing. 

Personal income estimates in- 
clude wage and salary receipts, net 
income of proprietorships, divi- 
dends and interest, net rents and 
other types of individual income. 

Private industry wage and 
salary disbursements in March 
were at an annual rate of $160 bil- 
lion, $1,300,000,000 higher than in 
February. Manufacturing payrolls 
were at the rate of $69 billion. 
Such payrolls contributed almost 
$1 billion of this gain as both dur- 
able and non-durable goods factory 


payrolls increased during the 
month. 

The department says the rise in 
durable goods payrolls _ reflects 
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higher production of transporta- 
tion equipment, metals and ma- 
chinery. In the non-durable goods 
sector, payrolls in all industries ex- 
cept textiles showed small advances 
as a result of increased hours 
worked. 

Farm income, in contrast to de- 
clines in recent months, was “vir- 
tually unchanged in March.” Total 
agricultural income in the first 
three months of this year was at 
an annual rate of $20,300,000,000 
—about $100 million lower than a 
year ago. 


Rise in Postal Rates 
To Be Sought This Year 


Postmaster General Summerfield 
has told Congress he will ask later 
this year for “temporary” increases 
in some postal rates. He didn’t list 
which rates he would seek to raise, 
nor by how much. 

He hinted, however, he might 
soon ask Congress for increases in 
second and third class postal rates. 
These include charges for carrying 
newspapers, magazines and adver- 
tising material. 





Hike in Mortgage Rates 
To Mean More New Homes 


Housing and Home Finance Ad- 
ministrator Albert Cole sees the 
recent boost in government mort- 
gage rates as one of several “im- 
portant steps” toward keeping 
housing production up this year. 

As to other moves toward main- 
taining a minimum annual rate of 
1 million units a year, Mr. Cole 
foresees possible changes coming 
up in operations of the Federal 
National Mortgage Association and 
the Federal Housing Administra- 
tion. 

He said forthcoming actions will 
have an “important bearing” on 
this year’s volume of housing pro- 
duction. 


U. S. May Continue Direct 
Home Loans to Vets 


The House Veterans Affairs Com- 
mittee approved a bill to continue 
for two years, until June 30, 1955, 
the government’s program of direct 
loans to veterans for home buying. 
Now up for formal confirmation by 
House and Senate, the bill would 
make $25 million available each 
quarter for the loan program. This 
is the same amount as under the 
present program. 

The measure also would author- 
ize the Veterans Administration to 
boost interest rates on direct home 
loans from 4 to 4.5 pet. The direct 
home loan program is separate and 
different from other government 
home buying aids—such as the 
mortgage guarantee program. 


Residential Building 
Awards Up 7% This Year 


Residential building contract 
awards in the first four months 
was 7 pct above the same period 
of 1952. 

The F. W. Dodge Corp. total of 
Dodge Reports of construction con- 
tracts awarded in the 37 eastern 
states for the first four months 
slipped 1 pct below the total for 
the first quarter. 

The four-month Dodge total is 
10 pct above the corresponding 
total for 1952. The three-month 
total was 11 pct above 1952. 

It is pointed out that if the 
Dodge total should slip the same 
amount in each of the remaining 
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U.S.RAINBOW 
“BELTS 


i EQUA-TENSIL CORD SECTION 














V-BELTS 


The 37 most popular sizes 

U.S. Rainbow® H-37 Assortment carries the 
37 light-duty V-Belts that enable farmers, shop 
mechanics and householders to service most of 
their own appliances. As a dealer, you can 
quickly fill their demands from this assortment 
and obtain immediate replacement from your 
jobber or any of the 25 strategically-located 
“U.S.” District Sales Offices. To catch the cus- 
tomer’s eye, “U.S.” offers you a 


Counter stand that takes up only 


18 inches of space 


Watch it do a solid selling job for you. This stand 
not only keeps the belts in full view, but solves 
your storing problem. It holds up to 70 belts. 








Plus four valuable sales aids 


e Large, colorful poster to identify your store 
as an outlet for U.S. Rainbow V-Belts. 


¢ Handimeter that quickly measures length 
and width—very valuable where the brand 
on the belt to be replaced is not readable. 








e Catalog listing over 8,000 makes of light- 
duty machines along with belt-length 
tables and changeover charts. 


e Handy card which lets you keep a running FROM ON & sou RCE 


record of your sales. 





Order from your jobber or write to address U.S. Rubber offers you, from one source, these fast- 


below. moving, profit-making items: 
“U.S.” Research perfects it. 


“U.S.” Production builds it. e V-BELTS 
U.S. Industry depends on it. 
peer © TAPE (friction and plastic) 
e MATTING 
e GARDEN HOSE 














UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings + Mats and Matting 
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Paint Trap 
BRUSH CLEANER 


by the makers of Klean-Strip 
No other paint brush cleaner has ail 
these advantages: Restores old, hard 


brushes easily. Cleans brushes quick- 
ly, thoroughly between colors. Safe 
to use on any type bristle. Non-in- 
flammable. Cleans by emulsification. 
Washes out paint, varnish, lacquer 
and shellac. Stay-Clean Paint Trap 
in every can) makes reconditioning 
paint brushes easy. 


Stay-Clean Paint 
Trap* is a built-in 
screen that provides a 
surface for working 
out old paint. It also 4 
traps the old paint be- 
low the screen, keeps 
bristles out of residue at bottom of 





can. Liquid remains usable, ready to 


clean again and again. 


PAINT TRAP 


Quick cleans wet paint brushes 
Restores old hard brushes 





This display is your salesman 
Your customers can see how this 
new cleaner will save them time, 
money and brushes. Order Paint 
Trap Brush Cleaner from your 
jobber today. It sells itself. Packaged 
in pint, quart, gallon sizes. 


THE KLEAN-STRIP CO. 
2340 S. Lauderdale St. 
Memphis, Tennessee 
*Patent Applied for 
168 





eight months, 1953 would still be 
ahead of 1952 at the end of the 
year. 

Residential award reports for 
April were 11 pct above March but 
1 pet behind April 1952. 


Says Vets Shouldn't 
Have to Beg Home Loans 


Brown L. Whatley, president of 
the Mortgage Bankers Association 
of America, says mortgage lenders 
stand on trial before the American 
public to provide adequate money 
for home loans for veterans. 

He recommends mortgage lend- 
ers to loosen up and says “G.I.s 
should no longer have to go begging 
for home loans they were promised 
by the Congress under the Service- 
men’s Readjustment Act... nor 
should they be subjected to the sys- 
tem of heavy discounts.” 


Defense Spending to Rise 
July 1, Wilson Announces 


At a news conference in the Pen- 
tagon, Secretary of Defense Charles 
E. Wilson said his department ex- 
pects military spending for equip- 
ment and other hard goods to rise 
in the year beginning July 1. 

Mr. Wilson pointed out in making 
this statement that money does not 
have to be appropriated by Con- 
gress in the current budget, since 
funds destined to be spent have al- 
ready been assigned. He did not 
specify which durables are to be 
bought, but mentioned that aircraft 
production and, subsequently, parts, 
are not going to’ be cut back ap- 
preciably. 


Consumers’ Price Index 
Showed Slight Rise 


The National Industrial Confer- 
ence Board reports consumers’ 
prices for March rose 0.3 pct above 
February. The board’s index for all 
items in March was 179.5, com- 
pared with a level of 178.2 in 
March, 1952. The index base is 
1939 equals 100. 


Drop in Business Loans 


The Federal Reserve Board re- 
ports business loans dropped $23 
million at reporting member banks 
in leading cities during the week 
ended April 29. 



























DAYTON 
WINDOW-UTILITY FAN 


16” Dual-Purpose Fan—2 Speeds 


Priced for a big. new market. Handles every 
room cooling need—a window fan at night and 
a cireulatur fan during day. Fits in 24” and 
larzer windows. Utility fan head can be simply 


lifted from panel and used anywhere. Two 
speeds—choice of 1740 or 1320 CFM. Fan head 
pivots for any directional blow. 16” fan blade, 
2-speed 1500/1100 RPM Dayton fan moter, 
115V, 60/50C. 17%” H. x 24%” W. panel 
extends to 31%” 9” deep. Hammerloid grey 
enamel finish. 9 ft. cord with 2-speed switch. 
lint price $46.00. Generous dealer discount. 
Dayton model No. 4F244. Order a sample. 


FRO 
I 


WHOLESALE CATALOG 


Request on Letterhead 


w.W.GRAINGER 


INC. 
46 WAREHOUSES—COAST-TO-COAST 
GENERAL OFFICE: 2330 W. ADAMS, CHICAGO 12 



















(Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 











Most dealers report: (4 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or oii off. Durham’s Rock-Hard 
y Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Dependable Everyday Utility Tools! 


Warwood Bars are staple tools 















for rough use. New developments 
in forging methods make Warwood 
bars stronger, more durable and 
longer lasting. Attractively finished, 
these tools will meet the most ex- 


acting requirements for everyday 


WARWOOD rugged service. For the best in 
WORKMANSHIP b ee a 
n 
saaues te ars and other forged tools, 


DIFFERENCE always buy Warwood ... it’s your 








guarantee of customer satisfaction. 
TOOLS FOR 


GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 
MINING and INDUSTRY 
RAILROAD TRACK MAINTENANCE 














RICH LADDERS 


HOWARD B. RICH, Inc. 
P. O. BOX 187 CARROLLTON, KY. F E 


Your Manufacturer For SAFE 









Heavy Duty Step Ladders 
Extension Trestles 
Painter's Trestles 
Platform Ladders 
Ironing Tables Insist on 
Clothes Props 
Step Stools 
Extensions 
Scaffolds 
Singles 
Planks 


for dependability, 
uniformity and 
wide size 


range 


Send for 
MACHINE SCREW 
Catalog 


SOUTHINGTON HOWE. MFG. COMPANY 


Since 1867 «+¢ Southington, Conn 
| EXPORT OFFICE: Joseph A. Gross Company 


Steps § 














Phone 116 











25 Beaver Street, New York 4, New York 
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the straight ‘ 
line to lower & 
prices and % 
bigger profits * 


“best of all’’ 


POWER TOOLS 


As a dealer of 
world-famous 
Mall power tools, 
you deal directly 
with the factory 
representative — 
no middle-man. 
RESULT: lower 
prices, bigger 
profits, and better 
service. What’s 
more— Mall gives 
you the world’s 
most complete 
line of tools and 
accessories... 
the open door to 
profitable repeat 
business. 





DRILLS 






40 Factor y-Owned Service 
Warehouses, Coast to Coast, 
to Give You Fast, 
Dependable Service 





POLISHER SANDER 





r 1 
| MALL TOOL COMPANY I 
17702 S. Chicago Ave., Chicago 19, Illinois I 


Send me complete details on how I can be- 
j come an authorized Mall Dealer. 


H 
__. ESE SSI Sere ee eee eT | 
| 
I 








Sears’ Volume Gained 
While Ward's Declined 


April chain store sales presented 
a mixed picture, with about half the 
chains reporting declines in sales 
and others no change or gains. The 
two largest chains, Sears and Mont- 
gomery Ward were indicative of the 
April pattern. 

Sears showed a 6.5 pct sales gain 
in April, compared with the like 
1952 month, and Montgomery 
Ward’s sales dropped 3.1 pct below 
April 1952 levels in April of this 
year. 

First quarter sale of Sears Roe- 
buck & Co. totaled $691,041,887, 
compared with $617,184,159 in the 
like 1952 month, a gain of 12 pct. 
Sales of Montgomery Ward & Co. 
totaled $240,249,367 in the first 
three months of 1953, compared to 
$240,575,125 in the same 1952 pe- 
riod, a decline of 0.1 pct. 





Garbage Can Evils 
May Be Wafted Away 


Plastikote Co., Cleveland, 
claims animals, bugs and dis- 
agreeable odors won’t hover 
about a garbage can if it is 
sprayed with “O-Go.” In addi- 
tion, says Plastikote, garbage 
won’t stick to containers once it 
is sprayed nor will maggots, bac- 
teria or ants be able to live with 
“O-Go.” 











| March Was ,Good Month 


| 


For Wholesale Firms 


The Commerce Dept. reports the 
nation’s wholesalers did $8,900,000,- 
000 worth of business in March, a 
gain of $858 million over the same 
1952 period. After readjustment for 
seasonal factors, the department 
says sales were “slightly above” 
February totals. 

March sales by durable goods 
dealers accounted for $2,900,000,- 


| 000 while non-durables moved by 
| wholesalers amounted to slightly 


more than $6 billion. 


In the durable goods category, 
sales of automotive products were 


| 2 pet lower in March than in Feb- 
| ruary. 


| 
| 
| 


Wholesalers held $10,400,000,000 





BABAAAA BBB eBBBeBeBeBeBeeeeeeeas 
y DAZEY ADVERTISING consistently ¢ 
§ appears in the following magazines— S 
§ American Home, Cosmopolitan, Good ¢ 
é Housekeeping, Houschold, Ladies’ Home ¢ 
y ournal, McCall’s, Parents’, Redbook, * 
g House Beautiful, Saturday Eve. Post, 

g Sunset, Family Circle, Today’s Woman, , 
§ Woman’s Home Comp., Better Living, ¢ 
H Woman’s Day, Better Homes & Gardens, ¢ 
g Capper’s Farmer, Country Gentleman, 
g Farm Journal, Successful Farming. 
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Stainless steel, 
and rustproof 
parts. At hard- 
ware, home fur- 
nishings, and de- 
partment stores. 
If your dealer can't supply you 


— write us for literature ond 
price list. 


*B"., sax 


In colors 


ws a 


$% DAZEY 
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FOLDING 
STEEL 
LEGS 


For tables 
and plat- 
forms of all 


“ types. Tested 
for 5,000 Ibs. 
per pair All- 

steel with patented alli- 


gator grip in sizes 24” 
and 30” high. 





FOLDING 
SCAFFOLD BRACKETS 


All-steel with slotted holes 
for quick and easy installa- 
tion and removal. Tested for 
4,000 lbs. per pair. 





LADDER BRACKETS 


All-steel, adjustable, with 
holes for safety rail and 
10” plank. Used on either 
side of ladder. 


ROOF BRACKETS 


All-steel, with extra long at- 
taching leg for wood or com- 
position roofs. Designed to 
prevent sliding, rubbing 
gouging. 
Order today or write for prices 
end Bulletin B. H.-—-S1 


WAGNER MANUFACTURING CO. 
Box HA-53 CEDAR FALLS, IOWA 


CUETO 
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worth of stocks at the end of March. 


This was $134 million more than a 
year ago and about $60 million 
more than at the end of February— 
after seasonal adjustment. 


Automatic Rail Rate 
Hike Faces Long Delay 

Final approval by Congress of 
the so-called “automatic rate in- 
crease” bill still is a long way off, 
despite railroad pressure for quick 
enactment. 

In its present form, the bill 
(S. 1461) would require the rate- 
making Interstate Commerce Com- 
mission to put into effect within 60 
days any increased rates requested 
by the railroads. Such increases 
would become effective on an in- 
terim basis. If the permanent in- 
crease finally authorized by the 
ICC should be less than those 
granted on an interim basis, the 
railroads would be required to make 
refunds. 

Chairman Charles W. Tobey, R., 
N. H., of the Senate Commerce 
Committee, predicts prompt en- 
dorsement of the bill by his com- 
mittee. But Senate leadership, al- 
ready faced with a crowded cal- 
endar of “must” legislation, hints 
the bill will have a long wait be- 
fore coming up for vote before the 
entire Senate. House plans for the 
bill are even more nebulous. 

Railroads estimate they would 
have received $1,400,000,000 in ad- 
ditional revenue from 1946 to 1953 
if higher rates granted by the ICC 
during this period had been put 
into effect 30 days after they were 
requested. 


Consumer Debt Again 
Near Record Height 

Consumers were $5 billion deeper 
in debt at the end of March than 
they were at the same time last 
year. 

Consumer debt grew $429 million 
during March to bring their total 
borrowings about $25.6 billion, the 
Federal Reserve Board reports. 

This brought consumers’ credit 
debt to within $30 million of the 
record mark, set last December. 

March was the 12th consecutive 
month that instalment borrowing 
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WITT CAN users occasionally send us letters, post- 
cards—yes, even birthday cards telling us about the 
wonderful condition of their twenty to thirty year old 
WITT CANS. 

Hard day in and out usage rather than esthetic ap- 
preciation prompts the purchase of WITT CANS—yet 
the comments we receive indicate a pride of posses- 
sion that bears investigation. ; 

Perhaps you are wondering why WITT CANS last so 
long. Here are just a few reasons: 


STRAIGHT SIDES—assure extra resistance to rough handling. 
DEEP ROLLING CORRUGATIONS—run full length of Can, 
adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 

HOT DIP GALVANIZING—a hand process after fabrication, 
insuring heaviest possible rustproofing. 
PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting, yet easy to remove. 






WITT CANS HAVE THE “RIGHT” ANGLE pomp /*: 












THE WITT CORNICE COMPANY 
2110 WINCHELL AVENUE 
CINCINNATI 14, OHIO 


“Originators of the 
Corrugated Can" 

















A light for every customer when you carry the complete “All-Pur- 
pose” line of Justrite electric lanterns. Handsomely packaged for in- 
stant sale. Nationally advertised. 











YELLOW FLASH 8 6-VOLT WORK LIGHT 
Most powerful made . . . 2500 | 6-Volt lantern power in a com- 
& ft. beam . . . Uses 8 standard | pact 3” x 3” x 534” unit. Ad- 
ig flashlight cells or converts to justable headpiece . . . Focusing 
P 6-volt lantern cell . Fits in | reflector . . . Square base for 
glove comp., tool box : Standing . . . Uses 4 standard 
Qi/ } Handy square shape, adjustable flashlight cells. 
’ head, rugged metal case. List price. .$2.95 less batt. 
Model 2108 List price. .$3.95 less batt Model 2104 
WARNING LIGHT SPORTS-LIGHT 
ae Perfect Twin to Work Light . ..] Both Hands Free . . . Ready for action . . 
S- Designed to give all around Powerful 1500 foot beam . . . Adjustable head- 
light . . . Flasher and red liner | band with sponge rubber 
give warning . . . Instantly con- eS ad — comfort . . . 
verts to steady white light .. . ae cut ar eee = 
Uses 4 standard cells. . . « Switch is on head- 
List Price. .$4.95 less batt. | piece . . . 2Yo” mirror 
Money saving Combination —, — — 
. .. inis! er in urable 
Model 2192 2104 and 2192 available as iehed-en qpey aneuel. Uist 
set in single disploy carton. | price. . . $3.95 less batt. Model 1904 





New Advertising mats, Point of sale material available. Ask your jobber about the Just- 
rite All-Purpose line of electric lanterns. See the all new year-round Justrite ads in Argosy, 
Outdoor Life, Grit, Popular Mechanics and many other national magazines. 


Nod eo 


2061 N. Trew Chicago, !Ilinois © 


JU U UMA 

















NEW, EXCLUSIVE 


Rel .¢ ‘BLOK 


| Rolel ae -1 9-09) mw 22) 
HANDLE INTO ONE 
INTEGRAL UNIT 







Now 


TWIST 


and 


IMPACT % 
PROOF! “~~ 


PLUS MANY OTHER 
GREAT FEATURES AND 
UNSURPASSED QUALITY 
* 

COST NO MORE THAN 
ORDINARY DRIVERS 
* 

Order Thru Your Jobber 








UPSON BROS., INC., ROCHESTER 14, 





172 








exceeded the total for the previous 
month. 

The biggest part of the gain in 
instalment debt was $313 million 
increase in loans to buy autos. At 
the end of March this total was 
nearly $8.8 billion, which was about 
$2.7 billion more than a year ago. 

The only credit item to show a 
decline in March was charge ac- 
counts which declined 70 pct during 
the month. The total was 16 pct 
higher than a year ago, however. 


Appliances Inquiries 
Second in B.B.B. List 


Complaints and inquiries about 
appliances, addressed to the nation’s 
Better Business Bureaus, jumped 
from sixth place in 1951 to second 
place, last year, in the list of the 
10 top inquiries and complaints. 

Appliance inquiries and com- 
plaints constituted 5.6 pct of the 
total number of inquiries and com- 
plaints of the ten kinds most fre- 
quently reported. 

Solicitation for funds again ac- 
counted for the greatest number 
of inquiries and complaints among 
the 1,670,667 requests reported by 
the 97 Better Business Bureaus of 
the United States and Canada. 

Of the total requests, 25 pct were 
in the nature of complaints while 
75 pet were inquiries for informa- 
tion about reliability of companies, 
products, services and individuals, 
and for information about day-to- 
day business transactions. 

These direct services were made 
available without cost through the 
2% million dollars in financial sup- 
port subscribed annually by more 
than 65,000 diversified business 
firms. 

“Bait” advertising, described as 
“an alluring but insincere offer to 
sell something,” was reported to be 
most flagrant in the second-hand 
and rebuilt-sewing machine and 
vacuum cleaner field. (See H. A., 
May 14, p. 254.) 

Two helpful aids to advertisers 
are the National BBB’s “Do’s and 
Don’ts in Advertising Copy,” 4 
loose-leaf reference work, and the 
“Guide For Retail Advertising and 
Selling,” published by the Associa- 
tion of Better Business Bureaus, 
Inc., 723 Chrysler Bldg., New York 
i, We. = 
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HOPPE 


LUBRICATING 
Ol 


i 





Hoppe’s Products 
Give You Sales Action 


You seldom have to introduce them because prac- 
tically every experienced gun owner knows the effec- 
tiveness of these widely used gun cleaning essentials. 
They recognize the efficiency with which Hoppe’s 
No. 9 Solvent and Hoppe’s Patches remove primer, 
powder, lead and metal fouling. They know the value 
of Hoppe’s Lubricating Oil for guns and reels. And— 
they are fully aware of the long-time protection from 
rust that Hoppe’s Gun Grease gives. Ask your jobber 
—HE SELLS THEM. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Penna. 











eect” MORE THAN 
| cece ey, Magy 

vat peer 5000 DEALERS 

| : ARE DOING A PROFITABLE 


om 


—-_} DOG COLLAR BUSINESS 


with ALL PLASTIC 
FLEX-COLLARS 
and FLEX-LEASHES 


ARE YOU ONE? 


ef 
a 





INTRO- breeds, costs you only $17.13. These 


DUCTORY 
OFFER 


Flex-Collars your Want Book. Ask your jobber for 
QUAN. MODE! this 


LINE display. 


All introductory offers returnable 
in 30 days if not fully satisfied. 
Larger self-service FLEX e 
LINE display assortments 
and replacement stocks |: 
available at your jobbers. ‘ 





























HUNGERFORD PLASTICS CORP. 
NEW JERSEY 





ROCKAWAY, 
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If not, why not start now? Your initial | :'} 
3 investment for 12 FLEX-COLLARS and | * 
t 9 FLEX-LEASHES together with this 

rack and selection chart for over 100 | 


items are high profit makers. Just tear | 
NO. 5 out this advertisement and put it in | 


introductory self-service FLEX- | 





These Advertisements 
in [Mela ¢ Stream 












penny 
a Ary ae 5, Pa 


‘Are stimulating your sales of 


FISHE, FISHING 


TACKLE 










BIG FisnH 
WON’T Scare 


THE FISHERMAN 
WHO Uses __ 


© KINGFISHER 


FISHING 






© ReLiABuITY 
* ECONOMY 
last * 






* SATISFACTION. 





EDW. K. TRYON CO. 


815 819 ARCH ST. PHILADELPHIA 5, PA 











ITEM ADDED SALES 
—CHECKOUT SPEED 


yi Ou RS with a 


McCASKEY 
‘CASH REGISTER 


bs 





- 


CUSTOMER'S 
PRINTED 
RECEIPT 


a 


This customer’s Cash Receipt 
shows him items purchased—you 
retain the same information on 
your day’s detail strip: 

® hardware, paint and sport 
goods Itemized, Item-Added, 
Explained! 

You register any number of items 
in the same way — McCaskey 
modern, item-adding, hardware 
sales checkout. Self-Service- 
Checkout is coming fast in the 
hardware business. 


D-81, one 
of many de- 
signed to pro- 
vide complete, 
accurate rec- 
ords adapted to 
hardware store 
needs. 


@ Make certain 
you know what 
McCaskey has for you in mod- 
ern cash registers, 
in charge account 
control,in sales @ 
books and printed | 
forms for modern | 
record permanence | 






—check your inter- 
ests, mail coupon. 


CUSTOMER'S 
Printed Receipt 


ia CHECKOUT item-adding 
cosh register systems 


Modern Charge 
Account Control 


Soles Books and 
Printed Forms 


NAME 








city ZONE STATE 





THE McCASKEY REGISTER CO. 
ALLIANCE, OHIO ; 
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| is “Always Faithful.” 


National Dog Week 
To Be Held Sept. 20-26 


The 26th anniversary of National 


| Dog Week, Sept. 20-26, is being 


promoted by posters and stickers 
provided by the National Dog We:- 





fare Guild, non-profit sponser of the | 


week. 

The theme of this year’s poster 
The poster, 
printed in cocoa brown and grass 


| green, shows a small girl with her 
| boxer dog. The poster is available 
| at 10¢ per copy and stickers come 


100 on a sheet for $1, from the 
National Dog Welfare Guild, 114 E. 
32nd St., New York 16. 

The seven objectives of National 
Dog Week are: 1. A good home for 
every dog. 2. Elimination of stray 
dogs from the streets. 3. Better 
informed dog-owners. 4. Teach con- 
sideration for dogs and all ani- 
mals. 5. Emphasize the dog’s use 
as a companion, helper and home 
protector. 6. Secure fair laws for 
dogs and their owners. 7. Teach 
respect for the rights of non dog- 
owners. 


Monetary Policy to Be 
Eased Cautiously 


William Martin, chairman of the 
Federal Reserve Board says a “lib- 
eral easing” of the government’s 
present monetary policies can be 
expected when “inflationary dan- 
gers” no longer threaten the na- 
tion’s economic stability. 

Mr. Martin says steady economic 
progress and a constantly improv- 
ing standard of’ living cannot be 
achieved without a “flexibly admin- 
istered” monetary policy and ac- 
tion. 

“There must be restraints on 
creation of excessive credit in a 
boom, and a policy of liberal mone- 
tary ease when inflationary dan- 
gers no longer threatens stability,” 
he reasons. 

However, Mr. Martin adds that 
“when an economy is running at 
peak production and employment as 
it is now, creating more money will 
not create things to buy—it can 
only bid up prices of available sup- 
plies.” 

The F. R. B. chairman believes 
inflation is a “sneak thief”—for 
while it seems to be putting money 












Gun Tacker 
New! Powerful! 
Shoots heavier, 
longer Wedge- 


pointed staples up to 
9/16”—.050 wire. 


T-32 Gun 
Tacker 


Well-known, 
widely used 
model for lighter 
tacking. Shoots 
staples up to 
5/16” —.032 Wire 





Write for catalog and prices 
ARROW FASTENER CO., INC. 


1 Junius Street, Brooklyn 12, N. Y. 











OF EXTRA COST WITH THIS 
TARP 
Eagle assortment 


Unit comes to 
you completely assem- 
bled, tarps already in 
place... ready for sales! 

















$4gte 


your regular 
cost for these 
tarps 







You Make 


$9420 


your regular 
full margin 
of profit. 















Ask Your Regular Wholesale Supplier Or Write ... 
H. WENZEL TENT & DUCK COMPANY 
1035 PAUL STREET, ST. LOUIS 4, MISSOURI 
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2 Gun 
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known, 
y used 
for lighter 
|. Shoots 
Ss up to 
-.032 Wire 


rices 


» NC. 
N.Y 


t comes to 
y assem- 
ready in 
for sales! 





Write... 
PANY 
ISSOURI 


8, 1953 








Here’s a profit product that your 
= Customers need right now! 


=...the Sargent Screen and Storm Door Closer 















Hardware Week introduced the nationally advertised 
Sargent Screen and Door Closer...and proved how popular 
this product is! 


These quiet, powerful, easy-to-install closers are in de- 
mand right now for use on screen doors and light interior 
doors. Apply to any situation without changing parts. 


They help keep out flies, mosquitoes and other pests... 
and have a hold-open device that lets a person pass in 
and out conveniently with packages, rubbish, etc. 


Remind every customer about the advantages of this 
screen and storm door closer. Stock up today to take 
care of depleted stock. 


Phone, wire or write your jobber today. Or for complete 
details, write us, Dept. 1M. 






Sargent and Company 
New York » NEW HAVEN, CONN. « Chicago 


Builders Hardware and Fine Tools since 1864 





HARNESS HARDWARE ADVERTISED 


TO MILLIONS IN => 


Made of highest grade malleable 
iron in a most complete range 
of items and styles. 


For over 75 years, Moline Iron 
Works has manufactured highest 
quality harness hardware. Today 
the Moline line includes hundreds 
of different saddlery and harness 
hardware items in many styles and 
models. Here you may obtain, from 
one source, all of your require- 
ments of buckles, bits, rings, snaps, 
swivels, hooks, fasteners, etc., as 
shown in our catalog No. 21 which 
will be sent to you on request. 


MOLINE IRON WORKS | 


MOLINE, ILLINOIS, U. S. A. | 








1 Insist 
ts no more! 1m 
ered by most original 










i te 
trolytically pla 

trueness. 

-aoag tee bt V-Belts and Pulleys from 

ao local supplier. 

. . . 
- Dut and 
Se Sheaves aiits—FHP Drives 


Steel Cable 
IVES DIVISION 


RATION 
, of FMP pulley* 







Also write for 
catalog on these agricultural and indus- 
trial supplies that we make: TACKLE 
BLOCKS, HAY TOOLS, LOAD BINDERS, 
WIRE STRETCHERS, ROPE HOISTS, 
WIRE ROPE CLIPS AND CLEVISES. 





CONGRESS apecest 


achucet 


st Monvte 
CHIGAN 


orld’s tera 
a petroit 34, MI 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


LOCK-EASE/ 


GRAPHITED 
LOCK FLUID 


Protects 
all kinds 
of locks 
against 
freezing, 
sticking, "2 
rust and wear. ‘Gina col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 
















4 





staintess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display : 
box, as shown, 
or on individ- | 
ual cards. Al- | 
so large 
39c sell- 
er, push- 
bottom 
metal container, 
packed six to display box. 




































Penetrates, 
lubricates, 
rustproofs 
—the finest 
oil on the 
market for 
home and 
shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 























AMERICAN GREASE STICK COMPANY 
Michigan 





Muskegon, 
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into consumers’ pockets, it is really 
robbing the saver, the retired work- 
man, the aged—those least able to 
defend themselves. 

“All that is an old story,” Mr. 
Martin says, yet there are voices 
being heard today that seem to say 
just a little more inflation won’t do 
any harm—or that the price of 


| even a few ounces of prevention is 


too high.” 

Noting that the F. R. B.’s job is 
to curb deflation, Mr. Martin said 
the board would do these things to 
offset such a thing: 


Reduce reserve requirements and 


therefore free funds which banks 
could then use and loan out. 


Lower the discount rate —the | 


charge the Board makes on loans 
to member banks. The lower rate 
might encourage banks to borrow 
funds from a _ central 
relend. 

Buy large quantities of govern- 
ment securities in the open market 
through its open market committee 
and thereby 
system with reserves which could 
be used to increase their lending 
capacity and, therefore, the nation’s 
money supply. 


Steel Production 
At Highest Point 


bank to | 


supply the banking | 


Steel output in April was the | 


highest ever attained in that month 
and output for the first four months 
of this year were at record levels. 
The steel mills turned out 9,545,000 


net tons of ingots and steel for | 


castings in April,and four month 
output totaled 38,543,839 tons, re- 


ports the American Iron and Steel | 


Institute. 


Manufacturers’ Net 
Dropped 10% Last Year 


Net income of manufacturing 
corporations last year totaled $10,- 
700,000,000, a drop of 10 pct below 
1951 levels, reports the Federal 
Trade Commission and the Securi- 
ties and Exchange Commission. 
Both agencies estimate that profits 
before taxes in 1952 declined 16 pct. 

The two commissions attribute 
the drop in profits to a continued 
rise in costs and expenses—not a 
decline in business. In fact, 








they | 





Hooks and Eyes! 
We make hooks and eyes for a 
very wide variety of uses—from 
hooks and rings on screw plates 
to professional and industrial 
fixtures such as the porcelain in- 


sulators shown above. And we 
guarantee everything we make! 
Can we do something for you? 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS i HOGKS 





















, Sprayer 


World’s most beautiful copper, continuous 





sprayer. Pr. and Qr. (39 ounce) sizes. 
Glistening, solid copper tank. Pump barrel 
is highly pol- 
ished, seamless 
brass. Modern 


design. Sturdy 
construction. 
Twin nozzles for 
spraying fine 
fog mist straight 
ahead or at any 
angle. Sprays 
any liquid. Pop- 
ular, year ‘round 
@ seller. 

+ For 65 years 
_. Smith sprayers 
= and dusters have 
been outstanding 
in design, con- 
struction and 
performance 






As Advertised in House & 
Garden and House Beautiful 


D. B. SMITH & CO. Send 


426 Main St., Utica 2, N.Y. for 

“Originators of Sprayers” Catalog 
Canadian Rep. G. L. Cohoon 

1265 Stanley St., Montreal 2, Canada 
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PLUG TIP 


a tool on low ° 
price—one. But 

/ if its handle is 
toy-size, its blade low-grade 
stee! of insufficient hardness— 
its tin not aground to fit—the 
customer is lost. 


How to Make A 
Sale And Lose 
A Customer 


Pa can sell 


A sturdy, long-lived profes- 
sional soldering tool for un- 
interrupted production. By 
simply removing 4 screws, the 
user can replace any part ina “‘ 
few minutes. 


Give a man a 
screwdriver he 














can geta 
GRIP on! 
XCELITE uses 
Dy wen © A. $$ _ 6 | 
How To Make Good handle, SAE Vj i IN) 
tri | |} . | 
foe a Sales, Good Profits é furnace st | | tcc Serge | 
-from ° secos we . = ; 
t ion- . T 
alates And Good Friends } {iPs,, precision. 
strial In The Bargain aon tone 
in in- —but ask any XCELITE 
XCELITE dealer Phillips ®a 
id we or jobber about T DISPLAY STAND 
d che bbe “ bot ' Screwdriver. BRILLIANT DISPLAY STAND |. 
nake! \ business they oe See your jobber. memes 
ou? ring int or catalog. 
VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 
Electric Soldering Tools — Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons and Heating Units. 


pr, Conn. XCELITE, incorroraten 


(Formerly Park Metalware Co., Inc.) 





Dept. G 
Orchard Park 


"heey | sa 















































* WOODRUFF KEYS =. 
Sees *MACHINE KEYS = 
y pol- 
seamless “TAPER PINS = for 
urdy = 
ction. *COTTER PINS = @ Padlocks @ Curtain springs 
ig Sine SPECIAL PARTS = @ Window sash locks @ Window screen springs 
“ved end ether Seiten groduae = @ Screen door closer springs @ Door check springs 
am 7 Bulk or Packaged = @ Perfection door springs @ Wiring nut springs 
years WRITE for CATALOG = let us know your requirements for springs in any 
#5 have and PRICES = size, shape or design. Write to Sales and Engineer- 
Paar pe EEE | ‘z= ing, 2 New Bond Street, Worcester, Mass. 
yn and 
nce 
a WICKWIRE SPRINGS 
for Pe oe eee a en a a 
oi wn PIORSE NAIL CORP ws tt tori fae 
J NEW BRIGHTON, PA 
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@Bright, 2-Color 
Printing 


@Clear, Selected 
Wood 


@Easy, Depend- 
able Action 

@Automatic or 

Slot Set. 








McGILL METAL PRODUCTS CO. 
MARENGO- ILLINOIS 

















AN ARTMORE PRODUCT 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 


Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rode 
—Selected, smoothly fin- 
ished hardweods-— -Snag 
proof — Metal parts 

rust-proof plated. Lift 
the Rod Holder and 
Tripod Legs open anto- 
matically, Collapses 
compactly for quick storage in small 
space. Ideal for in-between washings, 
lingerie, diapers, ete. A step saver 
alongside ironing board. Suggested retail 
only $3.75. Slightly higher West of the 
Rockies. 
See your jobber or write 


ARTMOORE Co. 


Dept. HA-55, 1913 North 3rd Steet 
Milwaukee 12, Wisconsin 
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say, the profit decline was written 
in face of record high industrial 
sales—totaling $250,200,000,000 in 
1952, or about 2 pct greater than 
in 1951. 

The annual rate of profits after 
taxes on the stockholders’ equity by 
the end of the year showed the 
same sort of drop—it was 11.8 pct 
in 1951 and 10.2 pet in 1952. 

Profits after taxes per dollar of 
sales declined from 4.8 cents in 
1951 to 4.3 cents in 1952. 

Heaviest profit declines were in 
textile mill products and the pri- 
mary iron and steel industry group 
—which dropped 28 pct after taxes. 


Ace Stores Distributed 
600,000 Spring Catalogs 

More than 600,000 copies of the 
Ace Bargain Book have been dis- 
tributed by member stores of Ace 
Hardware Corp., Chicago. 

Special offerings of merchan- 
dise are shown on the cover and 
scattered throughout the 30-page 
booklet. Bound in the center is a 
4-page rural insert for use in farm 
areas. Only stores in rural areas 
received these books. 


Yonkers Distributor 
Has Consumer Catalog 


A colorful catalog of spring and 
summer merchandise has been is- 
sued by E. Rabinowe & Co., Inc., 
465 Saw Mill River Road, Yon- 
kers, N. Y., distributors of hard- 
ware, paints, housewares and gar- 
den supplies. 


ERCO 


1953 


4 tummer 


Catalog «i Price List 


FE. Rabinowe & Co. 





A feature is the listing of retail 
prices as well as the dealer’s costs 
in code, which makes it possible 
for the dealer to show it to 
customers. 





TEENUTS 
sell on sight to 
home handymen 


Nationally advertised . . . proven in industrial use 
. ». now available for you to sell . . . TEENUTS pro- 
vide steel threads in wood. 





'~" TEENUTS are ideal for metal-to-wood ap- 
plications and where old screw holes have become 
useless, provide flush mounting without counter- 
boring. User simply drills hole size of TEENUT bar- 
rel and its steel prongs provide rigid, permanent 
anchorage. Same size hole for bolt. Complete line 
to fit standard bolt sizes. Carded put-up retails for 
15¢... packed in eye-catching display carton. We 
are covering the trade as fast as we can. Check with 
your jobber, today. 

COLUMBIA FASTENER CO. 
Chicago 8, Illinois 








FLEXIBLE 
SUPPLY 
PIPES 


for 


Lavatory, Sink and Closet 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
SH 














MANUFACTURERS AGENTS WANTED 


TOPPER 


TRADE MARK REGISTERED 
NON-PENETRATING—WASHABLE 
FLAT OIL PAINT 
The tops for all porous and rough surfaces and ceilings. 
Stands up to 50% reduction. The greatest value on to- 

day’s market. 


GILLESPIE VARNISH CO. 


131 DEY ST., JERSEY CITY 6, N. J. 





By the Makers of Bulldog Remover 














Out of this Wold PROFIT 
with BIG VOLUME |... 
AGRICULTURAL OY 


SPRAYER PARTS ® 









Valves, Strai ete. Ci 
B Senter a Ps 
Boom and Trailer Sprayers 
Write for nearest Distributor 
COMPANY 















DAKOTA CITY, NEBRASKA 
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For the past y 1 years experienced 
hardware men have always sold 
HARRY SALL & C0.'s profitable 





PUSH BARS Za 
SO = 


AVAILABLE FOR IMMEDIATE DELIVERY 


You, too, can enjoy these 
profits with quality products 


HARRY SALL & CO., Inc. 





802-04 W. GIRARD AVENUE PHILA. 23, PA, 


— 





Painters, decorators, 
window washers, 
home owners — any- 
one who ever uses a 
ladder needs an EZE- 
TRED. Increases rung 
orea 1000%, provid- 
ing real foot comfort 
despite long intervals 
on ladder. May be 
moved instantly from 
rung to rung. No bolts, 
screws or other fas- 
tenings. Anchors firm- 
ly to rung and side 
rails. Grooved step 
to prevent slipping. 
Retails at only $4.75 
complete. 


EVERYONE NEEDS AN 


EZE-TRED Avg 


LADDER _yafiit? 
STEP Vay 
write A 








A. : f 
ay te . 





SAFWAY METAL PRODUCTS CO. 
1111 Webb Ave. . Detroit 2, Mich. 














(yicke prep 


WHEN YOU 
STOCK AND DISPLAY THE 








E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 
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7” —-¥OUR- PRODUCT ? 


ry) 


Many, small Housewares Items having 
great potential merit are unable to prove 
themselves due to distribution, sales and 
manufacturing problems. With the right 
tie-up the product could possibly be a 
huge success. 








A Large Nationally known Housewares 
Manufacturer wishes to buy or consoli- 
date additional Housewares Items into 


.: 
WANTED 


PREDOMINATE his already successful Nationally dis- 
HOUSEWARES tributed line. Your products of merit 
ITEMS may really ‘“‘Go Places” pushed by our 


For Manufacture 
or Incorporation 
into our Present J 


Sales Organization and Advertising Pro- 
gram through our National Distributive 
set up. 





Outstanding Line 
Q@ 





Contact us stating the nature of your product 
\ or products and giving full description of your 
t manufacturing facilities, Tools, Dies, Etc. 
Past Sales and Sales Potential. 





Wyden m' bls dha oo 
P. 0. BOX 15, Madison Square Station, New York City 
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PROFIT-MAKING 


Assortments 
with convenient, attractive 


Displays 
















u NBUCKLES ASSORTMENT 


2 10 fast sellin sizes, boxed 
f Attractive disploy panel is ail metal, 
"in 3 colors A complete line of open 
turnbuckles ree. 











© Taanbachles, Inc 


we BYE BOLTS 















EYE BOLT ASSORTMENT | 


12 each of 10 sizes of most popular Eye Bolts. 
+} Boxed by size. Sturdy display panel similar to 
turnbuckle panel. Eye Bolts in 12 sizes ayail- | 
able from open stock. 


us wheclles Yue. i 


li u-BOLTS 









U-BOLT ASSORTMENT 


12 each of 5 popular pipe size U-Bolts in dozen 
cartons. 3 color metal display boord is 14” x 6”. 
U-Bolts also available from open stock. 








ee, 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 
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Department Store Sales Rose 2% in Week 
Ended May 2; New York Up 4%, Richmond Down 6% 


Department store sales in the 
"nited States, for the period ended 
May 2, advanced 2 pct above the 
like 1952 week, the Federal Reserve 
Board reports. In the preceding 
week there had been a decrease of 
1 pet. 

There were nine increases and 
three drops in the various districts 
in the latest week. New York re- 
corded the largest increase in the 
nation—4 pct, while Richmond sales 
dropped the most—6 pct. 

A table on department store sales 


in Federal Reserve districts follows 
(yearly comparisons) : 


4 Weeks Jan. ! 
One Week Ended Ended to 

District May 2. Apr. 25. May 2. May 2. 
BUD: cscvccses. 8 +2 —6 + 3 
Oe WEE accsex +4 +3 = § am ¢ 
Philadelphia .... + 3 + 5 + 3 +2 
Cleveland ....... + 2 — 5 —2 +4 
Richmond ....... — 6 —6 —5 0 
Atlanta ......... + 2 —7 — 3 +7 
Chicago ........ + 3 —2 + 2 +5 
BE, BOM: ccciccce + I + 4 0 + 5 
Minneapolis ..... —5 —6 —o0 + 3 
Kansas City .... + 2 + 3 ot + 5 
Dallas ......... +3 —10 —! + 7 
San Francisco ... + 2 — I —3 + 6 
U. S. Tetal.... + 2 —! —I! +4 





Gamble Will Show Samples of Large Items, 
Ship Direct from Warehouses or Plants 


A new merchandising technique 
involving the use of floor samples 
in a store and shipment to cus- 
tomers direct from warehouse or 
manufacturer’s plants is being put 
into practice by Gamble-Skogmo, 
Inc. 

This new program was described 
in the company’s annual report by 
B. C. Gamble, president, as a means 
by which merchandise, particularly 
in the higher unit-cost brackets, 
can be brought to the consumer at 
minimum distribution cost. 

“During the past several years,” 
Mr. Gamble said, “we have been 
highly successful in stimulating 
sales through single item promo- 
tions such as dinette sets, platform 
rockers, and automobile tires. 

“This new merchandising plan is, 
to some extent,, an extension of 
that technique. We are now in proc- 
ess of establishing a type of mail 
order or direct ship merchandis- 
ing where in demonstration models 
of items such as refrigerators, 
power lawn mowers, gas and elec- 
tric ranges, and kitchen step-stools 
are available for inspection by our 
customers at our regular retail out- 
lets as well as at a number of 
demonstration points in other com- 
munities. 

“No additional stock of these mail 
order items is carried at these sales 
points. Orders for this merchandise 
are placed on the spot, but deliveries 
are made direct to the consumer 
from manufacturing sources or 
from our own warehouses. The 
purchaser will then pay the ship- 


ping charges and installation costs. 

“The advantages of this type of 
merchandising are many. Distribu- 
tion expenses are reduced. Costs of 
carrying retail inventory, including 
floor space, financing, and merchan- 
dise handling charges are min- 
imized. Greater flexibility of opera- 
tion and control over buying and 
sales promotion is achieved. 

“In effect, this merchandising 
method will enable our company to 
offer to our customers a selection 
of items to meet basic home needs 
at the lowest day-to-day retail 
prices in the United States for 
merchandise of comparable quality. 

“The effects of this new merchan- 
dising plan will become evident this 
year. During 1952, details of the 
plan were developed, including mer- 
chandise procurement, necessary 
promotional literature and _ store 
displays. The plan is currently 
going into full operation. We look 
forward to increased sales as a 
result of this new ‘factory to cus- 
tomer’ technique,” Mr. Gamble 
predicted. 


Says Utilities Are Wrong 
In Dropping Appliances 

Clarence H. Linder, vice-presi- 
dent and general manager of Gen- 
eral Electric Co.’s appliance divi- 
sion, reports many utilities have 
stopped selling appliances. He says 
such a practice is short-sighted, 
since any increase in sales of ap- 
pliances must increase the utilities’ 
business. 
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NEW! SELF-SERVICE ISLAND 
300% More Selling Space 


———— FLEXO - SPACE, 
the new Low- 
Priced Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 
FLEXO-SPACE is a compleie Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12¥2 Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 
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PERFO MATS 


CORRUGATED & PERFORATED 
AND 
ALL LINK STYLES 






NO SELLING SPACE REQUIRED 
NO INVENTORY! 


eeeeeweceose 


You simply take the orders. 
We make and ship—plain 
mats in 2 weeks, custom- 
built mats in 3 weeks. Your 
clients’ designs accurately 
reproduced in any color 
or combination of colors. 
Perfo Mats add distinction 
to both exterior and interior 
floors of stores, hotels, 
restaurants, apartments, 
homes and _ institutions. 


STETSON-HATS 


Non-skid surface prevents e@ ANY SIZE 
mud-tracking and costly @ ANY COLOR 
falls. @ ANY DESIGN 


Send today for Dealer's Price © ANY SHAPE 
List and Illustrated Folder Dept. HA 


PERFO MAT & RUBBER CO., INC., 281 FIFTH AVE., N.Y. 16, N. Y. 
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LISTO PENCIL CORP. ALAMEDA, CALIFORNIA + IN CANADA. LISTO PRODUCTS, LTO... VANCOUVER &. ¢ 





For More Impulse Sales... Faster Selling 


Plastic Knobs» Pulls 








Here’s an extra $2 to $3 sale 
for you when you feature 
ELDON carded plastic Knobs 
‘n Pulls! Average kitchen 
needs 20 to 30—bathroom 
4 to 10—linen closets 6 to 
12! Guaranteed Strip-proof! 
Chip-proof! Shatter-proof! 
Knobs with “protector” plate 
in bright standard 
kitchen colors to 

match pulls. Also 

available uncarded. 





PRUTRL TO PLATO S4PRS Pare Summ 


STOCK NO. 751 


t Knobs» Pulls 


FOR CABINETS AD DRAWERS 
« NCP YRCR HOME 


Send for colorful illustrated 
catalog sheet on entire line 


Look to ELDON For the New 
In Quality Plastic Products! 


GUARANTEED 
Strip-proot Chip-proot 
Shatter-proof Color-proof 

































woe 


‘wt ELDON MANUFACTURING COMPANY 
1010 East 62nd Street + Los Angeles 1, California 





THE MARKING PENCIL 


THAT 













Whites on Peastis./ 


Extra-heavy leads that don’t fall out or break! 


LISTO’S exclusive, patented “Grip-Type” Sleeve lets 
you use a// of the lead ... keeps lead from breaking or 
falling out. LISTO makes a strong, clear mark on any- 
thing that needs pricing in a hardware store. 
No wonder it’s America’s most popular 
marking pencil! 


Leads in, 6 COLORS 


BLACK BROWN GREEN RED BLUE YELLOW 


Extra Sleeve in every package 
of leads 
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Made in 
New England 
Since 1879 





BLAIR Homestead 
16” or 18” cut 
Also available: BLAIR Reel and Ro- 
tary Power Mowers, and a complete 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 
BLAIR MANUFACTURING CO. 

Telephone 2-7449 
Springfield 7, Mass. 


S&T does 
= it again 






















The newest 
and best way 
of keeping bug 
bait alive and frisky. 
Grasshoppers, roaches, crickets — all 
have plenty of "romping" room in 
S & T's BUG ABODE. Slitted rubber 
floor allows easy handling of bait. 
Clips securely to belt or shirt. 


Another S & T volume item 
at full dealer markup! 
WRITE TODAY FOR PRICES 


MANUFACTURING DIVISION 
STRATTON & TERSTEGGE CO., INC. 





P. O. BOX 1859 
LOUISVILLE 1, KENTUCKY 
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Promotions 








Heller Hostess-ware 
Ads in Local Papers 


Opening ads in Heller Hostess- 
Ware, Inc., White Plains, N. Y., 
spring and summer “Colorama” 
promotion are now beginning to ap- 
pear in full page positions in local 
newspapers and Sunday rotogra- 
vure sections. 

About 500 stores and distribu- 
tors are scheduled to cooperate in 
the promotion, which was started 
with a full page, full color ad in 
the Saturday Evening Post, May 
2 issue. 


Dominion Adds To 
Radio, TV Coverage 


Sales promotion plans of Do- 
minion Electric Corp., Mansfield, 
O., include the addition of national 
TV and radio participation to its 
national advertising program. 

Dominion appliances are now 
featured on “Welcome Traveler’ 
over the complete TV and NBC 
radio network, and “There’s One 
in Every Family” on the CBS-TV 
chain, five times a week. 


Irwin Auger Bit Ads 
Slanted to Hobbyists 


The consumer, advertising cam- 
paign of the Irwin Auger Bit Co., 
Wilmington, O., will be directed 
to the fast-growing “do it yourself” 
market and will emphasize the ad- 
vantages Irwin Auger bits offer 
the home handyman, hobbyist and 
woodworker. 

The first ads in the 1953 series 
will appear in the June issues of 
Popular Science, Popular Mechanics 
and Mechaniz Illustrated. Later in 
the year the Saturday Evening Post 
will be added to the schedule. The 
campaign will deliver approximately 
18 million sales messages and free 
materials will be offered. Adver- 
tising reprints will be made avail- 
able to hardware dealers and whole- 
salers for tie-in use at the point 
of sale. 


Manufacturers’ New Merchandising Plans 


Cory Begins Campaign 
Of Consumer Ads 

Cory Corp., Chicago, manufac- 
turer of Cory, Nicro, and Fresh’nd- 
Aire appliances, Flavor-Seal cook- 
ware and Autopoint advertising 
specialties, plans to spend more than 
one-quarter million dollars during 
1953 on a continuing quarter-page 
color ad campaign in consumer and 
business paper media. 

The campaign will feature the 
most important products in the 
Cory, Nicro and Fresh’nd-Aire di- 
visions. The first ads have ap- 
peared in McCall’s, Collier’s, Better 
Homes & Gardens and American 
Weekly. 


Sound Film Shows Work 
Of Planet Jr. Tuffy 


A 12-minute sound film in color, 
showing the best way to do lawn 
and garden chores with little effort, 
has been prepared by S. L. Allen & 
Co., 5th and Glenwood Ave., Phila- 
delphia 40, Pa. 

The Planet Jr. Tuffy film, one 
reel of 16mm, is available for agri- 
cultural meetings, 4-H clubs, gar- 
den clubs, fraternal and church 
group meetings. It shows the 
Tuffy and its many different at- 
tachments doing lots of different 
outdoor chores, in all four seasons. 


Cadillacs Prizes In 
Window Display Contest 
Two Cadillacs and $4,000 cash 
awards will be given to national 
winners in the Westinghouse Free- 
dom Fair window display contest 
now underway which ends June 15. 
The contest is geared to the com- 
pany’s Freedom Fair spring selling 
drive, a promotion that emphasizes 
dealer open houses to demonstrate 
the household freedoms provided 
by Westinghouse major appliances. 
Dealers can win twice; once in 
display contests conducted by dis- 
tributors who are staging local con- 
tests, and again in the national 
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TOGGLE CALKING 


BOLTS es ANCHORS 


DHD STAR TYPE DRILLS 
HAMMER DRIVE ANCHORS 


DIAMIDE LAG SCREW 
CARBIDE TIPPED DRILL EXPANSION SHIELD 


ORI 
KEYSTONE MACHINE el SIZE 
BOLT SHIELDS SCREW ANCHORS 


eanueve EXPANSION BOLT CO., INC. 


Oftice and Factory Garwood, New Jersey 


STOCKS IN THE winds esantaet | aa 


if: 
M 


Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
fel Ge) S20) mm aehemmeh, me Tice. Bi 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
Ve-S Srolen mu ener.. 0-00, F BALL, bam e) 2 
OIL COLORS AND WHITE 









PURE 


on Here’s the greatest deal in the 
COLORS | world in oil colors! The very finest 
“Bi © quality oil colors . . . in a complete 

range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oi! color sales 
zoom up! 


Shetticld Zrornze 













PAINT CORPORATION 
on ee, oe eon ee) 
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BRASS + BRONZE - ALUMINUM 






No. N131 


Write for 
Catalog No. 12 
illustrating our 
line of builders 

Hardware 
Specialties. 























| 
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No. N130 











No. N130X35 No, 132X35 


dele K WOOD 


MANUFACTURING 
ROCKWOOD, “2 wea 

















BRAIDED 


PICTURE 
CORD WIRE 


IN SIZES 0 TO 6 INCLUSIVE 


ON SPOOLS, IND. BOXED 


Wr. Retater: 


Why not buy the products 
which are beautiful to look at as . . 
well as being of the highest ia “a 
quality. This, Mr. Retailer, 
means satisfied customers who 
will come back for more. We 
will be happy to forward our 
descriptive circular on our en- 
tire line of Spool and Coil As- 
sortments, Aerial Wire, etc., 
upon request. 


SOLD THRU JOBBERS 
ONLY! 





15’ & 25’ COILS 
IND. BOXED 





WIRE CORPORATION 


os Eereerwoe es ere 
JAMAIC MEG REDEESee tue): & 


— 
“om 





183 




















BABVAWABABBABBBeBBeBeBBeBaBBae 
DAZEY ADVERTISING consistently § 
appears in the following magazines— . 
American Home, Cosmopolitan, Good ¢ 
Housekeeping, Household, Ladies’ Home ¢ 
Journal, McCall’s, Parents’, Redbook, 
House Beautiful, Saturday Eve. Post, 
Sunset, Family Circle, Today’s Woman, 4 
Woman’s Home Comp., Better Living, ¢ 
Woman’s Day, Better Homes & Gardens, ¢ 
Capper’s Farmer, Country Gentleman, § 
Farm Journal, Successful Farming. 6 


Removable, portable 
take it anywhere 


$495 


+ 
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U 

to $7.95 4 
The world-famous Dazey can opener 4 
designed for use on any non-porous , 
surface—glazed tile, plate glass, stain- 4 
less steel, porcelain and enameled met- [ig 
als. No screws, nails or tools necessary. , 
At Hardware, Home Furnishings, and 1) 
Department Stores , 
4 
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48 if your dealer can't supply you—write us for 







y literature and price list, 
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DAISY 


introduces 


WORLD'S TOUGHEST, 
LONGEST WEARING 


FAUCET 
WASHERS 





DATS¢ > 


Fane EAD, 0 


a, 
(f T ly, nike. 2 
a My 


ES s9g 
1" 


md CARDED + BOXED + IN BULK 


No more leaky faucets with the 
New DAISY Neoprene Faucet 
Washers. These amazing new 
washers are so tough they’ll last 
indefinitely —engineered to give 


G 
oO perfect service. Be sure to stock 
them now. Send for prices and 
details on our complete line of 









DAISY rubber goods today. 


SCHACHT RUBBER MFG. COMPANY 


| Dept.H + Huntington, Indi 


| must be 


judging for which all first prize 
winners in distributor contests are 
automatically qualified. 

Distributors are conducting local 
contests for dealers in two cate- 
gories; one for department and 
furniture stores and utilities and 
the second for all other Westing- 
house dealers. 

To qualify, a retailer must install 


| an exclusive Westinghouse major 


appliance window and selling cen- | 


ter with Freedom Fair as the basic 


| theme, to tie in with national and 


local advertising. An 8 by 10 in. 
unmounted black and white photo 


| of each window, accompanied by a 


description of colors used and any 


' action or special points of interest, 
submitted to the dis- | 


tributor. 


Man-Made Silicon 
Will Be Widely Used 


E. I. DuPont de Nemours & Co. 
announces development of a process 
to make pure silicon. The company 
says the process may lead the way 
to more powerful and less bulky 
television, radio and other elec- 
tronic and electrical equipment. 

DuPont claims by this process to 
have opened up an unlimited source 
of the material—a non-metallic ele- 
ment which, with the exception of 
oxygen, is the most plentiful. 

The entire production of pure 
silicon is coming out of a small 
pilot plant at the Newport, Del., 
plant of the DuPont pigments de- 
partment. 

(Resume reading on page 15) 


| WORKING DAZE 

















ee ae 
weenie 
“Kennedy, you've been going to 


the stock car races again!” 
NATIONAL SAFETY COUNCIL 
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Folding Banquet Tables 





Masonite or Plywood Tops. Various lengths and 
_ Benches to match. Write for Catalog 


HARRY M. WOLFE, 666 Lake Shore Drive, Chicago 11 




















METAL FLOATS 


3” te 12" diameter 
ball floats of cop- 
per or stainiess 
steel 





pressure in stock 
—specials of 
vorious metals 
made to order. 
Catalog on request. 
ARTHUR HARRIS & CO. 


212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 














GRAND 
DOOR HOLDERS 


MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

In Stock for immediate Delivery 


GRAND SPECIALTIES CO. 
3101 W. Grand Ave. Chicago 22, Minot 

















Gripper Clips 


Registered © 8 Fat Office 









z 
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a] 
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I 


GIBSON GOOD TOOLS, INC. 
Box 268 Orange, Mass., U.S.A. 











ELECTRIC 4 


SPRAY GUN 

the single unit that pluse 
in and sprays everything! 
FOR HOME & INDUSTRY 
Nationally advertised: 
world’s selling all 


CHAMPION ALL-METAL 





self - contained 
Spray Gun! Cord and 
Plug UL approved. 

WRITE TODAY for 


oe =" —_ 


CHAMPION IMPLEMENT CORP. 
175 East 87th Street, New York 28 
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His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in December. With 
best wishes for your continued success.” 
Sincerely yours, 








A Satisfied Advertiser 
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| FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 


. | i “ | 
ever ready to guide you. For one 
noats| | RUBBERIZED — | 2802 Penne ous 


pats of cop- Fitler has supplied industry with 


} stotetess SATIN TONE dependable rope that is de- 
nk to 150% signed to fit the job. 


|| WALL PAINT | ee 
80 ee 


lengths and 
for Catalog 





e, Chicago 11 


pnb Ng Ready to Use for all in- % 


50 7, ILLINOIS 





terior and exterior sur- 

















faces and wall paper GAL. FITLER 
Delivered in Zone 

'D ONE COAT COVERS 150 ‘niles of Cleveiend ae Pe os “Y vd 
yellow registered trade- 
LDERS HOUSE PAINTS $2.45 and $1.45 a Gallon oe gle penne of % 
ENAMELS $2.30 a Gallon* inch diameter and larger 
X2M Write for Color Cards and Prices on Full line sizes and on the inside 

bA Attention Salesmen: A few choice territories available! of all smaller sises. 


eemm! TOBIAS PAINT Mfg. Co. THE EDWIN H. FITLER CO. 


3302 EAST 87th ST. PHILADELPHIA 24, PA. 
fae V EL AN OD 2 es G 4 £.¢ Our new factory in New Orleans is now in operation 

















NEW eines Grill 


for ranch-type kitchen, ; 








patio or garden 

Model OF-38S 
Popular demand for a barbe- 
cue fireplace with a short 
front-to-back depth is an- 
swered in this new Majestic 
model. Any masonry design can be built around this all- 
metal unit, making it the perfect barbecue for patio or 
garden — or for the modern ranch-type kitchen. Burns wood 
or charcoal, Frame is heavy steel angles; doors and grates 
are cast iron. There’s a gold mine of profits for you in this 
model, newly-designed by the leading manufacturer of out- 
door fireplace equipment. 


NEW PORTABLE CHAR-B-Q 
| ALL CAST IRON offers quick profits in cash-and-carry 





sults— PICNIC GRILL impulse sales. Single-unit display re- 
sentative, sults in steady turnover of packaged, 
\GE is a easy-to-assemble, portable charcoal 
# the fact | grills. All cast iron unit is priced as 
a | low as flimsy sheet metal ones! Desired 
sem 


by picnickers and backyard chefs alike! 


Write for details on these units. 


The Majestic Co., Inc. 


304-C ERIE ST. © HUNTINGTON, IND 


fom) SATE PADLOCK wo HARDWARE oo 
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on CAS TER 











Y 28, 1953 | HARDWARE AGE, MAY 28, 1953 185 


















PROTRACTOR LEVELS 


Eliminates ‘‘guessing’’ at difficult angles. Makes 
Work Easier for all tradesmen! Just one simple turn . 
of the dial and you have the angle or drop per foot 
you want — quickly, easily, accurately! 








LEVELS 


If your dealer can’t 
supply you Write 
Dept. A 


F 
E 






J. H. SCHARF MFG. CO. 
Omoha, Nebraska 
















MAGNELITE LEVELS 
Unbreakable frame of extruded magnesium—1/3 lighter 


than aluminum. Replaceable Vial Units. Available in 9 
sizes — 12, 18, 24, 28, 30, 42, 48, 60 and 72 inches. 
















on Pages 215, 216, 217, 218 
of July 24 issue 


HARDWARE AGE DIRECTORY | 






and Order From Your Jobber Today 


FAULTLESS CASTER CORPORATION, Evansville, Ind. 











Beaver Caulking Guns 






Immediate 


For Cartridge or 
Delivery 


Bulk Compound 
Precision made for longer life 
and better results. @ All work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 


Sold with caulking materials—handles light oils. © Posi- 
a tive ratchet drive. © Threaded nozles—no 
LIFETIME bayonet joints to come loose. © Three popular 
GUARANTEE sizes—6!/2", 10" and 15". List prices—$6.50. 


$7.50. $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 

















from our line of Quality Finish Hardware 
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new Instant 
YIcoro’ 


It’s Vigoro in water sol- 
uble form! Ideal for sup- 
plemental lawn feeding 
and leaf feeding during the 
summer months. 














*Vigoro is the trade-mark for Swift & 
Company's complete balanced plant food. 















Geenlee 2 
UGER BITS 


Uniformly fine Solid Center type 

.»- accurately sized, p 

cutting edges for fast, clean 
ion. Available with or 

without handy plastic rolls. 


GREENLEE 












Write for free 
GREENLEE 
Hand Tool Quick 
Reference File 











GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL, 











DISTRIBUTION THROUGH JOBBERS 











Looking ir New 





HARDWARE AGE 


Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware 
chandise by reading "What's New," which appears in every issue on page |2. During each month HARDWARE 
AGE brings you more listings of new merchandise thon any other hardware magazine. 


100 East 42nd Street 


markets. Keep posted on new mer- 





New York 17, N. Y. 
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FAST SEi 


Now demande 
gordon. Prod: 

lealer 33147, | 
lorate, is clean 


Retails 
1-oz. pkt. | 
3-0z. can ; 
7-02. can | 
1-lb. can $1 


Also pac! 
If yo 


HARDWAR 















WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


SELL 


ARISTO-MATS BS 


See Your Jobber or Write For Your Nearest Distributor [ibdbbdssbiaibbassaiiel Me cee@e meee Mule care Uc ne ks 









> 

m—1/3 lighter 
Available in 9 
| 72 inches. 


















l 
| 


a 


UNS 


= 


2 or 
pound 


onger life 
All work- 
machined. 
Uses all 
ae Posi- ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET * R* 1° 
acme Manufacturers of WIRE + PLUG and CARTRIDGE FUSES 


es —$6.50. CORD SETS + WIRING DEVICES + CHRISTMAS LIGHTING 

















5, Ohio 





Improved—Looks Better 


Workingmen like this heavy gauge aluminum 
seamless lunch kit. Housewives like the ease with 
which it can be kept spotlessly clean. It's an 


easy seller! 





t 
the only successful rubber tire roller skate is 


made by CHICAGO PENN METAL WARE CO. 


Scott Street « Wilkes-Barre, Pa. 


(| MARSHALLTOWN 
J 


Available with or without Vacuum Bottle or Tray. 

























MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, IOWA 


HYPON 


PLANT FOOD .,, 


HYDONex 
FI6 FAST SELLING, NATIONALLY ADVER mtUNex 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
goreens. Produces vigorous, beautiful growth in all plants quickly. Pays 

ealer 33147, profit. Attractively packaged for display. Does not deter- 
eS lorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
1-0z. makes 6 gallons liquid plant food. 





















Hurricane quality pays off in sales! 
Why else would jobbers double and 
triple their orders year after year? 
Three great Hurricanes — each one 
designed for specific customer 

cant demands — make for easier 








Retails Your Cost 
80 





l-oz. pkt. 10c.....72 to case wt. 7 Ibs...... . qe : : 
..... 36 to case wt. 12 Ibs...... ; *" Guaranteed by % selling, happier customers. 
ww mer- 50c..... 24 to case wt. 14 Ibs...... . Good Housekeeping Find out the money-making facts 
. O45 aoveenste 1S . 
RR Bie res amen atlantic pe Pt gpa pahen ody on Hurricane today. 












Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 














j ; Write: ; : 
If your jobber cannot supply you, order direct. 
NATIONAL METAL PRODUCTS CO., INC. 
N. Y. HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. Dept. H, 2722 Cherry St. Kansas City 8, Mo. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words........... $5.00 

Each additional word........... 10 


Positions Wanted 


(Special Rate) set solid, maximum, 
GP WOE: cnescisces scccceccveuesecseues +» $2. 
Each additional word........... 05 


Allow Seven Words for Keyed Address 
or Your Address ‘ 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East-42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close |5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 

















Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








MANUFACTURERS 
REPRESENTATIVES WANTED 


Aggressive men calling on wholesale hard- 
ware and heavy hardware in the U. S., 
Canada and Mexico. New Patented 
Garden Tool, Magic Sanitary Litter Picker. 
Patent has been adjudicated. Unlimited 
field, no competition, will sell on sight. 
Great labor saver, any man, woman, child 
or even a one arm man can operate this 
tool as efficiently as any person with both 
hands. Large volume. Protected Territory. 
Full details furnished on request. Please 
state Territory covered. 

Address Box B-243, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
SALESMEN WANTED--WITH FOLLOW- 
ING AMONG Hardware, Mill Supply and Elec- 
tric Supply Houses. We are Importers of Wood 
Screws, Stove Bolts. Builders Hardware and 
Tools with ample stock on hand for prompt 
deliveries. Commissicn Basis. Territories will 
be protected. Address Box B-179, care of Harp- 
WARE Ace, 100 East 42nd Street, New York 17, 


| REPRESENTATIVE WANTED 


Established Agency has good lines open 
and will discuss with young man now 
traveling in Indiana and Illinois. Write 
us giving age, personal background and 
territory now covered. 


Address Box B-257, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


MANUFACTURER OF MOTHER-OF- 
PEARL closet seats, desires Manufacturers Rep- 
resentatives calling on Hardware Jobbers, Depart- 
ment Stores, Chain Stores, etc. Good oppor- 
tunity. Many territories open. State territory 
covered and references. Address: Box B-252, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


SALESMEN WANTED, TO TRAVEL ALL 
STATES, with outstanding line of Imported 
Harmonicas. The line is very rewarding to cre- 
ative-minded, methodical men. Write experience 
to a M. Roth, 1186 Broadway, New York 
hs . - 





























HAVE OPENING FOR COMMISSION 
SALES representative in Texas having estab- 
lished trade among retail hardware stores also 


hardware and oil supply jobbers. Tools. Ex- 
clusive basis. Address: Box B-262, care of 
Harpware Acr, 100 East 42nd Street, New 
York 17, N. Y. 





DISTRIBUTORS FOR CHEVRONS, amaz- 


ing new wood fasteners with countersinking 
tool. Protected territories. FE. B. Packard Co., 
Tnc., manufacturers, 139 Cedar Street, New 


York 6, N. Y. 


PAINT BRUSH MANUFACTURER DE- 
SIRES REPRESENTATIVE for hardware, 
paint, etc., jobbers. New England, Southeast, 
Middle West, Northwest, etc., open. Write de- 
tails. Address: Box B-254, care of Harpware 
Ace, 100 E. 42nd Street, New York 17, N. Y. 


ESTABLISHED MANUFACTURER TOOLS 
DESIRES COMMISSION ssales_ representative 
who has established clientele amng retail hard- 
ware stores and jobbers and who confines his 
time to the Baltimore-Washington area. Ex- 
clusive arrangement made with right man, Ad- 
dress: Box B-269, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 
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SALESMEN WANTED—WITH FOLLOW- 
ING AMONG wholesale Hardware and Tool, 
Mill Supply, and Automotive Houses to sell 


ine of outstanding branded Imported 
Tools and Hardware. Merchandise priced for 
volume sales. Quality guaranteed. Immediate 
shipments from New York Stock. Incentive com- 
mission basis. Exclusive territories open. Ad- 
dress: Box B-264, 100 East 42nd Street, New 
York 17, N. Y. 


WANT TO ADD A 
PROFITABLE LINE? 


lf you are already selling this field—here's 
a real opportunity to add a top-profit 
line of SPECIALTY PAPER BAGS. Big 
sales Potential exists in this trade—buyers 
are waiting to be sold! Must be top sales- 
man with good contacts. Excellent com- 
mission arrangement. Act now! Write 
giving references and territory covered or 
phone EXeter 2-1800. Standard Bag Co., 
29-10 Hunters Point Ave., Long Island 
City, N. Y. 


complete 














ESTABLISHED MANUFACTURERS REP- 
RESENTATIVES wanted calling on jobbers, 
chain, automotive trade. West Coast and Rocky 
Mountain States territories available now. Large 
volume manufacturer of complete line of plastic 
garden hose. Applicants must submit in detail, 
lines carried, territory covered, trade references. 
Address: Plastic Division, Box 615, Pawtucket, 
Rhode Island. 


IMPORTED HOUSEHOLD GADGETS 


Sensational sellers $1.00 to $3.00. Want 
Representatives, jobbers, wholesalers. Ref- 
erences and full details in first letter. All 
Territories open. ’ 


KLEPA ARTS, 8415 W. 3rd St., Los Angeles 48, Calif. 














CORDAGE SALESMAN, COMMISSION 
ONLY, FOR District of Columbia and adjoin- 
ing Virginia area. Active territcry a by 

rite 


recent death of man on job 7 years. \ 
experience, details, etc., to Box B-245. List 
Phone if available. Also upper New York State 
area open for another man. Address: Box B-245, 


care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





REPRESENTATIVES WANTED BY 
LARGE, LONG established importer of a com- 
plete line of popular priced, high quality hand 
tools including pliers, wrenches, braces, auger 
bits, chisels, twist drills, levels, etc., having 
following among jobbers, chains and other large 
quantity users. State territory, experience, ref- 
erences, lines now handled. Address Box B-265, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y 


REPRESENTATIVE WANTED: MANU- 
FACTURER OF QUALITY building specialties 
new producing the SLIDE-O-DOR _ bathroom 
cabinet requires representation to the Hardware, 
Plumbing and Building Material Jobber Nation- 
ally, on the bathroom cabinet only. In replying 
please state length of service in territery. Exact 
territory covered and other major lines handled. 
Attractive Commission Address: Box B-270, care 
of Harpware Acez, 100 E. 42nd Street, New 
York 17, N. Y. 











WANTED—MANUFACTURER’S AGENTS 


Territories now open for Hardware and Paint 

Specialties, include the entire West, Alabama, 

Georgia, Florida and Tennessee. We give ex- 

clusive trade area and liberal commissions. 
Address replies to: 


AMUNDSON PRODUCTS COMPANY 
SUPERIOR, WISCONSIN 


evACLUSi+s ce PRUIECTED FERRITUORIES 
JPEN ON nationally advertised Mak-O-Washer 
agents calling on hardware distributors, dealers 
ind plumbing supply houses. Unique demonstra- 
ion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
yeat business. Address Box A-870, eare of 
7 Ace, 100 E. 42nd St., New York 17, 














_ SALES REPRESENTATIVES, experienced 
in housewares, with geod jobber, department 
store, and chain store contracts, wanted to handle 
the amazing SHOO-FLY out-door flytrap. List 
price of $1.00 includes jar and chemical. Write 
Lynwood Laboratories, Chemicals-Insecticides, 124 
Derby Street, Hingham, Massachusetts. 


WANTED — SALES REPRESENTATIVES 


Salesman now calling on hardware, paint, variety and 
general merchandise stores as well as building supply 
and lumber dealers. Paint and hardware specialties 
that have been on the market for over fifteen years and 
well known to the trade. We will give protected and 
exclusive trade territories. 

Address all replies to: 

AMUNDSON PRODUCTS COMPANY 
SUPERIOR, WISCONSIN 


NATIONALLY KNOWN CUTLERY MANU- 
FACTURER and Importer desires salesmen to 
contact hardware stores, gift stores, etc., with 
world’s finest line of cutlery, domestic and im- 
ported, and manual household machines. Free 
sales details, complete line of literature, rushed 
at once. State how you operate and territory 
covered. If not interested at present visit us at 
booth 418 at the National Hardware Show of 
N. Y. C. Address: Box B-213, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


ESTABLISHED MANUFACTURER MAJOR 
LINE TOOLS desires commission salesmen with 
established clientele among retail hardware stores 
and jobbers in New York State, Conn., and Ken- 
tucky. Exclusive territories. Address: Box B- 
263, care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 

N. Y. HARDWARE JOBBER HAS OPEN- 
INGS for commission salesmen to cover retailers. 
Complete line of popular priced line tools, 
mestic & imported to be carried as second line, 
Write confidentially to Address Box B-227, care 
of _—— Acz, 100 East 42nd St., New York, 
7, 2. ¥. 


MANUFACTURERS AGENTS with _follow- 
ing among Jobbers and Wholesalers of paint, 
hardware, houseware and chains to sell volume 
line of colors in oil, aluminum and gold paints. 
Several choice territories open. National Color 
Works, 1013 38th St., Brooklyn 19, N. Y. 


Accounts Wanted 
MID-WEST REPRESENTATION 


Offer the well rated manufacturer fifteen years in- 
tensive contract Kansas, Colorado and parts of Iowa 
and Nebraska trade territory. Interested in line for 
representation through the hardware or implement 
distributor. Might dove tail sporting goods line also. 
Central Kansas warehouse space available. Head- 
quarters Kansas City. 
Address Box 244, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Help Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York © Philadelphia © Detroit 
Cleveland © Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 


FOR CONCENTRATED AND THOROUGH 
COVERAGE among Hardware Jobbers, Dealers 
and Automotive Accounts. The following area 
will be covered to your complete satisfaction: 
Eastern Pennsylvania, South Jersey, Maryland, 
Delaware and the District of Columbia. Very 
best references. Address Box B-186, care of 
HARDWARE AGE, 100 East 42nd Street, New 
York 17, N. Y. 


ACCOUNTS WANTED 


Sales Representative many years experience, selling 
sheet metal products to Hardware, Housewares, Dept. 
& Furniture stores, wants additional Line, to present 
one, which I have been selling for 15 years. Would 
also consider a drop shipment proposition. Best ref- 
erence. Metropolitan N. Y. C., North Jersey, Conn. 
and N. Y. State. 
Address Box B-256, care of HARDWARE gee 
100 East 42nd St., New York 17, N. 























HIGHEST TYPE OF SALES REPRESEN. 
TATION available for Michigan, Indiana, Ohio, 
Northern Kentucky. Firmly established with four 
leading lines to the Hardware, Houseware, Spe- 
cialty Jobber, Department and Chain stores. Rep- 
resent manufacturers only. Address: Box B-219, 
care of Harpware AGz, 100 East 42nd St., New 
York 17, N. Y. 


LINES WANTED FOR FLORIDA. If your 
hard line, building material, or automotive 
products need sales in Florida, I may be your 
man. My background in Dealer and Jobber con- 
tact is excellent. Can furnish best National 
references. Located in South Florida, 40 Years. 
Address: Box B-253, care of Harpware Ace, 100 
E. 42nd Street, New York 17, N. Y 


WELL-KNOWN ESTABLISHED SALES- 
MAN SELLING practically every jobber and a 
good number of large retail outlets in the states 
of Ohio, Indiana and Eastern Michigan. Seeks 
connection with reliable manufacture with good 
volume and repeat business possibilities. Hard- 
ware Housewares, Factory or Plumbing items 
preferred. Address: Box B-235, care of Harp- 
as Ace, 100 East 42nd St., New York 17, 
N. Y. 


MANUFACTURERS REPRESENTATIVE 
COVERING AREA. NOW handling well known 
manufacturers paint “mg 4 line. Calling on 
retail hardware and W. P. & Paint Stores _look- 
ing for new allied sty “Address: Box B-249, 
care of Harpware Ace, 100 E. 42nd Street, 
New York 17, N. Y. 


WANTED: A manufacturer who needs ag- 
gressive, top flight sales representation in Chi- 
cago, Illinois and Southern Wisconsin. -We have 
the contacts. Address: Box B-259, care of Harp- 
a) Ace, 100 E. 42nd Street, New York 17, 

















BUILDERS HARDWARE FACTORY REP- 
RESENTATION WANTED for Northern Cali- 
fornia territory, experienced and well established 
with builders hardware accounts. G references. 
Work on straight commission with exclusive terri- 
tory arrangement only. Address: Box B-251, care 
of Hardware Age, 100 E. 42nd Street, New 
York 17, N. Y. 


SELLING in Colorado, Wyoming, Utah, 
New Mexico, would like to handle several non- 
conflicting items for this territory. John E. 
Schmitz, 964 South Gaylord, Denver 9, Colorado. 


ATTENTION MANUFACTURERS! WANT 
TWO QUALITY mass appeal lines for east 
Penn-South Jersey-Delaware and as Manufac- 
turers agent will give undiluted effort to sales 
development, Am financially sound and am a 
superior salesman. If you have a product of 
merit and want sound aggressive representation 
to hardware jobbers, Address Box B-250, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


MANUFACTURERS REPRESENTATIVES 
TRAVELING 4 MEN DESIRE an additional 
line in the hardware field, covering states of 
Wisconsin, Illinois, Indiana and Kentucky, calling 
on hardware jobbers, electrical jobbers, automo- 
tive distributors, mill supplies, mail order houses, 
chain organizations and large retail dealers. Ad- 
dress: Box B-212, care of Harpwarge Acz, 100 
East 42nd Street, "New York a7. Be. Be 
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Want one substantial additional line for lowa, 
Missouri, Nebraska, Kansas. Seventeen Years back- 
ground. This area with Hardware and Mill Supply 
Distributors. Welcome full examination my con- 
tacts and ability. 


Hiram A. Myers Co., Manufacturers Representatives, 
21 Lincoln Place Drive, Des Moines 12, lowa 











Help Wanted 














Nationally Known Hand Tool Manu- 
facturer Products Distributed Thru 
Hardware Wholesalers Only 


WANTS 
SALES MANAGER 


* We Prefer a man with a good Live 
National Standing among Hardware 
Wholesalers 

* Must make Personal Sales Contacts 
among larger wholesalers 

* Supervise Sales Force— 

Sales Promotions 

* Prefer a man in his Mid-Thirties to 
Mid-Forties 

This is an excellent opportunity for a 

CREATIVE, HARD-HITTING, COMPETI- 

TIVE, sales executive. 

Submit Resume 
Our Personnel know of this advertisement 


Address Box B-240 care of te nee 
100 East 42nd Street, New York 17, N. 











HARDWARE SALESMEN 


Several openings for experienced men with wholesale 
hardware background, We sell all Best Line Tools & 
Chanday 100% pure Chinese bristle paint brushes to 
retail Hardware trace. Highest commission or draw 
——— men. No objection to one non-conflicting 
sideline. 


SHANE & HAYS, INC. 
5300 21st Avenue Brooklyn, N. Y. 








WANTED 
FULL TIME SALESMAN 


To call on wholesalers in four Midwest 
States. 

Prefer man who has covered territory for 
well known hardware wholesaler for at 
least ten years. 

A life opportunity is available with a well 
known manufacturers’ representative. 
Top lines—Nationally advertised. 

Salary plus traveling expenses to begin. 
References. Strictly confidential. 


Address Box B-260, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALES AND OPERATIONS MANAGER 
For Wholesale and Mill Supply Firm. Our Sales 
organization needs Revitalization. This is a Life- 
time career for the Right Person. Facilities to work 
with include substantial working capital and inven- 
tories. Please reply in detail giving background, 
present Salary and Availability. All Replies Held 
Strictly Confidential. Our employees know of this ad. 


Address Box B-26!, care of HARDWARE ae 
100 East 42nd St., New York 17, N. 














SALESMAN 


Hardware—Housewares 
Large New York Distributor wants man to cover 
established territory in Hudson Valley, West- 
chester to Albany. Give full details. Com- 
mission. 

Aci Box B-258, care of RARRWARE AGE 
00 E. 42nd St., New York 17, N. 











MANAGER—FOR BRANCH OFFICE AND 
SUPERVISION SALESMEN. Midwest terri- 
tory. Wanted by established manufacturer. State 
qualifications & compensations desired. Ad- 
dress: Box B-268, care of Harpware AGe, 100 
East 42nd Street, New York 17, N. Y. 





Positions Wanted 


SALESMAN NOW COVERING A SOUTH- 
ERN TERRITORY for a national hardware 
jobber who is closing their southern territories 
desires connection with manufacturer as salesman 
or with hardware jobber in purchasing department. 
Would consider other lines. Can furnish best of 
references, have 19 years Hardware Experience. 
Address: Box B-248, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y. 





SALESMAN EXPERIENCED IN THE 
HARDWARE, PAINTS, Plumbing and _ allied 
line, desires position as Manufacturers Represent- 





ative or with large wholesaler can cover North- 
eastern States, South or Midwest. I am 10 years 
in the field and can promote sales and show 
results. Address Box B-247, care of a 


AcE, 100 E. 42nd Street, New York VW 


5) TAIL HARDW /ARE “M: AN, 50 SEEKS 
JUI 1, connection with small, going rural, re 
tail oo store. Married and family. Option 
to buy. Middle paam or South Eastern States. 
Address: Box B-2 care of Harpware AGg, 
100 East 42nd St., ;& York 17, N. Y. 





Business Opportunities 








SARAN PLASTIC SCREEN WIRE 


Offering 26”, 28”, 30”, 32” .015 Ga. 
Heavy plastic screen wire. All guaran- 
teed first quality ... 5¢/sq ft... . in 50 
roll lots 5% additional discount. Also at 
same prices we offer 24”, 32”, 34” .015 
Ga. grey plastic Velon Screen wire. 
Please note that our stock of wire of- 
fered is limited. Order now and buy at 
below current factory carload prices. 


MILLMAN HARDWARE CO. 


114 Market St., Phila. 6, Pa. 
Lo-3-4871 











HARDWARE, HOUSEWARES, PAINTS & 
GIFTS STORE. Best Iccation, Long Island, 

Y. 20,000 Families, immediate area, new 
building now going on. Clean stock new modern 
fixtures, long lease, $60,000 gross first year can 
be greatly increased. Desire to retire because 
of ill health, $17,000 terms. Must be seen to 
be appreciated. Address; Box B-48, care of 
Harpware Ace, 100 East 42nd St., New York, 
5 ee Ss 


HARDWARE AND SERVICE STATION 
FOR SALE. Well established going business. 
Combined gross sales $85,000 in 1952. Owner 
going into other business. Building can be 
leased from owner. Located in residential sec- 
tion, one block west of Peoria, Illinois, R. 
116. Address Box B-255, care of HARDWARE Ace, 
100 E. 42nd Street, New York 17, N. Y. 








FOR SALE: SACRIFICE, HARDWARE, 
FURNITURE & Appliance Store. Excellent 
Location, Love Lock, Nevada; Part Cash Re- 


quired. Address: Box B-266, care of HARDWARE 
Acz, 100 E. 42nd Street, New York 17, N. Y. 


CLOSING OUT— “True Temper” Hay and 
Manure Forks. XX Quality. 10” Socket Fer- 
rules. Handle Lengths 4, 4%, 5, 5% Feet. Man- 
ufactured by American Ferk & Hoe Company 
& other prominent manufacturers. All New 
Stock. Three tine forks 90¢ each. Four tine 
forks 1.25 each. Oldfield Equipment Co., 430-F 
West 7th Street, Cincinnati 16, Ohio. 


HARDWARE: HOUSEFURNISHINGS, 
MODERN 100% corner Iccation, Central New 
Jersey. $15,000 inventory, new fixtures, lowest 
gross $65,000. Potential $100,000. Other interest, 
will sacrifice $20,000. Complete. Address: Box 
B-267, care of Harpware Ace, 100 E. 42nd 
Street. New York 17, N. Y 
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the home-owners 
gun. . designed to 
meet contractor 

specifications 









, Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It’s a bear for wear, and so easy to operate. 

No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 

never touches the inside of the gun. 





SN eal 


Write today for full information 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street °* Philadelphia 25, Pa. 











GLASS CUTTING MACHINES 


Designed to assure proper performance for all 
types of glass cutting to close tolerances. 


No. 493—Cuts glass from 0'' to 36”. Weight, 5! 
Size: 36" wide, 455%"" high, 9"° deep. 


No. 494—Cuts glass from 0° to 48''. Weight, 58 Ibs. 
Size: 48"' wide, 57%'' high, 9'' deep. 


Write for Glass and Mirror Supply Catalog. 


SOMMER & MACA Glass Machinery Co. 


bs. 














wn 
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You. . 
All Dressed Up 


For Volume Sales! 


The EASY-DIP Ice Cream 
and Kitchen Scoop, which 
has been a natural traffic 
stopper all across the country the past year, is 
now dressed in a new three-color counter display 
carton. EASY-DIP has quality equal to that of 
expensive metal dippers—it is guaranteed against 
breakage. The established 79¢ retail makes it 
available for home use sale in good volume, at 
liberal profit margins. Write for information and 
prices. 


LLOYD DISHER CO. 


DECATUR, ILLINOIS 














“MUST* 


KITCHEN 


NOW 
is the time to 
feature GENERAL 


SLICERS—demand GENERAL 


: . - SLICERS 
is af an all-time, ? 4 MODELS + 4 WINNERS 
record-smashing high. eccrine 

Perfect gift item for ae 
June Brides and Father's Song 
Day—BIG seller for all- a 


For Big Homes, 
Little Businesses 
MODEL 320 


Same as 319, 


Chrome Trimmed $39.95 


« 
UTILA BOARD 


All Purpose, 
Handy Utility Board 


summer-long promotions. 
Join the profit parade 
TODAY! 


$29.95 


11" x 14°—$2.49 
14" x 20"—$5.95 
Dept. 367 


SLICING 7 MACHINE CO., INC. WALDEN, NEW YORK 
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}"stevens eee pe. 


Wood Levels Line Levels 


















THE COLUMBIAN VISE & MFG. CO 
ye daaryey 4, OHIO licninui tay Torpedo Levels 
; >vel Division : 


ee sold by leading wholesalers 


oo NEWEST SENSATION | 


a COMBINATION fi =y* sors 












FOR PIPES, CONOUITS, CABLES and TUBES 








| 
3 DISPLAY ASSORTMENT 
7 
. e/a 
(4 


Pi" = For Information | Seitee Sti 
wer Sea NA Write Dept. HAS oe Sha tea 


Fast Turnover 










THE WASHBURN COMPANY 


WORCESTER, MASS * ROCKFORD, ILL 























[Heavy steel ferrules Hreragon see cr “SKROO-ZON" The file handle— 
a) 


pressing, die place withs ee that cuts its own thread. 
in hollow ove handle on new file. 


properly spaced 3tays on— Never Splits — Economical 
a SAFETY TOOL CORPORATION 


holds tan firmly Outlasts the file—You can rescrew 
USPAT.NO 1374715 - 135542 CAN.PAT.NO.198587 FRANCE PAT.NO. 515160 JEFFERY ST., WATERTOWN, N. Y. 


orp 














































4 STICKS -1 SCRAPER 


25‘ 


PER KIT 


DECTO-STICK |, 
* FURNITURE 
REPAIR KIT 
for 
Filling ++ Coloring arbors 
DENTS MICK Sc7OUteS 'No Heat Requiréd 
OECTO PRODUCTS. CO... SALEM, MASS. Colors Easily Blended 











01d Dominion 


WAX. . 


HIGH GLOSS © WATER RESISTANCE ¢ 
LONG WEARING ° SAFETY 


| *geminon 
| Penetrating "Seal, Gym Seal, [mame we it 
| Terrazzo Seal, Asphalt Tile Seal eq WAX | 
WRITE FOR DETAILS: _ w= 
SOLD THROUGH JOBBERS 


DECTO PRODUCTS COMPANY, SALEM 8, MASS. PERROW CHEMICAL CO., Hurt, Virginia 


Makers also of Decto Run-Smooth 





An ingeniously compounded stick 
that fills and colors Nicks, Dents 
and Gouges in natural-finished or 
stained woodwork, furniture, 
leather or plastics. Easily applied. 
Will not bleed or shrink. Takes 
any finish. 

Cellophane bag contains 4 sticks 
(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 
display card. 






























NATIONALLY ADVERTISED 











DOMES or 





RUBBER CUSHIONED REGULAR 
One set on a card. One set in a 
SILENCE 12 cards in a box. box. 12 boxes in 
Sizes— I", 14", a carton. Sizes— 
Best-known, quickest-selling oo ™ #7. af =" 
A’. A. A" a", %". 


FURNITURE GLIDES 
REMCO fii. nests 


and Castor Cups; Upholstery Nails; 
Thumb Tacks; Screw Bumpers. 








DOMES OF SILENCE 
me - 


” 


SENT On au neon 





Use these Displays for profit! 





Ask your jobber or write— 


DOMES of SILENCE Division a ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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